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BRODIE BiRotor METERS 


INSTALL IN ANY POSITION 
Brodie Loading Rack Meters may be installed vertically 
or horizontally at any point in line or loading arm, and 
may be completely line supported. This allows full flex- 
ibility for simplest possible installation with any piping 
layout. 


MAXIMUM ACCESSIBILITY 

Simple unit-built assemblies permit easy inspection, 
cleaning, service or replacement of measuring element, 
counter or adjustor without disturbing line connections. 


FOR EVERY LOADING RACK REQUIREMENT 

There’s a BiRotor Meter for every capacity, with easy 
reading Brodimatic Counters, Printers, Quantrols, or 
Remote Counters and Controls to meet all loading rack 
needs. 


Bropie 








loading, deliveries and accounting with Bro 
BiRotor Meters on loading racks and tank truck 
There’s more profit, too, with accurate cont 
and records of every fuel oil transfer, withoy 
spillage or short delivery losses. The sustaing; 
accuracy, ruggedness, and low maintenance ¢ 
BiRotors are proved through years of perfor. 
ance. For the Brodie Metering Equipment ty. 
lored to your exact needs, consult the Brodi: 


Metering Specialist—as near as your phone, 





FLEXIBILITY OF INSTALLATION 

Brodie Tank Truck Meters are designed so that inlet, 
outlet and counter may face in virtually any direction 
to allow simplest piping arrangement and efficient ux 
of cabinet space. 


COMPACT, ACCESSIBLE 

Complete Meter and Strainer-Air Eliminator are com- 
prised of simple, interchangeable unit-built assemblies 
which can be inspected or serviced without disturbing 
line connections. 


FULL RANGE OF TYPES AND CAPACITIES 
Capacities from 60 to 150 gpm, for pump or gral) 
operation. Choice of counters: Brodimatic, Brodimatt 
Printer, Brodimatic Quantrol for automatic qual) 


control, and space saving “G” Counters. » 
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RALPH N. BRODIE COMPANY - San Leandro, California, U.S-A. 


MT. VERNON, N. Y. DALLAS 7, TEXAS 
550 So. Columbus Ave. 167 Parkhouse St. 


REPRESENTATIVES WITH STOCKS AND 


CHICAGO OFFICE: 
1227 Circle Ave., Forest Park, ill. 


SERVICE FACILITIES IN ALL PRINCIPAL 





LOS ANGELES 22, Call 
5401 Sheila Street 
cities 


SEATTLE 9, WASH. 
221 9th Ave. N. 





In the busy fuel oil season, your men and equip 
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ment can handle more business through fast 
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Among other things . 


John Schulz contributes this month an analysis of the 
new Commercial Standard cs-75-56, not only looking at 
the Standards themselves, but detailing how they offer a 
truly fine opportunity to “Improve your Oilheating” and 
keep customers happy with efficient, comfort-giving heat. 


Next, on page 51, begins a series by Bill Stein of case 
histories of fueloil-oilheating dealers who are making a 
success of cooling sales. The series will point out how 
these merchandising-minded fueloil men know how to sell, 
install and take care of summer airconditioning jobs. And, 
more than that, they use cooling as a means of accom- 
modating present customers to identify themselves solidly 
as year-round comfort dealers. 

In the Commercial-Industrial Section, R. W. Winskill 
offers some of the latest thinking on “New firebox Ideas 
for rotary-cup Burners.” Don’t miss it. 
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particularly among certain manufac 
turers, there’s a conviction that we 


heating industry, 


are due to coast along at present levels 
of sales for five years. They say that 
in the process the men will be sepa- 
rated from the boys and that we'll 
move into the boom years of the *60’s 
with fewer and stronger companies. 

There may be some merit in the 
viewpoint, for the future is anybody's 
guess, but it’s damaging to sales morale 
today to disclose such thinking. 

Optimism is the biggest single in- 
gredient in successful selling. 

Oilheating, while showing a sales 
drop from last year, is actually mak- 
ing significant progress even if you 
can’t put it all in the cash register. 
In the first half of this year our fac- 
tory shipments were down 11%; gas 
heat shipments were down 13%. But 

. . at the retail level we do still bet- 
ter. Our retail installations were off 
15%; gas heat was off 23%, accord- 
ing to published data. 

That makes a good showing in itself 
but there’s more to it. Each month we 
publish a list of new home permits 
by states and their principal divisions. 
In the regions having predominantly 
oilheating states, new home building 
is off 21%. But in the states where gas 
supplies most of the heat new homes 
are down only 15%. They have the 
more favorable new home prospects 
yet they've dropped more. 


+: ASIATIC FL™' will be with us 
very shortly unless all or che official 
forecasts are wrong. At least two in- 
dustry organizations, the Oil Heat In- 
stitute of New England and the Fuel 
Oil Distributors Association of New 
Jersey, are urging their folks to do 
something about it. 
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They point out that in a “flu” epi- 
demic nothing could be worse than a 
number of cold homes. Oil truck 
drivers and service men should be in- 
oculated at the first opportunity, very 
much in the public interest. 


; STAMPS are in the news 
again. Don Ward in his bulletin for 
North Carolina oil men carries this 
quote from the Wall Street Journal: 

“Sales spurt when trading stamps 
are dropped, some supermarkets re- 
port. Kansas City’s 17-unit Thriftway 
chain says sales are up 5% since it 
eliminated trading stamps last Janu- 
ary. Gristede Bros., a New York chain 
which discontinued stamps last month, 
reports favorable customer reaction. 

“Nearly all of the first dozen super- 
markets to drop stamps claim sales 
and profits have risen, according to 
Supermarket News. Merchants at- 
tribute the sales upturn to the lower 
prices and stepped-up advertising 
with which they replaced the stamps. 
The stamps were costing them 2% of 
gross sales.” 

Trading stamps come and go. When 
the editor was a kid they were being 
promoted all over town. Then we 
didn’t hear of them for years. They 
were never any good for our industry. 
They were principally a crutch sub- 
stituting for healthy operation in prod- 
uct and service. 


; A LOT being written in 
the business press these days about the 
oil industry going overboard on pric- 
ing. The writers says that oil men 
raised their prices in the earlier months 
of this year without regard to supply 
and demand, but rather just because 
their costs had gone up. Then they 
point out that the bubble burst from 
overloading. 

We have no special knowledge on 
that score, but we do know that the 
oil refiners built up their runs last fall 
to help Europe over the Suez crisis, 
and were not able to pull them back 
to normal until June, because the Gov- 
ernment frowned on their working to- 
gether for an orderly withdrawal. 

The significant thing to us is the 
fact that fueloil prices have behaved 
much better than gasoline this sum- 


October 





mer. In one 800 mile drive last month 
we saw the same brand of gasclin 
priced from 19.9¢ to 30.9¢. That Was 
extreme, of course, but deviations of 
5 or 6¢ are quite common. There yj 
a 6¢ change just by crossing a bridg. 
over the Delaware River. 

Fueloil prices have been reduces 
around a cent, a little more in Spots 
yet in a couple of states they've ber, 
raised. Our product has definite Price 
stability. Distributors don’t get in: 
price wars and see their storage ip, 
ventories fall out from under their 
book values. Maybe we're fortunate 
that our business is out of sight in 
basements. 


' 4e TT. WHITE as most oil mer 


know is a Cities Service vice-president 
particularly well-known because fy 
has made literally hundreds of speeches 
at industry meetings, preaching busi 
ness research and education. 

Even so, we suspected this popu: 
larity was running out of bounds when 
we stopped in a drug store the other 
evening. On our entrance a husky col 
ored boy behind the soda counter 
shouted, “L. T. White.” 

Instinctively glancing all over the 
store we saw that he wasn’t there 
Considerably confused we made our 
purchase but before leaving we saw 
woman turn from the sandwich tabl: 
and walk up to our boy, saying 
‘Here’s your lettuce and tomato.” It 
was on white. 


D RIVERS OF TRUCKS with twoway 
radio need training to be cautious 0 
their conversations on the air waves 
A New Jersey incident was mentioned 
in a conversation the other day. 
An oil truck driver made a fil for 
a customer with a dry tank. Befor 
leaving he entered the basement ' 
start the burner just to be sure ever)’ 
thing was OK. It didn’t start. So ™ 
his radio he told the dispatcher : 
send a service man, saying, “There 
no one home but the basement 1s 
locked.” The dispatcher hit the 
ing. “Look you,” he shrieked, “don! 
dare leave that house until the fol 
get home. A run-out is bad enout! 
without your having to invit 
burglars in Hudson County.” 


e all the 








1957 








t month 
gasoline 


=] scully VENTALARM sisno 


a bridge 
T.M. REG. U.S. PAT. OFF. 
reduce 
IN spots 
‘ve been 
ite price 
get int 
Tage in: 
ler their 
ortunate 


sight in 


oil men 
resident 
‘ause he 
speeches 
ing bus: 


is popu: 
ids when 
he other 
usky col: 

counter 


over the 
't. there. 
nade our 
we saw 2 
rich table 
, saying, 


mato.” It 


Patented Screen provides dependability of performance 


U.S. Pat. No. 2,761,389 


tworway 
utious of 
ir waves 
rentioned 
day. 

a fill for 
k. Before 
ement 
ire every’ 
rt. So 00 
atcher 1 

“Theres 


~<-| SCULLY SIGNAL COMPANY 


Sd, “ta 
the fa , Melrose 76, Mass. 
d enoug! : 

‘ @ x 10 Hafis Street, Toronto, Ontario 
ite all t 
7 '$) SCULLY SIGNAL Co, 





Si0P 


¢ OVERFLOWS 


¢ DELIVERY 
DISTURBANCES 


°¢ IRATE 
CUSTOMERS 


INSTALL 
OPW TANK 
WHISTLE 


FILL WHILE IT WHISTLES — 
STOP WHEN WHISTLE STOPS 

















In addition to controlling 
and eliminating hazardous 
conditions, this inexpen- 
sive OPW signalling de- 
vice speeds up deliveries, 
increases filling efficiency 
and serves as the perfect 
shut-off-time alarm. 





FILL-UP time, ANYTIME, 
DAY or NIGHT, FROM 
OUTSIDE THE BUILDING. 


FREE BULLETINS | 
F-30 & F-34 


... give full 
details on all 
styles and in- 
stallations. 





OPW CORPORATION) 


2735 Colerain Ave. 
Cincinnati 25, Ohio 
Kirby 1-5400 


















metropolis, but one that is expected 
to be temporary in its weakness whic) 
is why the voluntary allowance is ys 
instead of a posted price change. 

On the West Coast, all marker 
show a drop from last month’s tap} 
car prices with the exception of Spy 
kane where the price went up a tenth 
There was no retail price change jp 
that region. 

The table on primary stocks shows 
that supplies of distillate fueloils Eas 
of the Rockies on September 13 were 
10% above the corresponding date in 
1956. This is not an unhealthy posi: 
tion, although we would have to ex. 
perience a colder than normal winter 
to need that much pick-up during the 


\ \ ITH THE APPROACH of the heat- season. 
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ing season there was a tendency in The talk around the industry points 
most parts of the country for No. 2 to heating oil demand this coming sw 
oil prices to firm up. This indication son of 6 to 7% higher than last season 


will probably carry through at least This is conservative, but the industry 
into the early part of the heating has enough flexibility to take care of | 
seiliatiin. itself in emergencies if it was work 
In the price table there are four ing seasonally on a 6 to 7% rise, 
minor changes from the previous The heavy oil market is relatively 


month on the East Coast all at the firm at levels low enough to prevent 
serious defections to other fuels on 


the part of heavy industry and util 
ties. With No. 6 oil excluded from 
import control, it will probably stay 


| 
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tank wagon level. Springfield, Hart- 

ford and Washington were down mod- 

erately and New York was up a tenth. 
There is talk around the industry 

that spot buyers are shading these that way. 

prices, but if this activity amounts to Distillate Fueloils 


much it always aff he po rices 
t always affects the posted price veiasione eaieal 





before long. ; aoe (Thousands of Barrels) 
In the central states, Indianapolis is East of Rockies 
up .3 at the tank wagon level, Min- Sept. 13 Sept. 14 
aa : 1957 1956 
neapolis is down an eighth for tank a 
: : East Coast 63,847 57,002 
cars, and Chicago has acquired a Midwest 46,895 44,414 
whopping big 1.25¢ voluntary allow- Gulf Coast 31,784 28,0" 
; Rete Total 142,526 129,49) 
ance on the tank car price. This indi- 
cates a pretty soft market in that * American Petroleum Institute. 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of September 16, 1957 


Tan Tan Tank Tank ant 

ya wank, Car Wagon 

Portland, Me. 11.2(aA) ~—:14.5 Richmond __11.4(A) “d Re 
Boston 11.1(A) 14.8 Charleston, S. C. 11.0(A) ag 

Providence 11.1(A) 14.8 Chicago 11.0*(B) a ; 

Springfield, Mass. 11.45(A) = 14.7 Detroit 12.25* “t 
Hartford 11.45(A) = 14.7 Cleveland 12.1* es 
New Haven 11.0(A) 14.7 Minneapolis 10,23. *. 149 

Syracuse 12.0(A) s.5 St. Louis 11.5*(A) 153 ¢ 
Albany 11.2(A) 14.6 Indianapolis 11.05* sf 
New York 11.0(A) 14.8 Milwaukee 12.35% 149 
Newark 11.0(A) 14.3 Des Moines 10.50 4s 
Philadelphia 11.0(A) 14.3 San Francisco 11.75" 152 
Harrisburg 11.1 14.7 Portland, Ore. 12.457 83 
Baltimore 11.0(a) 14.5 Seattle 12.557 1 
Wilmington, N. C. 11.0(A) 14.1 Spokane 14.457 140 
Washington 11.0(A) 14.8 Los Angeles 11.25 . 


*Delivered. , 

Tank wagon prices shown are for maximum one-time delivery discounts. 
(A) Price subject to 0.5¢ vol. temp. allowance. 

(B) Price subject to 1.25¢ vol. temp. allowance. 


October 
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is the modern way 


the only burner-mounted primary control 


FACTORY PRE-WIRED 
AND TESTED; READY 

FOR INSTALLATION. 

WRITE FOR 

DESCRIPTIVE CATALOG. 6 


For Manufacturers and Dealers alike,these 
outstanding features make PerfXray better- 


PerfXray provides complete factory wired and 
tested oil burners ready to connect. 


Assures satisfactory operation by eliminating 
troublesome variable stack mounting conditions. 


Positive fail-safe performance guaranteed — not 
affected by soot, vibration, stack corrosion, drafts. 


Safer operation assured because the flame detector 
responds to radiant heat of the flame for fast action. 


Service calls are minimized because the flame 
detector is hermetically sealed, is not affected by 
high operating temperatures, and does not age or 
require periodic replacement. 


Eliminates on-the-job stack primary installation 
costs — saves material — saves time — saves money. 


GENERAL CONTROLS 


America's Finest Automatic Contro/s for Home, Industry, and the Military 
Glendale, California »* Skokie, Illinois * Guelph, Ontario, Canada 
Five Plants — 42 factory branch offices serving the United States and Canada 


























Oilheating 
Trends 


Avorn oilheating installations 
followed pretty much the pattern of 
recent months at 13% below the same 
month last year. The estimated instal- 
lations of domestic oilheating jobs 
were 76,500 compared with 87,472 
in 1956, 

For the first eight months of the 
year, the indicated totals are 361,178 
and in the like period of 1956 they 
were 419,043. 

By types of installations August was 
divided: New homes, 28,431; Re- 
placements of old oilburners, 17,172; 
and Conversions from other fuels, 
30,897. 

The same separations for the eight 
month total shows: New homes, 126,- 
514; Replacements, 89,553; and Con- 
versions from other fuels, 145,111. 
This represents a drop from last year 
of 17% in new homes, 21% in con- 
versions, and a gain of 6% in replace- 
ments. 


Burner Stocks: At the end of Au- 
gust, dealers had in storage approxi- 


Minimum Retail Prices 
of Key Dealers 


Aug. Avg. July Avg. 


Separate Burners $314 $313 
Boiler Burners 731 M27 
Furnace Burners 602 608 


Price Index: Separate Burners 
1947-49 is 100%, 


WHOLESALE 
August 95.3  Sixmonthsago 95.8 
July 95.4 Yearago 94.5 
RETAIL 
August 92.6 Sixmonthsago 93.2 
July 92.2 Yearago 92.0 
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mately 95,243 domestic oilburners and units compared with 84,803 4 Year 
units. Of these approximately 45,926 earlier. 

were separate-burners; 23,868 were 
boiler burner units; and 25,449 were 








Tank Stocks: Tank stocks were extra 
7 low at the end of August showin 
furnace-burner units. 55,709 compared with 75,411 the oe 
Total dealer stocks at the end of vious month and with 56,475 4, 
July were 121,426, and at the end of _ previous year. During August dealer 
August, last year, they were 102,600. paid an average $33 for a 275 el 





Factory stocks at the end of June basement tank, up one dollar frop 
were 75,577 domestic burners and July. 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuUELoIL & Oi HEat’s estimates of shipments are: 








_ JUNE —————-SIX MONTHS-————— 

Percent Percent 

1957 1956 Change 1957 1956 Change 

Separate Burners 35713 41,321 —13.6 185,040 200,632 —78 
Boiler Units 5,629 7,421 —24.1 27,711 28,783 —3 
Furnace Units 12,579 17,232 —27.0 61,894 79,299 —21) 
All Domestic 53,921 65,974 —18.3 274,645 308,714 —I1! 
Commercial 3,387 4,023 —15.8 20,578 18,951 +14) 
Total 57,308 69,996 —18.1 295,223 327,244 —98 
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—% Is your product clean enough, your pump, meter and 
loading valve protected against scale, grit, dirt, rust and 
other foreign materials? 
Be sure! Install OPW Line Strainers in any pipe line y / 
system for a cleaner product. Tight fit of cage and he ia ee. 387-F 

2 . p oa ‘ — 7) No. - 
screen assures all product passing through strainer. teal Top outlet type 
Screen areas are many times pipe size for full flow. fF fy flanged. 125 pound. 
The simplicity of screen removal, cleaning and replac- a 4, 
ing facilitates regular, periodic checkup in the shortest 
possible time. 
Choose your size, type and mesh! 125-pound standard 
or 200-pound high pressure types. Bottom or top outlet 
cage, reinforced for sturdiness and precision fit. Screwed 
or flanged end. Flanges, bolts and gaskets to suit. Strain- 
er meshes from 14 to 300. 
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2735 Colerain Ave. © Cincinnati 25, Ohio © Kirby 1-5400 esas” Wagan] (No. 487-F 
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Supply and Price 
Relationships 


a of the high level of pri- 
mary fueloil storage this summer with 
the resulting unsettled market, there 
has been a lot of speculation over what 
fueloil distributors were doing about 
their own bulk storage. The special 
study this month explored the attitude 
of the reporting group on this point. 

In general, you might say that 
everything was normal at the local 
market level. We asked the companies, 
what was their storage position during 
June, July and August compared to 
the year before. The great majority or 
74% say that their storage position 
was the same as last. Another 12% 
had more oil on hand through the 
summer, while 14% had less. 

When this is weighted by sections 
and by the percentages that they told 
us they were up or down, the whole 
thing comes out to just about an even 
break, It actually calculates to 1% less 
storage this summer than last summer. 

The next two questions based on 
attitudes don’t quite reflect what hap- 
pened, but they are revealing from a 
psychological standpoint. First, we 
asked if they felt there was a cost 
advantage in keeping full storage; and 
the answer was 47% yes. 

Then we asked companies who kept 
their storage down, if they thought 
they had actually benefitted this sum- 
mer through keeping their storage low, 
and those answering yes were 68%. 


Price Changes 


We then asked the group how 
much the cost per gallon of No. 2 
fueloil had changed in the three sum- 
mer months. This, of course, varied 
by sections. 

The average drop in New England 
at the wholesale level was 1.11¢; in 
the Mid-Atlantic states it was 1.03¢; 





in the Midwest it was .50¢; and in 
the Pacific Northwest it went up .28¢. 

On the retail side the selling price 
during the three summer months went 
down in New England .94¢; in Mid- 
Atlantic States, .93¢. In the Midwest 
there was no retail change and in the 
Pacific Northwest the price was up 
45¢. 

As we approach the heating season, 
a majority of dealers feel that the mar- 
ket is enough stabilized to feel safe 
about storage quantities, This was re- 
flected by 63%, the other 37% do not 
feel that it is, and this was heavily 
influenced by the Mid-Atlantic atti- 
tude where five-eighths of the dealers 
voted “no.” 

We have been accustomed to meas- 
ure actual oil in storage only twice a 
year on October 1 and April 1, and 
we do not intend to change that cus- 
tom. We did ask the dealers how their 
storage quantities of No. 2 oil on Sept. 
1 compared with last year. The first 
59% voted approximately the same; 
then 34% voted higher; and 7% 
lower. On the other hand, those with 
higher storage averaged only 10% 
more, while those on the low side av- 
eraged 21% lower. The result was 
when you apply a weighting to the 
three answers based on geography 
and on the per cent of change that 
they showed, the overall conclusion is 
that local stocks on that date were 
2% above a year ago. 


Primary Storage is high 


Industry figures show that primary 
storage on that same date was 18% 
above a year ago. The percentage has 
dropped since then. 

We then asked the group what they 
thought of consumer storage during 
the summer. The degree of customer 
fill-up was about the same as the pre- 
vious year with 81% of the companies, 
while 6% said it was higher, and 13% 
said lower. 

When you consider the amounts of 
the ups and downs of percentage, the 
net result is virtually no change. This 
is to be expected unless something 
happens to frighten the customers be- 
cause nearly all of them are on auto- 
matic deliveries. 

There were inventory profits for a 
nice lot of the reporting group. . . 





Oilheating Permits 


AUGUST EIGHT MONTH: 
1957 1956 1957 
8 Albany, N. Y. 30» 
27 Baltimore, Md. 332 1p 
104 Bridgeport, Conn. 735 @ 
: Columbus, O. re 
66 Detroit, Mich. 920 4) 
54 Elizabeth, N. J. 487 49) 
10 Freeport, N. Y. 237 19 
.- Hartford, Conn. hl 
29 Irvington, N. J. 248 1p 
42 Meriden, Conn. 368 31) 
Milwaukee, Wis. LtOhCs. 
.. Minneapolis, Minn. 1s ee a 
12. Montclair, N. J. 96 94 
3 Morristown, N. J. ee 
55 Mt. Vernon, N. Y. 157 286 
.. Newark, N. J. yi oe 
105 New Bedford, Mass. 659 114 
44 New Haven, Conn. 183 194 
-- New Rochelle, N.Y. 150 
Norfolk, Va. 338 
.. Omaha, Neb. Gis, 
12 Orange, N. J. 7) Saat) 
14 Passaic, N. J. 636 
24 Paterson, N. J. 291 168 
183 Philadelphia, Pa.** 1687 1159 
55 Portland, Me. 399 4315 
219 Portland, Ore. 2067 1240 
.- Poughkeepsie, N. Y. ) eee 
31 Providence, R. I. 4882 %;,, 
33. Richmond, Va. 310 235 
176 Roanoke, Va. 732 677 
90 Rochester, N. Y. 642 416 
5 Rockville Centre,N.Y. 83 % 
-. Salem, Mass. 297 3. 
St. Louis, Mo. 1273 
4 St. Paul, Minn. Te 
6 Schenectady, N. Y. 5650 
92 Spokane, Wash. a 
-. Springfield, Mass. 822 563 
15 Stamford, Conn. 193 188 
Washington, D. C. 300 
.. White Plains, N. Y. Fs, 
15 Wilmington, Del. 217 107 
.. Worcester, Mass. CAP 2 
21 Yonkers, N. Y. 204 24 
1554 Totals 12161 8743 
—28,12 


—25.76 Percent Change 


*Permits are not total sales in each mar 
ket since none are reported from suburban 
areas, which normally account for 20% « 
60% of total sales in each market; nor até 
they an accurate index where enforcement 
is lax. Rightly used, however. they ate 4 
useful working index. 

**Courtesy of “Philadelphia Inquirer 


44% say they have profits on product 
in storage. Another 2% reported im 
ventory loss, while 54% report ne 
ther. It is probable that the questio 
was not stated clearly. It would appeal 
that some companies counted an 
ventory profit if their margin widene® 
while the oil was in storage. Whe 


we speak of invetory profit we U 


mean that the wholesale pzice 


October 


1957 


sualls 
went 


Fray 








FASTEST PRIMING PUMP 






EVER DEVELOPED FOR 




































THE OIL HEATING FIELD 
















332g iets 
735 
8, 
20 6 Y 
37 1H i 
4 2 
48 1) a™ 
107 | 
> eg | | | 
% Mm ott t] igh i i 
a esas rH COMPLETELY ree Oil burners reach a new high in efficiency 
157 wee Cb ae win replace any juel-unit (and performance with this new Webster 
aid ROT : ows 2-stage ServiceSaver. It’s faster priming 
ee qeedeeee j++ +t 4+} 1] tj ‘{ to assure quick starts after the tank runs dry. 
83 194 ITTTEDILETOCErTire 
98 “Mounts tw any Posirion SOSRAeR eS eee eS 
ee tt Coo fer lemstpe Bi i EMRE oe rc Tce ~=6Selt-Purging 
= Hort oh ha PITITITILILI TL re ae Special design of the new ServiceSaver 
. 63 coro PerTTTITiCg "360" PORT 'Anslanoltaktey eliminates most common pump failures from 
oo tn Mri tl _i—eptional-_portsfor| ||| small air leaks in plumbing, restricted lines. 
rrr Pert | ‘iconventence and) Rg oe A reservoir is located between two sets of 
“4 eccea ea rr ! sarvipgability tho independently operating gears. Separate 
e.. eae aeeaaeeeene suction gears draw oil from the tank, filling 
of ; COMPACT AND LIGHTWEIGHT this reservoir, from which air, foam and 
permits instatiation in the excess oil is returned to the tank. Pressure 
13) " ‘ink . . . | 
Dig mnie of Guairters: gears have just one job — to move air-free 
3 se oil to the nozzle at constant pressure. | 
97 | 
73 aa | | 
_ , | CONVERTIBLE 
6S one and two Reserve Capacity 
3 ., § Pine changeover: Webster design compensates for gear wear 
2) i _ . . oe . . . 
a e pani ia to maintain original high lift capacity for 
q years and years. More, exclusive rotary filter 
lig found only on the Webster ServiceSaver 
17107 eliminates wire mesh strainers. It never 
nit clogs, never needs cleaning .. . provides new 
filter efficiency for the life of the pump. 
61 8743 
—28.12 There are many other important reasons 
for specifying this new Webster 2-stage 
pera ServiceSaver for your oil burner . . . reasons 
20% 1 why it will operate more efficiently — satisfy 
ct more completely. To know more about the 
hey are a | pump you'd design for yourself, write for 
oe LOW-FRICTION SEAL Bulletin AQAI — or 
— —and life-time lubricated 
wena outboard seal bearings 
pi talk fo the man 


orted in’ 

pin from Webster 
d appear 

d an it HEATING DIVISION 

widened, 

; we WEBSTER ELECTRIC 

> usuall) MELROSE 3-3511 

ice went RACINE -WIS 





FRANKLIN ADV. INC.~A-41 0 





eloil,. 





























































“Worth 


5 Waiting For” 
ay 


Paul R. Winters 
Paul R. Winters Plumbing & Heating Co. 
Belmont, Massachusetts 


And you'll be glad, too, now that you 
can offer the finest in cast iron oil 
heating units for gravity or forced 
hot water heating, or for steam boiler 
replacement. The National-U.S. 
Sunray IV incorporates all the de- 
sign and construction features you 
and your customers have been look- 
ing for in quality home heating. For 
the first time, here’s a packaged 
heating unit with real sales appeal 
and outstanding benefits to you as a 
contractor. 





National-U.S. Radiator 


All-in-One Auto- p 
matic Oil-Fired 
Home Heating Unit ac et 


Send for free data 
Write today for catalogs 
on the new Sunray IV 
Packet and on the valu- 
able sales aids available 
to National-U.S. con- 
tractors. 
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HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 











. . +» Special Study 


up over what the dealer had paid for 
his oil in storage. In any event, nearly 
half of the dealers made some extra 
money through changing prices on oil 
that was dormant in their bulk plants. 

As a final question, we asked wheth- 
er the dealer believes that it is better 
for the industry as a whole to have 
a lower price to stimulate sales or to 
have a higher price to make the busi- 
ness more attractive to refiners so that 
they will promote it harder, the dif- 
ferential being a half cent in making 
the decision. 

We find 89% believing the lower 
price better and 11% saying the extra 
half cent is desirable if the refiners 
will push the product. While the 
minority opinion represented fewer 
numbers, there were some very intelli- 
gent marketers holding that view. 


Dealer Comments: Typical impres- 
sions on supply and price relationships 
were these: 

“Our supply relationships are very 
satisfactory, but the price increases 
during the past two years have forced 
many of our customers to natural 
gas... . “We were guaranteed low- 
est summer price on all summer pur- 
chases.” 

“If anyone can figure out the rhyme 
or reason for the major oil companies’ 
price structure, he is a magician. . .” 
“We hope that the price will remain 
as it is for a number of reasons: it 
makes the product easier to sell; means 
basically lower accounts receivable 
(less working capital); and we trust 
proportionately lower credit losses; 
we again have a talking point com- 
petitively with gas.” ... 

“This summer is a poor basis of 
comparison because our entire in- 
ventory was purchased on a price pro- 
tected plan.” . . . “I believe lower 
price is better; it helps in cost com- 
parison between oil & gas.” . . . 

“The inconsistency of No. 2 prices 
this summer was confusing to every- 
one, consumer and dealer; the sooner 
we, as an industry, can offer a ‘flat’ 
summer fill-up price every June, the 
better it will be.” . . . “Refiners do 
little to promote sales at any price; 
a low price puts us in a better com- 
petitive position with gas and also im- 


“Although a lower price is better 
to push sales, we do not believe ; 
higher price would cause refiners 
promote oil harder; the product j 
available, and supply and demand wij 
govern price.” . . . “Under preser, 
conditions a lower price is better, how. 
ever, refiners give us a hetter deal oy 
a higher tank wagon price.” , , 

“We have been protected on the 
price if the market drops during th 
summer so we filled our storage as 
soon as possible.” . . . “Lower price 
is better for the industry in competi 
tion with natural gas.” .. . 


Price Opinions 


“Lower oil prices are better per 
haps, because of the generally high 
price level now existing; although pro 
motion is highly desirable, especially 
in the area of product improvement,” 
... "We are happy with our present 
suppliers and price structure.” . 
“We had price protection for the 
summer”. . 

‘Market is very unstable—there 
hasn’t been any bottom all summer.” 
... “Stabilized price would help the 
industry—too much margin has 
tendency to lead to price cutting a 
the retail level.” . . . “When suppliers 
‘guarantee’ lowest price between May 
10 and October 1, it is an incentive 
to keep storage filled to capacity.” ... 

“Normally, a more desirable retum 
to refiners is preferable; but right now 
the psychological effect of a publicized 
drop in price would be very beneficial 
in competing with other fuels.” 


Dings Magnetic Separator Co. 
purchases Carnes Organization 


TWO COMPANIES, The Carnes Corp. 
and W. R. Carnes Co., Inc., both of 
Verona, Wis., have been purc 
by Dings Magnetic Separator Co, 
Milwaukee. 

The successor company will b 
known as Carnes Corp. It will oon 
tinue to manufacture air distribution 
outlets and ventilating equipment for 
the airconditioning industry. 

Heading the wholly-owned suby 
sidiary will be Robert Krogstad, & 


roves our percentage of gross ecutive vice-president and gene 
Pp p g g 
wees. manager. 
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Where is the new home Market? 





ALABAMA 


Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ONA 
anh Phoenix area 


Nonmetropolitan areas 
ARKANSAS 
CALIFORNIA 
Fresno area 


Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 


Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 
ILLINOIS 


Chicago area (Does not 
include Ind. suburbs) 
St. Louis area 
Nonmetropolitan areas 


INDIANA 
Chicago suburbs 
Fort Wayne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


OWA 


Davenport area 
Des Moines area 
Nonmetropolitan areas 


KANSAS 
Kansas City area 
Wichita area 


Topeka area 
Nonmetropolitan areas 


No. of Permits 


Issued 
June & Mos. 
1957 1957 

1,097 6,375 
420 2,323 
241 1,499 

54 387 

382 2,166 

1,191 7,600 
913 5,344 
278 2,256 
309 ~=:1,525 

13,840 89,350 
117 —-1,340 

6,505 44,700 
370 )=—s. 2,281 

1516 9,910 

1,305 8,009 

1517 9,049 
942 5,792 
157 1,030 

1411 7,239 

1,144 6,441 
793 = 3,901 
351 2,540 

1,351 7,104 
136 863 
261 1,442 
165 702 
789 4,097 
349 1,258 
332 1,223 

17 35 

1,029 1,969 

1,509 4,101 
506 2,389 

5,445 31,433 
491 2,278 

1,480 9,140 
114 1,191 

1,224 6,986 

2,136 11,838 

1,190 7,388 
626 3,707 
179 857 
113 1,076 
272 1,748 

88 554 

4,735 24,198 

4,051 20,802 

64 282 

620 3,114 
1,618 6,663 
310 1,125 
33 320 
411 2,012 
128 607 
736 §©2,597 
648 3,033 
188 509 
123 573 
337 ~=—s:1,951 
593 4,055 
127 835 
180 936 

71 1,179 
215 1,105 


* . 
,,iteluded in Maryland state total. 


Included 


in Virginia state total. 


cloil 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 
MARYLAND 


Baltimore area 
Washington, D. C. suburbs 
Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Paul area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
St. Louis area (Ill. suburbs 
listed under Ill.) 
Nonmetropolitan areas 


MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City Suburbs 
Philadelphia suburbs 


Nonmetropolitan areas 
NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
New York Cityt 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


NORTH DAKOTA 


No. of Permits 


Issued 
June 6 Mos. 
1957 1957 

642 3,789 
35 212 
395 2,454 
212 1,123 
917. = 5,237 
221 1,127 
366 2,390 
88 698 
242 ~=1,022 
102 574 
4,198 13,833 
2,149 = 7,935 
1,529 4,121 
520 1,777 
1,417 8,460 
642 3,795 
198 1,270 
62 586 
515 2,809 
3,910 19,137 
2,223 11,682 
197 1,061 
221 951 
1,269 5,443 
1,749 6,003 
1,316 4,220 
433 1,783 
247 985 
54 280 
193 705 
1,099 5,831 
212 ~=—«1,654 
609 2,565 
278 1,612 
122 601 
328 ~=1,767 
79 376 
172 1,023 
77 368 
184 1,609 
120 612 
3,142 14,598 
él 271 
1,863 8,767 
560 ~=—:1,692 
658 3,868 
493 2,699 
3,906 23,751 
150 677 
755 3,393 
812 6,972 
1516 9,523 
236 —=sd 191 
437 ~=—-:1,995 
753 4,421 
90 410 
116 698 
75 365 
472 2,948 
134 565 


{Covers dwelling units actually started. 


OHIO 
Akron area 
Cincinnati area 
Cleveland area 
Columbus area 
Dayton area 
Toledo area 
Youngstown area 
Nonmetropolitan areas 


OKLAHOMA 
Oklahoma City area 
Tulsa area 
Nonmetropolitan area 


OREGON 
Portland area 
Nonmetropolitan areas 


PENNSYLVANIA 
Allentown-Bethlehem area 
Harrisburg area 
Philadelphia area (See new 
Jersey for Jersey suburbs) 
Pittsburgh area 
Nonmetropolitan areas 


RHODE ISLAND 


Providence area 
Nonmetropolitan areas 


SOUTH CAROLINA 
Charleston area 
Nonmetropolitan areas 


SOUTH DAKOTA 


TENNESSEE 
Chattanooga area 
Knoxville area 
Memphis area 
Nashville area 
Nonmetropolitan areas 


TEXAS 
Beaumont-Port Arthur area 
Corpus Christi area 
Dallas area 
El Paso area 
Fort Worth area 
Houston area 
San Antonio area 
Nonmetropolitan areas 


UTAH 
Salt Lake City area 
Nonmetropolitan areas 


VERMONT 


VIRGINIA 
Portsmouth-Norfolk area 
Richmond area 
Roanoke area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


WASHINGTON 
Seattle area 
Spokane area 
Tacoma area 
Nonmetropolitan areas 


WEST VIRGINIA 
Charleston area 
Nonmetropolitan areas 


WISCONSIN 
Madison area 
Milwaukee area 
Nonmetropolitan areas 


WYOMING 


No. of Permits 


Issued 
June 6 Mos. 
1957 1957 

4,752 19,854 
206 1,296 
815 2,999 

1,281 4,901 
489 2,399 
428 1,939 
189 996 
278 1,380 
1,066 3,944 
417 2,567 
183 1,007 
73 398 
161 1,162 
408 2,477 
225 1,349 
183 1,128 

3,135 15,197 
250 829 

57 529 

1,222 6,562 
1,102 4,619 
504 2,658 
216 1,171 
204 1,045 
12 126 
212 1,643 
51 641 
161 1,002 
84 375 
872 4,675 
94 617 
173 882 
255 1,717 
120 726 
230 733 

5,080 29,445 
122 925 

96 550 

986 5,330 
308 1,661 
701 2,694 
937 ~=7,184 
307 1,762 

1,623 9,339 
814 3,155 
302 1,368 
512 1,787 

29 77 

1,938 10,083 
381 1,466 
604 2,210 
106 621 
206 2,089 
641 3,697 

1,352 6,906 
782 3,783 
130 710 
122 736 
318 1,677 
330 1,708 
104 489 

226 1,219 

1,882 8,929 
104 598 

1.203 4,876 
575 3,455 
103 354 
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RADIANT COMFORT HEATING 








BaG Hydro-Fis 


finest in living comfort for homeg ir 

















HOT FAUCET WATER 





Col 
To custom-built luxury homes or low cost multi-unit developments, a B&G Hy sy 
Ig October 


1957 


ONLY 


A B&G Hydro-Flo System adds genuine dis- 
tinction and sales value to any home... offers 
all the immediate and potential advantages 
which only circulated water can provide. It’s 
the system of plus values ...capable of giving 
a lifetime of service. 

Money can’t buy finer, yet the benefits of 
the B&G Hydro-Flo System are within the 
cost limits of the modest home. This system 
offers not only the best in heating but an op- 
tion of such additional features as summer 


OFFERS ALL FIVE 


The basic B&G Hydro-Flo System enriches 
a home with radiant warmth...warm, draftless 
floors...uniform temperature...superior heat- 
ing by any standard! Plus a limitless supply of 
hot faucet water, economically heated by the 
same boiler that heats the house. 


Most easily zoned—ideal for split-level homes 


For split-level homes, the B&G Hydro-Flo 
System challenges comparison! The simplicity 
of equipment, piping and controls permits the 


cooling, snow melting and zoning. These fea- necessary zoning in the most economical and 
tures can be included originally, or added dependable manner. Better heating at smaller 
when the owner’s budget permits. cost! 


FaSYS TEM 


in every price bracket 

















THE B&G BOOSTER PUMP 


The key unit of a B&G Hydro-Flo System is the 
Booster Pump. This electric pump is used to circu- 
late water for heating the house in winter, cooling 
it in summer and for snow melting panels. 

The B&G Booster and auxiliary Hydro-Flo 
equipment can be installed on any hot water 
heating boiler. A majority of boiler manufac- 
turers include Hydro-Flo units as standard equip- 
ment on their “package” boilers. 

Quiet, vibrationless operation and long-lived 
dependability are the outstanding characteristics 
of the B&G Booster. Over 2,000,000 of them 
have been installed to date! 














Get the complete rey * 


oes ~~ / | 
for color illustrated booklet. “ag 
BR BELL & GOSSETT 


WE c OM PAN Y 


Dept. EZ-7, Morton Grove, Illinois 
*Reg. U.S. Pat. Off. | 


Canadian Licensee: S. A. Armstrong Ltd., 
1400 O'Connor Drive, Toronto 16, Ontario 


System adds sales-making distinction 
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Milburn Petty 


WASHINGTON—It now appears that 
the Administration’s voluntary pro- 
gram to control imports of crude oil 
may come within striking distance of 


its goal. 


Except for two importers (Ameri- 
can Oil and Tide Water) which re- 
cently completed new refineries on the 
East Coast, most of the others are go- 
ing along with their import “quotas” 


under the program. 


Indiana Standard, parent of Ameri- 
can, believes imports should be re- 
stricted to protect the domestic indus- 
try—but feels that its “quota” is in- 


equitable. 


On the other hand, Tide Water is 
opposed to any restrictions on imports. 
Other importers are urging that the 
government hold the line on the pro- 
gram as announced, making few, if 


any, exceptions. 


Very likely, some relief will be given 
to Amoco, Tide Water and other late- 


comers among the importers. 


‘Loophole’ Seen in Imports Plan 


Producer representatives appear sat- 
ishied with “progress” of the voluntary 
controls on crude imports—but some 
feel that exemption of fueloil and 
other products is a “loophole” that 


importers will exploit. 


Also, the award of contracts to 
Caribbean suppliers for 8 out of 36 
million barrels of JP-4 jet fuels, for 
October-March lifting, was said to 
have “deprived” domestic producers 
of a market for about 150,000 barrels 


daily of crude oil. 


Gulf Coast independent refiners 
point out that these contracts repre’ 
sent 40,000 barrels daily of light ends, 
leaving the heavy ends to be imported 
into the United States as fueloil with- 


out restriction. 


20 





One refiner reported cutting back 
10,000 barrels daily because he did not 
obtain a military contract for jet fuel. 

Both producers and refiners are 
looking into the possibility of invoking 
the “Buy American Act” against 
military purchases from Caribbean 
refiners. 


Military Oil Cutbacks Watched 


Full extent of the military's cut- 
backs in liftings under current con- 
tracts for fueloils and other products 
is still awaited by the industry. 

Top petroleum officials at the Pen- 
tagon have promised “every effort” to 
minimize the impact of cutbacks, 

Officials deny military stocks were 
being reduced to “dangerous” levels as 
the Pentagon pressed its save-the-cash 
program by living off of inventories. 

Coastal refineries have been particu- 
larly hard hit by the cutbacks. 


Coal’s Help on Gas Bill Sought 


There are indications that some 
supporters of the Harris Gas Bill—to 
free producers from utility-type con- 
trols—believe that more coal-state 
votes may be needed to assure passage 
at the next session of Congress. 

Apparently, the coal people are 
aware of the situation because they 
are preparing to press for adoption of 
their proposed amendments. 

Among these amendments is one to 
regulate industrial sales of gas which 
the coal interests contend is often sold 
at “below-cost” prices to the detri- 
ment of competing fuels. 

A warning to pipelines on indus 
trial gas sales was sounded by Wil- 
liam P. Connole, member of the Fed- 
eral Power Commission, urging that 
they make “all sales at prices sufficient 
to recover the properly allocated 
costs.” 


East-Gulf Pipeline Is Pushed 


Paul Ryan is still pushing for gov- 
ernment help to build a “Giant Inch” 
oil pipeline from the Gulf to East 
Coast—but he has to overcome the 
view of many top officials that this 
should be “a job for private industry.” 

Another factor is the idea of some 
officials that World War III, if it ever 
comes, would be of short duration. So, 
it would be better to stockpile needed 





petroleum products at strategic spots 
rather than build transportation faci; 
ties for use in an emergency. 

Meanwhile, Texas-Eastern Trans 
mission Corp. is rushing to complete 
reconversion of the “Little Inch” Pipe. 
line to transport light petroleum prod. 
ucts from the Gulf to Pittsburgh with 
a lateral to Chicago. 

The projected products line from 
Philadelphia to Pittsburgh and Cleve. 
land, being built by Gulf, Texaco, and 
Sinclair, is worrying companies that 
supply crude oil and/or products to 
mid-western markets. They feel sure 
that these products will be made from 
“cheap” foreign crude. 


Oil Pipeline Hearing Expected 


House Judiciary Committee now 
expects to hold hearings, about Mid 
October, on consent decrees with par- 
ticular attention to the 1941 order ur 
der the Elkins Act limiting shipper: 
owners of pipelines to not over 7% 
return—even though the Department 
of Justice may go ahead with its suit 
to reopen this decree. 

Meanwhile, Senator O’Mahoney 
(D., Wyo.) has asked the DJ to in 
vestigate “‘monopolization” charges 
against oil pipelines. 


Grand Jury Oil Probe Continues 


Questioning of witnesses indicates 
that the DJ is using the federal grand 
jury at Alexandria, Va., to investigate 
charges of “market leader” oil pricing. 

Subpoenas for documents from 
company and association files indicate 
interest in the periods immediately be 
fore and after the oil price increases 
of 1953 and last winter. 


High Court Gets ‘Detroit Case’ 


Supreme Court has received the 
government's brief asking reversal of 
the latest “Detroit Case” decision 
which would have virtually the same 
effect as enactment of the Kefauver 
Bill, S-11. 

Many independent marketers 
fueloil, as well as gasoline, opposed 
S-11 (still pending in the Senate Ju 
diciary Committee) on grounds that 
it would restrict competitive pricing 

Senator Kefauver (D., Tenn.) m4 
push his bill even though the suprem’ 
court decision is favorable. 


if 
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TEMPERATURE CONTROLS for MODERN COMFORT 








TORONTO 8, CANADA 






... for troubles caused by 
WATER in fuel oil tanks! 


USE...SELL 


GALLONS 
OF OIL 


asmev 
io * mete 
“ee 

ane * 


REMOVES the cause 
of trouble ... WATER! 


@ Keeps Oil Burners and Tanks 
CLEAN. 


@ Removes Water, Sludge. 
@ Permits Oil to Burn Properly. 


Continued use of FUEL-TRON will 
keep oil tanks, fuel lines and burners 
clean and free from sludge and corro- 
sion. Fuel burns more efficiently, you 
get fewer complaints. 





: 
$2.50 


ADVERTISING CERTIFICATE 


packed in every case! 


Enables you, the dealer, to advertise in 
your own local newspaper ... at NO 
COST to you! 













™ 
One of the many famous 0 
“CHEMICAL TOOLS” made by ~ 


“—"< RADIATOR SPECIALTY CO. 


Charlotte, North Corolina 

















Names in the News: 


Leonard S. Marshman has been 
named manager, Fueloil Division, 
Socony Mobil Oil 
Co., Inc., New 
York, succeeding 
LeRoy B. Fox 
who is now man- 
ager of the As- 
phait D-e- 
partment. 

Marshman has 
been with the 
company since 1933 and most recent- 
ly has been manager of the crude oil 
division of the distribution depart- 
ment of Mobil Overseas Oil Co, 


v 


Marshman 


Robert H. Brethen has been named 
regional manager, Rochester region, 
Delco Appliance Division, General 
Motors Corp., Rochester, N. Y. He 
succeeds W. C. Woodhouse who has 
been promoted to regional manager of 
the Boston region. David W. McCul- 
lough will cover the northern New 
England territory for the company. 


William B. Cott has been appointed 
assistant to the vice president, Air- 
conditioning Division, Westinghouse 
Electric Corp., Staunton, Va. He will 
assume responsibility for the whole- 
saling branch operations. 


W. J. Hessin has been designated 
sales engineer, Granberg Corp., Oak- 
land, Calif. He will coordinate the en- 
gineering and sales department func- 
tions for the company’s line of positive 
displacement pumps, meters and ac- 
cessories. 


George H. Cantrell has been given 
the title, sales manager, Stoddard In- 
dustries, Inc., Chicago. He will super- 
vise the activities of the air filter com- 








pany’s regional managers throughout 
the United States, Canada and fo, 
eign markets. 


John R. McConnell, former vice 
president and director of advertising 
American Air Filter Co., Louisville 
Ky., died recently following a short 
illness. He was 69. He had retired 
last year after 33 years in the air filter 
business. 


Theodore J. Williams has been ap 
pointed manager of the Indianapolis, 
Ind. branch office, Heating and Air 
Conditioning Division, National-U, § 
Radiator Corp., Johnstown, Pa, 


John R. Gillis has been appointed 
New England district sales manager, 
Geo. D. Roper Corp., Pump Division, 
He is a graduate mechanical engineer 
with wide experience in sales of pow. 
er-operated industrial equipment, 


Stuart Smith has been appointed 
vice president and sales manager and 
also elected to the board of directors, 
J. V. Patten Co., Sycamore, Ill. For 
the past 11 years he has been with 
Waterman-Waterbury Co., Minne 
apolis, where he was vice president 
and sales manager. Smith has served 
on many committees in industry a¥ 
sociation work. 





Searls 


Smith 


Jack Searls, formerly assistant to the 
president, The Waterman- Waterbury 
Co., Minneapolis, has been elected by 
the board of directors to vice president 
and director of sales, He has been com 
nected with the heating industry for 
more than 20 years and is a member 
of the Oil Heat Institute, the National 
Warm Air Heating & Air Condition 
ing Association and the America® 
Society of Refrigeration Engineers. 
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‘This switch turns off 2 out of 3 of 


your thermostat trouble calls! 





Lesson for today: 67%* of all thermostat service calls are due 
to dust and dirt which insulate electrical contacts. Result... 
unhappy customers, annoying and unprofitable service calls 

for you (often at night). 


Lesson for tomorrow: Always specify the Honeywell Round. 
Its mercury switch is 100% dust and dirt proof, with electrical 
contacts completely sealed inside a glass tube. 


The HONEYWELL ROUND 


keeps trouble away from your door 













GOODALL “LONG-LIFE” 
FUEL OIL HOSE 





































You can always rely on “Long-Life” Fuel Oil Hose for quick, 
low-cost deliveries and additional savings through longer 
service between replacements. 


Because “Long-Life” is light in weight and extremely flexible, 
the hose is easier to carry out and re-reel. This means more 
stops per truck per day, more fuel oil delivered, and less fatigue 
for the driver. 


The strong, durable molded-and-braided “Long-Life” construc- 
tion assures extra long hose life under all conditions of weather 
and rough handling . . . replacement costs are reduced to the 
minimum. 


Sizes 1” to 114”. Maximum lengths of 175 feet. Brown “Syn- 
plastic” (R) cover. 


Contact Our Nearest Branch for Details and Prices 


“If it’s GOODALL, it MUST be Good!” 






x} HOSE + BELTING - FOOTWEAR + CLOTHING 
AND OTHER INDUSTRIAL RUBBER PRODUCTS 


GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 
Branches and Distributors Throughout the United States and in Canada 


Standord of Quality—Since 1870 
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. . . » Names in the News 


R. F. Horan has been named Man- 


ager of the Janitrol Institute of Dealer x 


Management for 
the Janitrol Heat- 
ing and Air Con- 
ditioning Div., 
Surface Combus- 
tion Corp., Co- 
lumbus, Ohio. He 
wil conduct 
schools on the va- 
rious facets of 
salesmanship, business management 
and sales promotion. Horan is a 
year veteran in the heating field, after 
which he entered the sales education 
phase of the business. He has been 
merchandising manager for a control 
manufacturer, director of sales educa 
tion for a heating and cooling equip 
ment manufacturer. 





Harry J. Potter, has been named 
manager of sales, Field Control Divi 
sion, H. D. Conkey & Co., Mendota, 
Ill. He succeeds Clarence W. Potter, 
for many years manager, who has re: 
tired from active participation but wil 
continue in a consulting capacity. 


John J. Mitchell has been appointed 
to cover Scranton, Wilkes-Barre, Har 
risburg, Lancaster, York and Wil 
liamsport, Pa., for Taco Heaters, Inc. 
Cranston, R. I. His headquarters will 
be in Middletown, Pa. 


C. J. Gaspar has been appointed 
eastern regional sales manager, Ameri 
can Air Filter Co., Inc., Louisville, Ky. 
His new duties will be in addition 10 
his role as manager of the New York 
branch office. W. N. Murray has been 
named branch manager of the com 
pany’s Boston office succeeding Rob 
ert E. Reid who is now special sales 
engineer working out of Boston. 


Thomas M. Gallagher, sales engi 
neer, has been assigned the Eastern 
Pennsylvania territory by Thatcher 
Furnace Co., Garwood, N. J. He will 
work with Henry Linskey, Thatcher 
representative in the Philadelphia ate#. 


Roy W. Gronauer, Cincinnati, 0. 
appointed sales representative in Ohio 
Kentucky and West Virginia for Gor 
ton Heating Corp., Cranford, N. J: 


manufacturer of valves. 
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HYDRO.we 29 


w NEW CONVENIENT SIZE 


Perfect for any under-counter, closet, 
utility room or basement installation. 
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QUALITY is our business ;OHI performance Standard 





.. Without any compromise ‘moves ahead at Hot Springs 


Gite ONLY os | I 


GIVES YOU ALL THREE — 
1, FLEXIBLE COUPLINGS 


Pe Lee 






Regular Set Screw 
Splined 
Jaw 


Only Guardian gives you these features— | 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final op- 
erating alignment. 


@ BRAIDED RUBBER—Ground to absolute true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 

@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
original equipment, This is your assurance of 
—* quality and universal acceptance in the 
field. 


2. OIL TANK VALVES 


| iti 
Se Z 


Check These Superior 
Guardian Features— 


@ Metal-to-metal seating. 


@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. ™ 
@ Fusible linkage available in all designs. 
@ Valve designs for avery type of installation. 


3, QUIK JOINT 









No. 1910 B |; 





Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 





@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.I. 

@ Allows 7° angular deflection. 

@ U.L. approved for oil and gas. 


Write 
fer free 
descriptive 
iHerature. 


FRY OUUCTS CORP, 


COUPLING DIVISION 


Dept. F-107 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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N A THREE-DAY session of commit- 
tees and board members at Hot 
Springs, Va., in early September the 
Oil Heat Institute project to inaugu- 


rate performance standards for the in- 


dustry reached the stage of acceptance 


| in principle, subject only to agreement 


on operating details. 
It was the regular fall meeting of 
the Board and while many things were 


| discussed at its principal meeting and 
_in prior committee gatherings, the 











standard or “label plan” was the high 
point of consideration. 

On the opening day of the gather- 
ing at The Homestead, Rollie Hertel 
of General Electric and chairman of 
the Standards Committee outlined 
progress to that point. One particu- 
larly significant decision was an- 
nounced .. . the standard is to control 
installations only, without dipping 
into construction of oilheating equip- 
ment in the factories. 

The committee, composed largely of 
manufacturers, had agreed that the 
industry now has enough standards of 
manufacture to serve its needs. In set- 
ting up installation standards, how- 
ever, these existing factory or product 
standards are included. In other words 
the approved installation must start 
with equipment having labels show- 
ing compliance with cs75 or csl195 
or ASME or IBR or SBI and of course 
Underwriters Laboratories. 

According to Hertel, the group feels 
that what has been lacking is some 
control of field work by dealers. This 
has also seriously concerned FHA, the 
VA, NAHB and other mass interests, 

Since it was determined that the 
standard would apply only in the field 
the Distribution Division of the Insti- 





Becker z Elliott 


tute was asked to sponsor it, Everets 
Elliott of Danvers, Mass., and Tim 
Loizeaux of Plainfield, N. J., were 
named chairmen for the Division tp 
head a steering committee in the proj: 
ect’s development. 

The question was raised on how to 
get money to promote the standards 
label. The consensus was that dealers 
or dealer groups would buy the labels 
from OHI head office at probably 35¢ 
each and in turn add a dollar to the 
selling price for “certified perform. 
ance.” Profit at either end would be 
used to promote the label and to em 
ploy inspectors to spot check the jobs 
by random selection. 

At a later meeting of the directors 
of the Distribution Division it was 
voted to accept the program in princi 
ple subject to learning how much work 
would be involved at the dealer level 
and just how the mechanics of the 
thing would line up. 

A meeting of this latter group was 
scheduled for Boston in the week of 
September 23. 

To get the standard into the devel- 
opment stage, a group met at Chicago 
on September 14 and completed the 
first draft. This is being circulated to 
industry engineers and technical men 
for comment before adoption. At that 
meeting were Dave Bottrill, technical 
secretary of OHI, John Olson of Nw 
Way, committee chairman, Herbert 
Witte of Underwriters, A. D, Stein 
of Bacharach, William Gaskell of 
Bryant Division, Carl Schlentner of 
National-U. S, Radiator, and Tom 
Reed of Minneapolis-Honeywell. Each 
will be chairman of a particular prod 
uct group. 

The directors’ meeting was under 
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delle. )\¥ vides a sound foundation on which you can 
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e labels - . 
bl : . 1. Outstanding product . . . engineered to 
y 35¢ DN the highest standards of an organization 
r to the Y Ba famous for quality manufacturing. 
erform- : | eo a Stewart-Warner- 2. A complete line of product... satisfies 
ould be oy Winkler every home heating or cooling requirement. 
to em- nnneremattn. 3. A comprehensive assortment of selling 
ha jobs cover the nation helps...literature, displays, demonstration 
) material. 
; » 4. Cooperative advertising plan...enables you to conduct 
irectors i) oe = a continuous, resultful selling program. 
It ™ ‘2 al : af *) ie 5. Selling help by factory experts... District Sales Managers 
priner eee / Ng i a cover the country, always available to help on sales and 
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or level 6. Training Institute...free selling and engineering courses 
of te for dealers and personnel. 
7. National advertising...appearing in shelter group maga- 
zines. 
Be These are the reasons why a Stewart-Warner-Winkler Deal- 
yeek ot ership is a growing and enduring asset for men who take 
GAS-FIRED FURNACES AND BOILERS advantage of its many profit-making features 
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Free-standing 
store cooling 


Basement model with unit 


Evaporator Cooling Coil ; Air and water cooled 


Condensing Unit 

FREE DEALER TRAINING 
Stewart-Warner-Winkler backs up quality of product with 
thorough training in productive salesmanship! At the Train- 
ing Institute, ingenious “‘visualizers” and expert instructors take 
all the mystery out of air conditioning—show you how to sell 
Stewart-Warner-Winkler Products and install them for maxi- 
mum customer satisfaction. 


Write, wire or call today for complete information 


(Til STEWART-WARNER CORPORATION 


CEREES) HEATING AND AIR CONDITIONING DIVISION © Dept. H-107, Lebanon, Indiana 














HOW DUNKIRK BLUE CIRCLE 
BOILERS AND RADIATION 
GIVE YOU A COMPLETE 
PROFIT PACKAGE 









































cubage. 


Dunkirk Slender Tube Radiat are 
available in free standing and legless 
types in 3, 4, 5 and 6 tube sizes. 
Narrow widths and low heights are 
ideal for under window installations, 





@ The Dunkirk Line is the HEATING MAN’S LINE. There 
are boilers for every job . . . steam, and hot water. Sizes to fit 
every home. Flush or extended jackets ... completely packaged 
with all accessories, factory-assembled and wired if you wish. 
All made of cast iron, the Lifetime Metal. Priced to get the 
business and pay worth while profits. 








Cast iron and copper-aluminum radiation in complete lines of 
free standing and baseboard give you a complete system from a 
single source. Save ordering time, save inventory, save delivery 
time, save installation time all along the line. 




















The busy heating season is just ahead . . . it will pay you to get 
the profit making facts on the Dunkirk Blue Circle Line. . . the 
HEATING MAN’S LINE. 


Write for Catalogs on Dunkirk Blue Circle Boilers, 
Radiation and Accessories 


DUNKIRK RADIATOR CORP. 
DUNKIRK, N. Y. 


Member of The Institute of Boiler and Radiator Manufacturers 
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tions. Requires minimum warehouse 





. . » « OHI Directors 


Sishhardt 


the chairmanship of Verne Res 
Cleaver-Brooks, who is Institute presi. 
dent. Ralph Becker, Institute manag 
ing director, reported on the condition 
of the industry statistically and finan 
cially. He also presented the name of 
William Bohn, Preferred Utilities, for 
the executive committee. Bohn was 
unanimously elected. Some additional 
directors were also proposed but since 
not all have yet accepted the responsi 
bility the list will be held for the next 


issue. 
Heaney Report 
Dunkirk Fin-Tube Baseboard Radiation In reporting for the Distribution 
2 Cee S eee sae Division, Fred Heaney, chairman, told 


of a proposed dealer management con: 
ference scheduled for Milwaukee in 
the second half of January. The chair 
man of this conference will be Vernon 
Schaetzel, of Schaetzel Oil Co., Mil 
waukee. The exact date will be av 
nounced soon. 

In reporting on the Domestic Edu 
cation Committee’s work, chairman 
Ben Wiechers of Webster Electric 
mentioned that there are now nine 
slide film titles in circulation, with 20 
copies having been distributed. In ad 
dition to these, six more are in the 
development stage covering fresh sub 
jects. The pp chapters have bought 
most of the films to date, but major ai 
companies have a number, and quite 
a few are being used in Europe. One 
film, a joint project on nozzles, has 
been translated into six languages. 





Whedhars Czarnecki 
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NEW THRUSH DUAL CONTROL UNIT 








Automatic 
Relief Valve 






Automatic 
Filling Valve 


Built-in Check 





Strainer 
Removable 
For Cleaning 






















IMPROVED! 


greater capacity 


Bronze and Cast lron—'2" and %4” Sizes 


does FOUR jobs for 


Bette. trot Uaioe +t eat / 


LOW COST... EASY TO INSTALL 





Thrush Dual 
Control Unit 


Now THE time-tested Thrush Dual Control Unit has been 
improved four ways! 1. Increased differential and larger water- 
ways give it greater capacity, more dependable operation. 2. New 
diaphragms of special composition with greater flexibility assure 
faster filling of the system and greater resistance to excessive heat 
or pressure. 3. The Automatic Filling Valve seat is easily remov- 
able without taking the valve out of the line. 4. Built-in Check 
prevents loss of water from system if supply pressure fails. 

For the simplest low cost forced circulating Hot Water Heat- 
ing System . . . use a Thrush Dual Control Unit. It improves 
9peration and protects the system four ways. 














See your wholesaler for more information wee 
or write Department C-10 today! 





THRUSH DUAL CONTROL SYSTEM 


When used with the Thrush Water 
Circulator and Thrush Pressure Tank 
as shown in the diagram above, the 
Dual Control Unit provides a simple, 
low cost, yet highly efficient forced 
circulating system. 













H. A. THRUSH & COMPANY 


PERU, INDIANA 


Announcing 


the formation of 


a New 
Organization .. . 


. selling oilheating components and 
accessories, to original equipment man- 


ufacturers, on an exclusive national | 


representation basis. 





Sidney Blackman 


Charles N. Rapiport 


Among the products to be sold by us 
on an exclusive national basis, are: 


Super Ignition Transformers 
(Union Electric & Mfg. Co.) 


and 


Ohio Motors 


{The Ohio Electric Mfg. Co.) 


Manufacturers: Contact us for these, 
and for other quality oilheating com- 
ponents. 


Vv 


We invite inquiries from manufacturers 
having quality products with high vol- 
ume potential, to be sold to original 
equipment manufacturers, on an exclu- 
sive national sales basis. 


CHARLES N. RAPIPORT 
ASSOCIATES 


1057 Summit Avenue, Jersey City, N. J. 
(Oldfield 6-1100) 


5400 Dunham Rd., Maple Heights, Ohio 
(MOntrose 2-8484) 
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. . » - OHI Directors 


Not all of the pp chapters have the 
projection equipment to show the films 


| and must rent it for the purpose. Sev- 


eral means were discussed for getting 
permanent sets to these other groups. 
Charles Burkhardt, secretary of the 
DD, controls the library and distribu- 


| tion of this whole film deal. It’s effec- 


tive and growing. 








Because the Homestead is a y, 
pleasant spot for a fall directors meg 
ing, about 20 wives of members came 
along. Their entertainment was well 
handled under the chairmanship of 
Mrs. Stanley Czarnecki whose hys 
band heads the Accessory Division and 
is an executive of Eddington Metal 
Products. 


Service Contracts on Humidifiers 


bolster fueloil dealers’ Profits 


by 
Morris Margolis* 
| areboM TO the Humidifier As- 


sociation, extra profits of $3000 
yearly are being reported by some oil- 


heating dealers who sell humidifiers. . 


Selling humidifiers is made even more 
attractive to dealers because of the 
very little extra effort made to sell 
this accessory. 

Many oilheating dealers, however, 
are not building their sales volume as 
fast as they might because of the fear 
of getting involved in costly, and 
wasteful service calls. Part of this 
fear has been because many dealers 
consider a humidifier as a one-shot 
sale which they want nothing more 
to do with. However, a good many 
progressive dealers have found that 
servicing a humidifier can turn a very 
handsome profit. 

First, the customer must be made 
to understand that the humidifier, 
like the television set and the family 
car, needs regular servicing to con- 
tinue functioning properly. The serv- 
icing of a humidifier involves for the 
most part replacing or cleaning of 
parts which have been damaged by 
mineral deposits in the water. The 
parts most affected by these mineral 
deposits are the orifice, the float, if 
used and the plates if they are used. 

It is necessary for the dealer to ex- 
plain to the customer that plates will 
not last more than one season and 
may not even last through an entire 
heating season. If there is an unusual 
amount of mineral deposits present in 
the water in a particular locality, the 
plates may have to be changed twice 


*Secretary of the Humidifier Associa- 
tion, Cleveland. 


during the heating season. 

The orfice where the water enters 
the humidifier has to be kept clean 
and open, and scraped out ii necey 
sary. At least once a year the pan 
should be cleaned and checked for 
signs of wear. 

The customer should be told that 
this servicing is necessary; that it is 
not the fault of the humidifier if 
plates, pan or orifice get clogged up. 
The oilheating dealer should give the 
customer a close estimate of how of 
ten the humidifier should be checked. 
In the experience of most dealers, if a 
customer is made to understand that 
operational problems are the fault of 
the minerals and not the humidifier, 
most will not object. 

The best way for the heating deal: 
er to cash in on his service calls is to 
offer the customer a special service 
contract. Offer to inspect the humid 
fier at regular intervals at a nominal 
cost, and replace any parts. The serv 
ice contract covers the labor and the 
parts are extra. Many dealers have 
found it even more profitable to offer 
the home owner a service contract 
which covers not only the humidifier, 
but the entire heating system as well. 
This way, the dealer realizes second 
ary profits from the installation of a 
humidifier. Furnace cleaning and fl 
ter replacement are just two of the 
many opportunities for plus profits 
which can be earned in a complete 
heating system contract. 

Sometimes a customer will no 
show an interest in any form of serv 
ice contract, no matter how low the 
cost. In this case, show the customer 
how to clean the orifice and the pa® 
and how to change the plates himself. 
If he needs parts, he can phone y% 
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Improved Performance with Lower Operating Cost 


Already famous for the lowest maintenance and operating costs in the mobile 
idifer 2-way radio field, Motorola radio is an even better investment now—with 
T-POWER. The vibrator is gone!... replaced by rugged, long life transistors. 
Reduced “‘down-time”, lower maintenance, and greatly improved performance 
all result from this new development. The transistorized POWER VOICE 
Speaker is 10 times more powerful than conventional speakers . . . talks through 
noise and can be heard hundreds of feet away from the vehicle. The transistorized 
Dynamic Microphone gives unprecedented voice clarity and greater communi- 
cations range. 


New Mounting Flexibility with Plug-In Control Head .. . Same Basic Unit 

can be Used for Front or Trunk Mounting 

With the T-POWER radio you are no longer restricted to one type of mounting. 

Install the complete radio, with drawer unit and plug-in control head, for under- 

dash mounting. For rear mounting, the same basic drawer unit can be installed 

In the trunk and connected by cable to a dash-mounted control head. And— 

the’ same basic drawer unit can be interchanged with the equivalent Motorola Transistorized Power 
Twin-V trunk mount models operated from a 12-volt negative ground source. Supply for receiver and 


Get all the facts. Write now for literature with complete information. ae watt: trae 


well. 


MOTOROLA Communications & Electronics, Inc. - 4501 Augusta Blvd., Chicago 51, Illinois - A Subsidiary of Motorola, Inc. 
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CONTROLS 
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HEATING SERVICE 
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PRIMARY CONTROLS 
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LIMIT 
CONTROLS 
FOR HOT WATER 
WARM AIR 
STEAM 


Write for Catalog No. 856-G 
THE MERCOID CORPORATION 
4201 Belmont Ave., Chicago 41, Ill. 


ALL MERCOID CONTROLS 
INCORPORATE SEALED 
MERCURY CONTACTS 
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for them and you can mail them out 
and also bill him by mail. 

There is no need to be afraid of 
the problems of servicing humidifiers. 
Much of the time the dealer makes 
these problems himself by failing to 
explain that the water impurities create 
the definite need for service. 

Humidifier service calls are now 
profitable, for the oilheating dealer 
who takes a few extra minutes to ex- 
plain the facts to his customers. 


Committee Members listed 


by ont Commercial Section 





MEMBERS and chairmen of the various 
committees within the Commercial- 
Industrial Sections of the Oil-Heat In- 
stitute of America, New York, are 
listed below: 


Air Pollution Committee—Robert 
P. Johnston, $. T. Johnson, chairman; 
Paul Buday, Cleaver-Brooks; Joseph 
H. Day, Sagamore, Michigan; N. F. 
Hahn, Cleveland Fuel Equipment; 
Jack Kaplan, Preferred Utilities; R. 


Lisson, Davis Engineering. 


ASHAE Guide Committee—C. H. 
Pesterfield, C-I technical secretary, 
chairman; H. R. Heiple, Shell Oil; R. 
Lisson, Davis Engineering; R. Plass, 
Ray Oil Burner; J. Verne Resek, 
Cleaver-Brooks; P. Schmidt, Allied 
Oil; C. E. Swanson, Minneapolis- 
Honeywell. 

Education Committee—C. H. Pes- 
terfield, C-I technical secretary, chair- 
man; C. M. Blickensderfer, Sinclair 
Refining; Stewart H. Kibbe, Iron Fire- 
man; George Lind, Combustion Con- 
trol Div.; Frank Sinning, Allied Oil. 

Engineering Committee — G. T. 
Kaufman, Petro, chairman; J. W. 
Cowan, Ace Engineering; D. L. 
Graves, Combustion Control Div.; R. 
P. Johnston, S. T. Johnson; H. H. 
Kieckhefer, Wheelco Div.; H. E. Lake, 
Preferred Utilities; H. J. McCoy, 
Cleaver-Brooks; R. Plass, Ray Oil 
Burner; Carl Swanson, Minneapolis- 
Honeywell; R. C. Wright, Iron Fire- 
man. 

Standards & Codes Committee—- 
W. H. Bohn, Preferred Utilities, 
chairman; J. W. Cowan, Ace Engi- 
neering; H. H. Kieckhefer, Wheelco 
Div.; C. W. Lang, Sundstrand Ma- 
chine; Paul F. Neess, Controls Com- 





pany of America; Stanley Pachyn, 
Perfex Div.; Larry D. Sibley, Combyy 
tion Control Div.; R. W. Wingkil 
Ray Oil Burner. , 


Dedication marks Opening 
of 1-B-R test Laboratory 


ROBERT E. FERRY, general manager, In, 
stitute of Boiler & Radiator Manufac. 
turers, was the principal speaker at 
ceremonies marking the formal open. 
ing of I-BR’s new test laboratory in 
Urbana, IIl. 

He described the opening of the 
lab, which was designed and con 
structed as a check test center for 
I-B-R rated baseboard and finned tube 
type of radiation, as “one of the many 
recent advancements in the progress 
of hydronics, the science of heating 
and cooling with water.” 

The laboratory was built for the in- 
dustry at a cost of $75,000 and has 
been in operation since June. Purpose 
of the lab is to supply supplementary 
and check test information on radia 
tion which has I-B-R ratings. 

Among the industry advances men’ 
tioned by Ferry were these: 

The BR research program begun 
in 1940 has provided installation and 
calculation guides now used by i 
stallers and wholesalers. Codes for 
testing and rating of baseboards, com 
mercial finned tube radiation and in 
direct water heaters have been devel: 
oped. Two hundred 1-B-R schools and 
short courses have been held benefit 
ing 10,000 students since 1950. 

Promotion programs begun with the 
I'B-R public relations department are 
now carried out on an industry-wide 
basis by the Better Heating-Cooling 
Council. 

Ferry also drew attention to the 
adoption of a new industry name— 
“Hydronics” — which was recom 
mended this year by an industry team 
working with the Association. 


Servel plans to sell Assets 
to invest in new Business 


STOCKHOLDERS of Servel, Inc., Evan 
ville, Ind., have been asked to approve 
the sale of the company’s Aircondi 
tioning Division to the Arkansas Lour 
siana Gas Co., Shreveport, La., and 
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Torrington technology, tools and testing facilities are the 
finest in the world for tailoring air impellers specifically - and 
precisely - to your new product requirements. 

These three T’s of Torrington are the tangible assets of an un+ 


recom’ matched experience in equipping the successful products of 


team 





every major manufacturer in the air moving industry. 
And the three T’s of Torrington are yours for the solution. of 
any problem relating to the moving of air. 


Talk to Torrington! 


Evany 


THE TORRINGTON MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT * VAN NUYS, CALIFORNIA * OAKVILLE, ONTARIO 
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— the Warm Air 


se! WATERAIR 


Furnace with Domestic Hot Water! 


You'll make extra profits, and add to your fueloil gallonage, with each 
WATERAIR warm air furnace you install. The WATERAIR means 2-way 
profits for you—you can give your customer the finest warm air heating in- 
stallation, and you'll sell approximately 250 extra gallons of fueloil during 
the year, for the domestic hot water load. You'll be surprised at WATER- 
AIR's low stack temperatures—425° to 450° gross. And with WATER- 
AIR's 30 to 40 gallon tanks, you can guarantee plenty of year-round do- 
mestic hot water ! 








HERE'S HOW WATERAIR WORKS: 
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Sketch shows what's inside a Challenger model Waterair summer-winter warm-air furnace. 
When the hot-water tank needs heat, it gets it from two finned heat pick-up tubes. U-shaped, 
one shows in the drawing. Actually the furnace contains two, one on each side of the hot- 
water tank. These finned tubes receive heat from air as hot as 350°F., and have enough 
surface to give them the heat-exchange equivalent of 135 sq. ft. of hot-water radiation. 
Though the tubes are heated by 350°F. air when the tank needs heat, and when the cir- 
culating. blower is not running, the maximum iemperature of warm-air for the supply ducts 
of the heating system is about 170°F. 


Be sure to read the feature article "The Hot 
Water Furnace", pages 53-55, August 1957 Issue, 
FUELOIL & OIL HEAT. And write us now for full 
details on how WATERAIR can boost your sales 
and profits ! 


WATERAIR company 


15 Winchester Street Medford, Mass. 


Get the 
full 
WATERAIR 
Story ! 

















to give the directors authority to sj 
the remainder of Servel’s assets so that 
the proceeds may be used to acquire , 
new and different type of business 

W. R. Stephens, chairman of the 
Arkansas Louisana Gas Co., and J.C 
Hamilton, president, said that the Dj 
vision would be operated as a wholly. 
owned subsidiary and would continy 
the manufacture and sale of gas heat 
ing and cooling equipment. 

Servel’s remaining property includes 
the Home Appliance Division with 
physical assets amounting to 35 acres 
of property, buildings with 1,250,009 
sq. ft. of space, and machinery, tools 
and equipment with a book value of 
about $5 million. 

Twelve gas utility executives met 
recently to consider prospects for fu 
ture production of gas refrigerators 
At press time no manufacturer had 
taken on this line. 


Out finds July big burner 
Shipments down slightly 


JULY SHIPMENTS of commercial and 
industrial oilburners were off 4% 
compared to the same month a year 
ago according to the Research Depart: 
ment, Oil-Heat Institute of America, 
New York. 

This brings the year to date about 
14% below last year when 18,158 
large burners had been shipped com: 
pared to 15,636 for the first seven 
months of 1957. 

Shipments for the month of July by 
burner types and sizes are below: 


Oil- Gas-Oil 
burners burners 
HORIZONTAL ROTARIES 
Over 21/4 to 8 69 Z 
Over 8 to 30 242 24 
Over 30 to 100 483 62 
Over 100 114 12 
TOTAL SHIPMENTS 908 98 


GUN BURNERS 


Over 5 to 30. =—-1,057 94 
Over 30 39 14 
TOTAL SHIPMENTS 1,096 108 
MECH. ATOMIZING “s 
30 and over 83 2 
TOTALS, ALL TYPES 2,087 231 
J 
“~~ 


William D. Bogh, La Mirada, 
Calif., named sales representative ™ 
California, Nevada and Arizona for 
Skuttle Manufacturing Co., Milford, 
Mich. 





October 


- 1957 











to sel] 
so that 
quire a 
ness, 


HAVE YOU GOT 
HE FACTS ABOUT 


It’s surprising how little oil’s custom- 
ers know about the biggest selling 
petroleum product—gasoline! They 
never see it or touch it—yet they use 
it every day. All they know is the price 


big a bargain they really get with to- 
day’s gasoline. 

You'll be helping yourself and your 
industry by giving oil’s customers the 
real story about today’s gasoline prices 


ie | YOUR BUSINESS? 
d J.C. 
the Di. 
wholly. 
ontinue 
is heat: 


they pay...and only a few know how and taxes. Here are the facts: 
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= Today’s Gasoline Dollar 
a S-t-r-e-t-c-h-e-s Further 


beg It's a fact that the average American motorist ago. And today’s premium gasoline is as powerful 
July by actually gets “more for his money” thanks to the as the bomber and fighter gasolines of the last war. 
Ow: bargain he drives with today’s gasoline. You can be proud to be part of an industry with 
Cas Oil In 1920, one dollar bought over 8 pounds of such a fine record of fighting inflation while im- 


proving its products. So next time you are asked 
about gasoline prices, remember... 


burners bread, two pounds of pork chops, two pounds of 
. coffee, and over 20 pounds of gasoline. 

- Today’s dollar buys less than 6 pounds of bread, 

le one and one-third pounds of pork chops, 15’ 

ounces of coffee. But it buys as much as 2812 

94 pounds or nearly five gallons of top quality fuel 

- —69 miles of driving power! Yes, gasoline still 


WITH TODAY’S GASOLINE YOU DRIVE 
THE BEST BARGAIN IN YEARS! 


AmericanPetroleum institute, Dept.G 
50 W. 50th St., New York 20, N. Y. 


I would like to obtain more information about today’s 
gasoline quality, prices and taxes. Please send me 


your FREE booklets. 


costs less than many other items in the family 
budget—even though direct taxes add 40¢ to 

every dollar spent for fuel itself. 
America’s oil companies have continually 
Aira, fought rising costs so that gasoline prices have 
tive in gone up only a few pennies in the last five years. 
sna for Meanwhile, gasoline quality has improved tre- 
filford, mendously . . . so that today’s regular gasoline is 
48 good as premium gasoline was only five years 
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OIL TANK GAUGE 
for 1!” and 2” openings 





An easy-to-read 
D> rotees all-weather 
plastic top. 
Plainly visible scale 
> in even the darkest 
places. 
Designed and en- 
gineered for inside 


or outside installa 
tions. 


4 Heavy die-cast plug. 
SPRING STEEL flexi- 
ble float rod. 

All moving parts 
> hinged on durable 
brass pivots. 


Overall rugged con- 
struction guaranteed, 















Me. De 


f you do not stock this 
trouble-free low priced gauge write 
for sample. This fast-selling gauge 
has exclusive features not found in 
many of the higher priced gauges 
that will mean volume business for 
you, 





WRITE FOR OUR LOW PRICES 





3420 S. W. 9th St. 
DES MOINES, IOWA 

















LENNOX INDUSTRIES INC. 
Marshalltown, Iowa 
Editor: 

Your September editorial comment 
on our ad “A Brand Name Alone is 
Not Enough” is gratifying indeed. 
Not enough manufacturers in this 
warm air heating and airconditioning 
business properly understand the im- 
portance of the dealer in this particu- 
lar picture. Practically everything that 
a builder buys for a new home today 
—excepting only the central heating 
and airconditioning equipment—is 
“plug-in.” His millwork, lumber, 
plumbing, refrigerator, lighting, etc., 
are all items that are finished when 
they leave the original manufacturer. 
It makes precious little difference from 
whom the builder buys these items, so 
long as he does his work well in using 
them. 

But when it comes to the central 
heating and airconditioning equip- 
ment, the story is very different. Here, 
the system must be engineered and 
“manufactured” into the house. As 
you point out, the dealer is more im- 
portant than the original equipment 
manufacturer. 

If we can all do something to alert 
the public, and builders, to the im- 
portance of the local dealer in this 
heating and airconditioning picture, 
we will have gone a long way toward 
upgrading an important industry. Un- 
til the consumer puts pressure on the 
builder to offer a house with heating, 
or heating and airconditioning equip- 
ment, installed by a reputable and 
competent local contractor, the builder 
will continue to buy where he gets the 
cheapest price. 

In our small way, we are trying to 
work in this direction. Naturally, I 
hope that others will join the move. 
JOHN W. NORRIS 


Milford, N. J. 
Editor: 

Poring over that survey article of 
Fred Burroughs in the August issue 
charged me up on an idea I’ve had for 
a long time. What the oilburner in- 
dustry needs to do is to go back to 
promoting “prestige” of oilburning. It 
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WITH 
World-Famous 


Chemicals! 
With only § ele 


(ANY COMBINATION) 


You get this famous 


OLDER 
EAL 











With only 12 CANS 


(‘ANY COMBINATION) 


Me 
$4 
VALUE! 


TORPEDO 
LEVEL 
©@ 3 vials—tevel, plumb, 45° mitre 


@ New, lightweight aluminum 


THESE FREE PREMIUMS 
NOW INCLUDED 
with ANY COMBINATION 
of these World-Famous 
SOLDER SEAL 


fo 

At your wholesaler’! 
EAL Manufactured by 218 
macs RADIATOR SPECIE 





N “eall-back” 
; TROUBLE 2 


The nozzle chosen as original equipment by more 
than 120 leading oilburner manufacturers. 


DELAVAN MANUFACTURING COMPANY ~- WEST DES MOINES, 1OWA 
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It pays to use 


Genuine 
Factory 
Replacements 


p arktre des 


VER the last 
years scores of oil burner 
manufacturers have bought mil- 


twenty-five 


lions of electrode assemblies from 
us for their original equipment. 
When you order SPARKTRODES 
from your Jobber, therefore, you 
are assured of getting genuine 
factory replacements. 





Wherever you are, there’s a 
SPARKTRODES Jobber near you. 
We back him with the greatest 
variety of assembly designs, insu- 
lators, bus bars, cable and fittings 
available from a single source. 


DIELECTRIC 


PRODUCTS COMPANY, INC. 
Jersey City New Jersey 


Sales Representatives in 31 States and Canada 
Authorized Jobbers ® Coast-to-Coast 
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was easier perhaps to point this up 
when you were replacing a dirty old 
coal furnace, but there are elements 
that haven’t been promoted in replac- 
ing even old oilburners. 

In the “early days” dealers pretty 
generally had a habit of putting a sign 
out on the lawn of a house advertising 
the fact that another oilburner was 
being installed. It worked, started the 
neighbors to talking, asking questions 
and when they came over to gab for 
the evening or play cards, the new 
oilburner owner took the men to the 
basement and proudly displayed his 
oilburner and his “cleaned up” base- 
ment. That’s the way units came into 
being—they dressed his basement up 
more, as well as being more efficient. 
After a while so many oilburners were 
around, they got routine, no one talked 
about them, they were taken for 
granted. 


Prestige Elements 


I think some of the element of pres- 
tige could be recaptured with advan- 
tage to the oilburner dealer. When 
the homeowner decides to replace his 
rickety oilburner with a new one, I 
think he’d be pleased to have a sign 
in his yard during installation, an- 
nouncing that he’s having one installed 
—a sort of a sop to his forward look- 
ing spirit, a thank you for the busi- 
ness, and something to compensate him 
for putting a dent in his bank account. 

Signboards promoting the use of 
oil heat in general are okay, I’m for 
them, even though I think the folks 
who are driving cars by have no busi- 
ness taking time to glance at ’em. But 
a sign in the yard for neighbors and 
passersby to see and read, can start 
them to thinking about their oilburn- 
ers, to asking the cost, even to decid- 
ing to do something about that varmint 
that didn’t serve them as well last win- 
ter as it should have. 

The signs could be of infinite va- 
riety——depending on the approach the 
dealer wanted to make—staid, factual, 
humorous, or real art work. On ply- 
wood you can get a lot of varieties 
without too much expense. 

In bygone times dealers used to say 
that prestige for an oilburner had to 
be built to get the consumer’s dollar, 
since an oilburner in the basement 














~SOOTMASTER 


Furnace Cleaner *52! 
WITH DISPOSABLE FILTER 
There’s no outside bag to worry about...no 
bag that you have to empty...with NEW 
SOOTMASTER. This new kind of furnace 
cleaner has a super-efficient disposable filter 
with throwaway bag inside the tank. Double 
filtering action guarantees cleaner cleaning. 
Light weight. Easy rolling. Preferred by pro 

fessionals. 


G.E. & PREMIER OWNERS! 
Replace outside bag with CONVERT 


SOOTMASTER Filter Unit 
THRowaAwa~Y Bac! tO this... 


ELIMINATE OUTSIDE BAG 
MODEL FU-1A 
Same Filter Unit as SOOT- 


MASTER Cleaner especially de- 
signed to fit in the tank of 
G.E. and Premier Furnace 
Cleaners. Eliminates outside 
bag. Provides safe, sanitary 
way to dispose of soot and dirt. 
Filter Unit complete with 10 ‘ 
throwaway bags and quick- 
release tie cord 





Model UC-1A 
Brand new suction motor 
unit plus FU-1A dispos- 
able filter unit assures 
quiet operation. Fits G.E. 
and Premier Cleaners. Big 
economy replacement; 
Guaranteed............$54.50 











Dust bags and hoses for YOUR 
all industrial models. TANK 


Order from your jobber. 
Jobber inquiries invited. 


Distributed in Canada by Imperial Refr 


MASTER-CRAFI 
SUPPLY CO., - i 
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TWO NEW "EXTRA VALUES” 





Isa proved fact that it costs less to install 
this Weil-McLain “package” boiler than to 
assemble one on the job. The saving in time 
more than makes up for the difference in 


ce. 

SE Weil-McLain P-OB offers not only a 
complete package, but a unit packed with 
etra values! From silent circulator to high- 
eficiency oil burner, all equipment is of the 
fnest. In design, back-and-forth fire travel 
and rapid vertical water travel assure maxi- 
mum heat transfer from fire to boiler water. 

Like all Weil-McLain boilers, the P-OB 
is built of corrosion-resistant cast iron— 


ASME constructed and I-B-R rated. 


NEW DESIGN SEAL STRIP 


This exclusive Weil-McLain feature assures a 
gas-tight boiler without face-grinding the sec- 
tions—the tough outer skin of cast iron is left 
intact for greater resistance to corrosion. Fire- 
proof asbestos rope inserted in a grooved strip 
in the sections permits ample expansion and 
contraction while maintaining the seal. The rope 
7 not deteriorate and will last the life of the 
iler. 


lW-H RATED TANKLESS WATER HEATER 


The efficient design of this optional fin-tube 
tankless water heater assures fast heat transfer 
and recovery —provides a year ’round supply of 
low-cost hot faucet water. Storage type heaters 
are also available. 


Send for descriptive literature. 


WEIL: McLAIN 


BOILERS- RADIATORS 


‘ 
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WEIL: McLAIN 


OIL-FIRED PACKAGE BOILER 


For hot water systems. Capacities 
79,000 and 101,000 BTU/hr. 


rove 
cluding 


WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 





Address literature requests to Dept. B-107 

















REWARD! 


Assures you of HIDY Superiority 


HIDY 


Degree-Day 





Recorder 


@ Deliver more 
Gallons per mile! 


@ Lease it for $85 





Leading firms report more gallons per de- 
livery; fewer trucks do the same job, using 
the Hidy Automatic system. Schedule trucks 
for maximum deliveries, stop run-outs be- 
cause you know how many gallons in your 
customer's tank at any given timel 


STANDARD OIL (OHIO) SAYS: 
completely sold on the Degree Day method 
of Heat Oil distribution and believe the 
Automatic Recorders to be a necessary and 
valuable tool in the efficient performance of 


“We are 


that system!" 


REMINGTON RAND SAYS: “The Automatic 
Hidy Degree-Day Recorder is indispensable.” 





% 
* $1000 GUARANTEE — We're sure 
Hidy's best! That's why we'll give 
$1,000 to any individual who first brings 
us acceptable proof that any other 
Degree-Day Recorder now on the market 
is more accurate, easier to install and 
simpler to maintain than the Hidy De- 
gree-Day Recorder. Offer good until 
October 1, 1958, 











Write for Bulletin “F’' Today! 


HIDY-BROWN RECORDER CO. 


6988 FIVE MILE RD. 
CINCINNATI 30, OHIO 
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didn’t impress the neighbors nearly as 
much as a bright shiny Packard or 
Cadillac in the driveway. It’s still true. 

This is doubtless an activity of the 
Distribution Division of Out, if they 
aren't already pushing it—and | 


haven't seen any signs around here, so | 


if they are pushing it they aren't push- 
ing it far enough. This beats throw- 
away pamphlets through the mail 
which are thrown away without look- 
ing at them. When the dealer finishes 
the replacement and picks up his sign 
to leave, he just might be able to move 
it next door or across the street where 
he had made another sale in the mean- 
time on the basis of that sign. Dealers 
have taken orders for so long and put 
customers off that I feel they’ve lost 
initiative on small ways to sell. 





LOUISE FOWLER | 





Sales Appointments 











M. A. Towne & Associates, Den- 
ver, Colo., appointed representative of 
Slant-Fin Radiator Corp., Richmond 
Hill, N. Y., in Colorado, Wyoming, 
Western Nebraska and Western Kan- 
sas. Representing the company in 
Washington, Oregon and British 
Columbia will be Hardesty-Favero & 
Co., Seattle, Wash. Thomas J. Urell 
Co., New England Slant-Fin repre- 
sentatives appointed George Cushing, 
Attleboro, Mass., representative for 
Southern Massachusetts, Rhode Is- 
land and Eastern Connecticut. 


Ralph W. Moore, Charlotte, N. C., 
named representative of Detroit Con- 
trols Division, American-Standard, in 
North Carolina and parts of Virginia 
and South Carolina. 


Morristown Electrical Supply Co., 
Morristown, N. J., named stocking 
distributor for Asco solenoid valves 
made by Automatic Switch Co., Flor- 
al Park, N. J. 


Frank Kalinowski has been made 
sales promotion manager, Iron Fire- 
man Mfg. Co., Cleveland, Ohio. He 
had been an account executive in the 
Cleveland office of Joseph R. Gerber 
Co., Iron Fireman advertising agency, 
for the past three years. 
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You make money .., 
Customers save money! 


The Perfect Cap for all Chim. 
neys, Flues and Ventilators. 
You'll do a volume business with J oj, 
Draft King when customers lean @ "5, 
of its money-saving benefits. 

Draft King turns flue gases into 
perfect heating combustion—elim- 
inates chimney clogging soot and # Re 
costly fuel waste. No moving pars @ ‘id 
—nothing to wear out. Made of § ™ 
either all-weather galvanized sted 
or aluminum. 





Other DRAFT KING 
Customer Benefits: 


@ Wind, rain, snow and ice proof 
@ Eliminates damaging chimney fires 
@ Acts as a spark arrester 

@ Prevents pilot blowouts 

@ Easy to install 

@ Improves appearance of chimney 
@ Priced under competitive makes 





SIDE DRAFTS 


Stops ALL | «cee 
draft idea? 
troubles! ie 








DOWN DRAFTS 
Voss ied 
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UP DRAFTS 
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Manufactured by 


A. R. WOOD MFG. CO. 


Luverne, Minnesota 


















In Neptune Remote Control System, control : 
valve at rack opens automatically when ticket is at Metropolitan Petroleum’s new Bronx Bulk Plant... 


"printed in.” 


= NO WAITING, NO WRITING, NO RUNNING 


n—elim- 
soot and Register at rack is accurately synchronized with 


ing ticket-printing register in office. These Red Seal with Red Seal Remote Control Metering 


ade of meters are 18 years old, still highly accurate. 


Smooth, fast flow of dealers’ trucks through 12 loading bays is 
handled by one man in this modern, automatic bulk plant. Aided by 
Neptune Remote Control Meters, the dispatcher stays inside the 
office, with complete control over every delivery. 

The 12 registers in the office are accurately synchronized with the 
rack meters. When a truck rolls into a bay, the dispatcher “prints in’ 
a ticket in the proper office register. This automatically opens a 
Neptune control valve at that bay. No product can be drawn until 
this is done. The action of “printing out” the ticket closes the valve 
again. On his way out, the driver stops at the office just long enough 
to sign the ticket. 

There’s more to this story: All of these Red Seals were salvaged 
from Metropolitan’s old plant and are up to 18 years old. Instead 
of wearing out, they have mellowed into a condition of extremely 
stable accuracy. Now part of a system as modern as tomorrow, 
they're good for decades more of accurate, dependable service. 


NEPTUNE METER COMPANY 
19 WEST 50TH STREET * NEW YORK 20, N. Y. 





Wide-open run-ways speed traffic. 12 light-fuel 

a a i end; 16 bunker bays are at far 
» In background is tanker unloading at 

terminal . 


Red Seal Meters ... Jf for a better measure of profit 
BRANCH OFFICES IN PRINCIPAL CITIES 













New! Gas 















4 Fired and 
Oil Fired New! Gas 
Winter Air Fired and 
Conditioning Oil Fired 
Units. Counterflow 






Units. 









Gas or Oil 

A Fired Basement 

Type Winter 
Air Condition. 

; ing Units. 





Horizontal 
Furnaces. 
4 Gas Fired Sizes, 
4 Oil Fired Sizes, 






Combination 
Year ‘Round Air 
Conditioning Units. 














2,3 and 5H. P. Gas or 
Cooling. Gas or Oil Fired 
Oil Heating. Utility and 
Counterflow 

Units. 


The MOST COMPLETE... CAMPETTIVELY PRUCED 
Line of AGATING...COOLING...AUk COMOITIONING.! 


Air Cooled Summer 


Air Conditioners. Water Cooled 





aL ee a ee oe ay ae 


2,3 and 5H. P. d-on | 
Compressor-Condenser , Summer Air 
Units available with Conditioners 
Plenum or Duct-Type in 3 and 5 Ton 
Cooling Coils. Capacities. Gas Fired Gas Fired 
Unit Heaters. Duct Gas or Oil Gas 
Sizes. Furnaces. Fired Gravity Conversion 
4 Sizes. Furnaces. Burners. 
If you are not now installing Luxaire Units, it will | because every Luxaire Unit provides these same de- 
pay you handsomely to investigate the complete luxe features at a down-to-earth price. 
Luxaire line, right now! Pick any unit from the complete Luxaire line. P 















Luxaire has solved your big problem of choosing You'll find the right type and size for almost any ‘ 





























between a low price and an excellent product because, _ installation, and there’s not a mediocre unit in the lot! 
with Luxaire, you have both! If your customer is : é A dditional fi 
quality-conscious, Luxaire’s sturdier design and con- Now, while you still have time to make additiona i 

struction, attractive appearance and good reputation _ profits during this installation season, is the time to 
for trouble-free performance are sure to please. see your Luxaire jobber for catalogs and bargain § 
Luxaire appeals to the price-conscious buyer, too, prices that may never again be possible! ce 
is 
NEW! HEAVILY CONSTRUCTED! he 
COMPACT! ATTRACTIVELY PRICED! . 
Oi 
GAS FIRED AND OIL FIRED FURNACES! F 
Winter Air Conditioning Units and Counterflow Units . . . he 
Gas Fired: 75,000, 100,000, 125,000 and 150,000 Btu 0 
Input . . . Oil Fired: 78,400 and 112,000 Btu at the Bonnet... in 
These all-new, advanced Luxaire Furnaces are com- | 

pletely assembled, with all interior wiring done at the 
Oil Fired Winter Air Winter Air Condi- Gas Fired Counter- factory, so that the installer needs only to attach ducts, wi 
Conditioner with tioner with acces- flow Unit with Front electrical power, the thermostat and the fuel supply. Burn- os 
Moved? "Shipped Cainer ‘installed ot cea’ Burners” Eon. ers and controls are concealed completely from view by 4 ¢ 
completely anon reer. Ler low-cost, wots and woe Di- handsome cabinet whose modern styling and extra rigidity 0 
and Refractory Fire. elled. cabinet can _ illustrate complete. are the envy of the industry. Be 
box installed, and also be installed on ness of assembly e ° ° ise! hu 

Burner Relay Cir- either side. and wiring. The attractive price is a pleasant surprise 
cuit wired. a oil 
we 
C. A. OLSEN MANUFACTURING COMPANY . .« exvaia, onio me 
& 

oil 





HEATING & AIR CONDITIONING UNITS 
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THE BEST WAY TO FIGHT GAS— 


Improve your Oilheating 


Commercial Standard cs75-56 is excellent Weapon for fighting competitive Fuels 


by 
J. W. Schulz 


IERCE struggles are going on in 
EK many parts of the country between 
men of the fueloil and oil-heat indus- 
try and men of the gas-heat industry. 

The outcome of these struggles will 
affect greatly this country’s over-all 
pattern of house heating. To make 
all the progress possible at this critical 
time, the men of the fueloil and oil- 
heat industry should be doing every- 
thing feasible to help their cause. They 
should be making maximum effort 
right now! To win a struggle, a wise 
man makes certain to use every 
weapon he fairly and ethically can use. 

For no reason except that they did 
not recognize, grab, and use a power- 
ful weapon when it was ready to use, 
fueloilminded men have not been 
making the most of their Commercial 
Standard to fight gas heat and other 
competitive forms of heat. 

The oilburner Commercial Standard 
isan excellent weapon for fighting gas 
heat—on the commonvsense basis that 
it leads to better oilburners, to better 
oilheating, to homeowners better 
pleased with their oilheating systems, 
hence in over-all to better sales of fuel- 
oil and all types of domestic oilheat- 
ing equipment. 

The preceding sentence contains the 
word “better” in four places. That's 
calculatedly, not accidentally. In each 
of the four places, better than what? 
Better by far, in each place, than if 
hundreds of the best brains in the fuel- 
ol and oil-heat industry had not 
worked at creating the oilburner Com- 
mercial Standard. 

Fighting gas heat, the fueloil and 
oil-heat industry should be using this 


Commercial Standard as one of its 
most powerful weapons. 

The big difficulty is that not every 
man in this industry knows what this 
Commercial Standard is, and how to 
use it against gas heat. 

Knowledge of this Commercial 
Standard is needed by every executive 
who aims to advance fueloil and oil- 
heating. Knowledge of it is needed by 
every engineer, sales manager, sales- 
man, serviceman, and installation man 
—by every man whose present liveli- 
hood and future success depend on 
the sales of fueloil and oilheating 
equipment. Here especially, knowl- 
edge is power. 

Contented oilheated homeowners 
are even more important to these men 
than contented cows are to the dairy 


industry! That’s because one home- 
owner crying about his ornery oilburn- 
er makes more noise than one hundred 
homeowners smiling about their won- 
derful oilburners. 

The oilburner Commercial Stand- 
ard makes for better oilheating two 
ways. 

First, it defines good oilburners and 
invites oilburner manufacturers to 
produce oilburners sufficiently excel- 
lent to conform to its definition. 

Second, it defines excellent on-the- 
job oilburner performance. In effect, it 
challenges dealers, installation men, 
and servicemen to make every one of 
their oilburners perform as well as 
this Commercial Standard stipulates in 
detail. 

A new Commercial Standard for 





Underwriters’ Laboratories technician working in Northbrook, Ill., laboratory where 


cilheating equipment is tested for compliance with Commercial Standard CS$75-56. 
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oilburners became tully effective Oc- 
tober 15, 1956. Its going into full ef- 
fectiveness at that time should have, 
but did not, cause great excitement in 
the fueloil and oil-heat industry. That 
does not mean this industry cannot im- 
prove its tactics now. It still can gain 
tremendously by emphasizing the new 
burner standard in every way pos- 
sible. 

The cover of the standard booklet 
gives it the name Commercial Stand- 
ard cs75-56, and informs that a copy 
is for sale by the Superintendent of 
Documents, U. S$. Government Print- 
ing Office, Washington 25, D. C. 
Price is 15¢. 

“Automatic Mechanical-Draft Oil- 
burners designed for Domestic Instal- 
lations” appears on the cover also. The 
standard does not cover commercial 
oilburners—burners having capacities 
higher than 8 gph are considered, in 
this standard, to be commercial burn- 
ers. 

In general, manufacturers, distribu- 


tors, and consumer organizations de- 
velop Commercial Standards in coop- 
eration with the Commodity Stand- 
ards Division of the Office of Tech- 


nical Services and the National Bureau 


of Standards. 

The objective is to establish stand- 
ard methods for testing, capacity- 
rating, certification, and labeling of 
manufactured products, and to pro- 
vide uniform bases for fair competi- 
tion. 

The adoption and use of a Com- 
mercial Standard is voluntary. But the 
standard can be named in sales litera- 
ture, sales contracts, invoices, labels, 
etc. Then the provisions of the stand- 
ard are enforcible through legal chan- 
nels, as are the other parts of a sales 
contract. 

The sponsors, who originate a stand- 
ard having to do with a specific prod- 
uct, may be manufacturers, distribu- 
tors, or users of the product. The 
sponsors submit to the Commodity 
Standards Division a set of data to be 





OIL BURNER CERTIFICATE 
As required by Commercial Standard CS75-56 


oil burner Model No............--.-- 


a label evidencing compliance with Commercial Standard CS75-56, and has been 
installed in accordance with the instructions in the manufacturer’s installation 
manual and in conformity with local regulations, codes, and ordinanceés.. 


uemoer (5), maine 18 A coe onceewswcuneie ces L Cee ae 5 
(Make) 
and the heating load consists of: 
le. eoeeee Bij Or's con square feet steam ( ), hot water (_ ) radiation; and 
+ SaacaeA mtu, Or. 2... square feet of equivalent steam ( ), hot water ( ) 
radiation in domestic hot-water load; or 
Di iwesens BO a oe square inches of cross-sectional area of warm-air 
supply pipes measured at the furnace takeoff; or 
bagi ae OF 3 ce as square feet of equivalent steam ( ), hot water ( ) 


radiation in the following special load: 


(Address of installation) 





following readings taken: 


For service, call: 





All necessary permits-have been secured, and the installation has been tested in 
accordance with the test procedure of Commercial Standard CS75-56, and the 


Over fire_---- ‘ : 
CO; . 4 At breechin a a a ts i Stack temperatures at breeching -...°F. 
ver fire... ‘ oe 
Draft_{ At breeching. inches Re NE RE ok cei cde cunes gal/hr. 
All controls and limiting devices have been checked for proper operation ------. 
Fuel used, grade No. --_---- of Commercial Standard CS12-48. 


Field-service equipment smoke scale reading-.-----. 


The above test results are certified to be true. 


ed 
mee = 


(Telephone) 








Oilburner certificate to be posted on new installations to comply with Commercial 
Standard CS75-56. It not only signifies compliance, but lists specific information 
about the installation, including combustion test readings taken after firing. 
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used for developing such a standard, 

This Division, by assembled confer. 
ences or letter referenda, or both, ag 
sists the sponsors in arriving at a tep, 
tative standard. The Division refers 
this to the other elements in the same 
industry for approval or constructiye 
criticism helpful for improving the 
tentaive standard. The Division gery. 
ices each Commercial Standard cop, 
tinuously through review and revision 
whenever, in the opinion of the indus 
try, changing conditions warrant re. 
vision. 


Facts about Standards 


The foregoing facts about Com 
mercial Standards are spelled out on 
the inside front cover of the oilburner 
standard cs75-56 booklet, from which 
come many of the sentences in the pre- 
ceding paragraphs. 

Starting on p. 18 of CS75-56 book- 
let is a “History of Project” which 
gives details behind the development 
of this oilburner standard. Briefly, on 
February 17, 1939 an oilburner induy 
try standards committee requested the 
National Bureau of Standards to co 
operate in establishing a Commercial 
Standard for mechanical-draft oil 
burners. 

Out of the resultant activities came, 
effective in November 1939, an entire’ 
ly new standard named Cs75-39, 
Automatic Mechanical-Draft Oilburr- 
ers Designed for Domestic Installa- 
tions. 

In October 1941 the oilburner 
standards committee submitted a pro 
posed revision of the standard. A new 
standard, designated cs75-42, became 
effective in July 1942. 

Interested organizations submitted 
a proposed new oilburner standard in 
April 1945. Only after eight years of 
developing and revising this, was tt 
circulated to the industry for written 
acceptance in March 1953. Additional 
developing and revising was needed to 
make the new standard acceptable to 
a satisfactory majority of those inter 
ested in it. 

On September 15, 1954 came the 
announcement that cs75-56 would be 
come effective for new production 0” 
October 15, 1956, For more detail 
about this, read “History of Project 
in the booklet. 
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Draft controls, shown under UL test, 
ore a vital link in insuring that oilheat- 
ing systems operate at peak efficiency. 


Earlier in this article was the point 
that, first, the oilburner standard 
375-56 defines good oilburners and 
invites manufacturers to produce 
burners sufficiently excellent to con- 
form to its definition. 

To this first point, there are no dif- 
ficulties or complications. Commercial 
Standard cs75-56 is easy for manufac- 
turers to understand. And designing 
and manufacturing oilburners to com- 
ply with the specifications of CS75-56 
similarly is easy. 

Under “General Requirements” on 
p. 4 of the standard, for example, are 
such points as these: Burner motors 
must be of ample capacity, must be de- 
signed for continuous duty, and must 
comply with the current standards of 
NEMA. A burner motor must have 
overload protection as specified by 
UL. The burner shall cause no unrea- 
sonable amount of radio interference, 
and shall be free from disturbing com- 
bustion and mechanical noise. 


The two points in the last sentence, 
about radio interference and burner 
noise, seem to let burner manufactur- 
ets off lightly—as they appear on p. 4 
of the standard, But turn to p. 6 of the 
standard, and you learn that the 
laboratory that tests the oilburners will 
be equipped with “approved” sound- 
evel meters and microphones” and 


approved radio-noise meters and ac- 
cessories,”” 


Ih addition, starting on p. 12 is the 
Stipulation that “Suitable noiseproof 
enclosure are to be provided for the 


elo 


burner and its boiler when under test, 
and noise readings are to be taken in 
accordance with the American Stand- 
ards Association procedure as apply- 
ing to domestic equipment. The stand- 
ard of permissible sound level shall be 
determined by the testing laboratory 
as the result of accumulated experi- 
ence, subject to the approval of the 
oilburner industry through its stand- 
ards committee.” 

The standard does not similarly pin 
down “unreasonable amount of radio 
interference.” This is no problem with 
representative modern oilburners; the 
laboratory that does the testing can 
handle the details easily. 


Burner manufacturers must, then, 
make burners that comply with cer- 
tain “General Requirements.” They 
must make certain manufacturing and 
production tests, described in detail 
in a section of the new oilburner 
standard. Their burners must pass 
laboratory tests. All-in-all, however, a 
manufacturer can easily produce gun- 
type burners, for example, of even 
higher quality than is described in this 
Commercial Standard cs75-56. 


Manufacturer’s Compliance 


At the manufacturer’s level, no dif- 
ficulties or complications come into the 
picture. Manufacturers can easily pro- 
duce burners able to comply with this 
recommended statement for labels, in- 
voices, contracts, sales literature, etc.: 

“This oilburner is certified by the 
«ete ada Company (manufac- 
turer) to comply with the require- 
ments of Commercial Standard cs75- 
56, as developed by the trade under 
the procedure of the Commodity 
Standards Division, and issued by the 
U. S. Department of Commerce. It 
bears the seal of the official inspection 
agency of the oilburner industry 
evidencing compliance with its re- 
quirements.” 

As the first step in putting this oil- 
burner Commercial Standard to use 
fighting gas heat, members of the fuel- 
oil and oil-heat industry can advise 
homeowners to buy only good oilburn- 
ers—oilburners which comply with 
Commercial Standard cs75-56. Natur- 
ally, homeowners should be taught 
about the protection this provides for 


Ds 


oilhear, 


them, and about all the benefits this 
standard gives them. 

Important as the first step is, the 
second step is infinitely more im- 
portant. It includes advising all o'l- 
burner buyers and owners that, to be 
excellent, the performance of any oil- 
burner must be at least as good as this 
Commercial Standard stipulates in its 
section “Installation Requirements and 
Performance Tests.” 


This section of course requires on- 
the-job combustion tests. More than 
that, it requires that the Cilburner 
Certificate which accompanies this 
article be posted on every newly com- 
pleted installation. 


This Commercial Standard will ac- 
complish much, if it leads to yearly 
combustion testing of most oilburner 
installations. The standard can do 
that, if fueloil dealers and oilburner 
organizations stress it sufficiently—do 
a thorough educational job of ac- 
quainting homeowners with it. 

Examining our industry critically, 
we must admit that not enough on- 
the-job combustion testing is being 
done—although much should be done 
and oilheating as we actually find it 
in homes would be tremendoysly im- 
proved if much were done. 


A rough check-up in one area close 
to New York indicates that six out of 
seven servicemen own combustion 
testing instruments or work for com- 
panies owning such instruments. But 
fewer than one serviceman out of 20 





Burner controls also come under scru- 

tiny in the Underwriters Northbrook 

labs. They're an important component 

and contribute greatly to efficient 
burner performance. 
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To fill out the “Oil Burner Certificate" properly the oilburner installer must deter- 
mine instrument readings. Here the illustration shows a technician using a Bacharach 
test enabling him to make a CO> test, draft test, smoke and stack temperature test. 


makes a point of applying the instru- 
ments to every new installation he 
starts up. A serviceman who makes 
combustion tests once-a-year, of each 
burner he services regularly, is rare in- 
deed! 

The second way, then, to use this 
Commercial Standard to fight gas heat 
is to shout from the rooftops that no 
new oilburner installation is good un- 
less it complies with cs75-56. To com- 
ply, the installation must be checked 
with combustion testing instruments; 
the results of the tests, together with 
additional important technical data, 
must be posted on the job—on a per- 
formance certificate of the type which 
accompanies this article. 

To go further in helping the fueloil 
and oil-heat industry, instruct all oil- 
heated homeowners that their burners 
are neglected if not combustion-tested 
at least once a year—and that repair 
work or equipment replacement defi- 
nitely is in order for oilburners that 
can’t produce the kind of combustion- 
testing readings stipulated as satisfac- 
tory in the new Commercial Standard 
for domestic oilburners. 

The standard says the Coz content of 
the flue gases shall not be less than 8%. 
It says the smoke test should be made 
when the burner has been running 15 


50 


minutes. The smoke reading should 
not exceed five. (Many oilheating ex- 
perts believe two to three is good maxi- 
mum smoke for a domestic oilburner.) 

According to the new standard, you 
read the stack temperature of a steam 
boiler ten minutes after it starts steam- 
ing. You raise the temperature of a 
hot-water boiler to 180°F., then read 
its stack temperature in ten minutes. 
But in testing warm-air furnaces, you 
fire long enough to raise their bonnet 
temperatures to only 125°F., then 
read their stack temperatures in ten 
minutes. 

This standard 


new commercial 





safety and for quality on the basis 
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should be read by servicemen becaus 
it has been extended to give instryc. 
tions that really are not properly part 
of a Commercial Standard—by 
which are exceedingly helpful, and are 
weighty considering that they repre. 
sent the opinions and advice of the 
experts and organizations behind this 
standard. 

For example, this helpful note ap 
pears in the new standard: 

“Other things being equal, flue-gas 
temperature indication may be e. 
pected to be higher by some 50°F. if 
the smokepipe is insulated. Stack tem- 
perature is largely controlled by boiler 
design. High stack temperatures do 
not necessarily condemn the burner.” 

Excellent instructions for service. 
men also appear in a relatively long 
section of the standard entitled “Sig 
nificance of Installation Requirements 
and Performance Tests.” 

The main importance of the new 
standard, however, lies in the fact that 
it can lead to much better oilheating 
in typical homes—if thousands of local 
feuloil and oilheating equipment com 
panies buckle down to teaching home- 
owners about it and its consumer 
benefits. 

In fighting gas heat and other com: 
petitive forms of heating, you simply 
can’t go wrong in improving oilheat’ 
ing tremendously—in typical homes 
Increasing greatly the satisfaction of 
oilburner owners is the best way to 
win more friends for oilheating. 





In the UL lab oilburners are tested ra 


the Commercial Standard. 
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CASE HISTORY NO. | 


Home Cooling by oil Men 


Lewis Associates sells summer Airconditioning to accommodate fueloil Customers 


by 
William J. Stein 


OR SIX YEARS Lewis Associates, 

Port Washington, N. Y., has been 
in the airconditioning business. Almost 
all its efforts have been directed to- 
ward residential users. As a wholesale 
distributor for the General Electric 
furnace and airconditioner its business 
has spread all over the north shore of 
Nassau and Suffolk Counties in Long 
Island. 

Operations are conducted through 
dealers or directly with builders. One 
salesman solicits direct business from 
local builders. Lewis Associates finds 
only the custom builder of quality 


homes..as- a: good customer. These 


builders are properly concerned with 
the working qualities of the installa- 
tion. Hence, they are willing to pay 
for the proper sizing and installation 
of ducts, and are anxious to deal with 
a firm that can adequately service its 
customer. 

It has been the practice, at Lewis, 
to accept oil accounts from new home- 
owners whose airconditioning was in- 
stalled by development builders who 
cut corners in airconditioning installa- 
tions, Often these systems were func- 
tioning improperly because the con- 
tractor left the job without assuring 
the continuity of operation and with- 
out accurately balancing the system. 
With such accounts it was found 
necessary to actually complete some 
one else’s job. 

Lewis Oil has 8,000 fueloil accounts 
which represents a great pool of fu- 
ture airconditioning customers. When 
an inquiry comes in from one of these 
customers it is turned over to one of 
the local dealers who buys the General 
Electric equipment from Lewis. The 
dealer then sells the job. Assistance 
comes from Lewis Associates on the 
engineering and installation. The deal- 
& atranges for the duct, plumbing and 
electrical work. If refrigeration work 


is required, Lewis will do it for the 
dealer, if necessary. 

In some cases Lewis delivers the 
equipment and puts it in place on the 
job. This usually requires special rig- 
ging equipment which smaller dealers 
may not have. However, because of 
the volume of work, Lewis Associates 
finds it relatively economical to have 
such handling equipment as outside 
lifts or elevators to raise or lower into 
proper place equipment weighing up 
to two tons. 

When a job is completed Lewis As- 
sociates picks up the service contract. 
This is part of its arrangement with 
its dealers. To forestall any deficient 
installations that would cause future 
headaches, Bill Mahan, the service and 
installation manager, either‘directly or 
indirectly, supervises every installa- 
tion. Several thousand dollars worth 
of testing equipment is constantly used 
to check each job to determine its rela- 
tive efficiency. 

The real interest in the business is 
to build fueloil gallonage. Hence, the 
desire for the service contract. That’s 
the key that keeps their man in the 
customer’s house. Mahan indicated 
that Lewis’ oil accounts expects it to 
service airconditioning as well as heat- 
ing. Year-round service is one of the 
selling points at Lewis. This is espe- 
cially true of the homeowner who, 
unlike the storekeeper, has no con- 
tact with the commercial refrigeration 
industry. 





Ruben Fels conducts one of Lewis Asso- 
ciates regular airconditioning schools 


. for.its own _personnel.and installation 


and servicemen from its sub-dealers. 


The question always arises on how 
to get personnel. Bill Kane, president 
of Lewis Associates, found that he 
could do best by hiring refrigeration 
men and teaching them the heating 
part of the business, This is based on 
the thought that, at the outset, Kane 
felt he could do a better job of teach- 
ing heating, an area that he and his 
staff are thoroughly acquainted with, 
than having to instruct in the funda- 
mentals of refrigeration. The fueloil 
dealer’s need is for an expert in re- 
frigeration, whereas in heating they 
are sufficiently well experienced to 
teach and closely supervise installa- 
tions and service. 








The fueloil-oilheating dealer who sells the equipment, services 
it and delivers the fueloil it burns can be said to be furnishing 
complete service. However, another service now looms larger and 
larger—airconditioning. This begins a series on fueloil-oilheating 
dealers who have added summer cooling successfully; it will de- 
velop the theme that these typical companies are admirably suited 
to the cooling business because of their merchandising ability, 
equipment know-how and the realization that customer satisfac- 
tion is paramount. Then, too, they’re extending their concept of 
customer service to provide year-’round comfort. 
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William Kane, president of Lewis Associates, discusses an airconditioning problem 

with William Mahan, who supervises installation and service of year ‘round equip- 

ment. (Below) A model heating-cooling installation in Lewis Oil's Kings Park, N. Y. 
plant. 


Another interesting contribution is 
that refrigeration work is seasonal with 
its height during the summer. Hence, 
Bill Kane found it was not difficult to 
get trained refrigeration men during 
the winter off-season who were willing 
to learn heating and accept year- 
‘round employment. 

Although that took care of the serv- 
ice end and, partly, the installation 
end, it did not fill the bill on the de- 
signing and engineering end. The air 
handling in cooling installations had 
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to be studied carefully. In warm-air 
heating, if, for some reason, a slight 
deficiency exists in the air distribu- 
tion system, it can be overcome by 
raising the bonnet temperature. In 
cooling the situation is more critical. 
The range of the cooling coil is limited. 
If the temperature of the coil is 
dropped in the attempt to get greater 
cooling, there is the likelihood of freez- 
ing the surface of the coil. The result 
then is the opposite of what is sought 
or less cooling. 


October 
1957 


- « » « Home cooling by oil Men 


Engineering and layout of jobs pre. 
sents the real problem to the ney, 
comer. This is especially true in resi- 
dential work which requires a better 
understanding of air handling and re. 
frigeration problems than the run of 
the mill small commercial work, The 
only way to get this skill, other thay 
hiring an airconditioning engineer, jg 
to train some one directly in the or. 
ganization who can handle the engi- 
neering intricacies of both heating and 
airconditioning. That was the situation 
with Bill Mahan, the service and in. 
stallation manager, at Lewis Associ 
ates. This is not an overnight process 
It is a matter of constant study and 
application for at least three years, 

Proficiency with the engineering 
and layout is essential to profitable op 
eration. This was emphasized by Mz 
han when he discussed the necessity 
for carefully checking architects’ plans 
and suggesting revisions in order to 
assure good operation. Aircondition 
ing a home, already occupied, presents 
problems of knowing the limits to com 
promises that one can make with air 
handling to accommodate the present 
structure of the building. For example, 
undersized duct work, low wall heat 
ing registers, and providing adequate 
return air have to be dealt with ina 
definite way. 







































Needs careful Engineering 





As Bill Kane mentioned, aircondi 
tioning is no hit and run proposition 
for a reputable fueloil dealer. He will 
always be around trying to sell oil 
The possibility is that the dealer, bas’ 
cally, took the airconditioning job to 
either get an oil account or not to loe 
an account he already has. Therefore, 
a job that creates service calls anda 
dissatisfied customer is no help to the 
business. Because of this, careful ew 
gineering is a prerequisite to large 
scale operation. 

Lewis Associates acts as a whole 
saler and its dealer customer does the 
actual installation. However, becaus 
the job is usually done for one of the 
Lewis Oil Company’s customers, and 
because the job will be serviced by 
Lewis Associates, Bill Kane sees 0# 
that ho inferior work is performed. 
Every one of these jobs is café 
checked and supervised by Bill Me 
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han, the service manager. This is one 
of the stipulations of the dealership 
contract. 

To further assure competent air- 
conditioning jobs Lewis Associates 
conducts a regular airconditioning 
school and workshop. Housed in a 
gnall factory building next to its of- 
fce is a complete layout of several 
types of General Electric aircondition- 
ing units that are in actual operation. 
These are dismantled, reassembled, 
and studied for service problems by 
installation and servicemen who work 
with dealers who handle General Elec- 
tric heating and airconditioning equip- 
ment. New equipment and special 
“bugs” or trouble spots are studied at 
this place. The “faculty” consists of 
personnel of Lewis Associates working 
under the supervision of Bill Mahan. 
Often General Electric engineers use 
these facilities to instruct dealers’ per- 
sonnel on specific problems and prac- 
tices in airconditioning. 

Aside from the usual selling prac- 
tices, it is important that the residen- 
tial user is made aware of the limita- 
tions of airconditioning in the home. 
Bill Kane noted that the average per- 
son is accustomed to commercial air- 
conditioning which is sized to the point 
where it can adequately cool an office 
or store in a relatively short time and 
keep it cool with people coming and 
going through open doors. 

Residential units are designed to 
Operate twenty-four hours a day to 
provide efficient cooling. If a house is 


Upper right: Five-ton General Electric 
unit for a large split-level home in Great 
Neck, N. Y. Previously the home had 
circonditioning in the bedrooms; the 
occupants now want the entire home 
cooled. 
Lower right: Crew from one of Lewis 
Associates dealers completing attic in- 
stallation of a General Electric Unit. 
Lower left: Installing ductwork in an 
occupied home is a problem. Here the 
workman covers rugs and furniture to 
Prevent damage while cutting openings. 








permitted to reach a temperature of 
over 90°, it will take many hours of 
airconditioning operation before it is 
comfortably cool. Then, during the 
greater part of the day the equipment 
will operate continuously, as it should, 
if controlled by the thermostat. In a 
residence this is a better job because, 
when in operation, the air in the room 
is kept in motion; it is freshened and 
the humidity is more adequately con- 
trollea. 

What about the financial value of 
airconditioning to the fueloil dealer? 
Bill Mahan stated, that a dealer can’t 
look for a profit during the learning 
period. The costs involved in purchas- 
ing equipment and tools for handling, 
installation, service and testing add 
up. Then there is the element of learn- 
ing. A few mistakes are made which 
are costly to correct. But this is part 
of the natural process of learning and 
has to be considered as part of the 
investment. 

Once the business was under way 
Lewis Associates found it to be an 
added source of income. Bill Kane in- 
jected a word of caution; namely, in 
figuring any job, “Do not omit a re- 
serve for servicing.” Although mak- 
ing ends meet in the airconditioning 
business appears to be a problem, yet 
Kane noted that his firm found it nec- 
essary to add it to the line to accom 
modate the needs of its fueloil cus- 
tomers. 

It is the conclusion of the members 
of this firm that as the demands for 





















airconditioning grow, the future fuel- 
oil dealer’s business ‘will depend upon 
his ability to fulfill the complete cool- 
ing and heating needs of this cus 
tomers. 


Home building Contracts 
show Increase in Value 


CONTRACTS for future construction 
totaled $2,900,681,000, a decline of 
4% below July, 1956, the F. W. 
Dodge Corp., New York, reported. 
However, residential buildings, valued. 
at $1,286,937,000 were up 13%. 

The number of housing units totaled 
95,696 for the month, up 7%, but 
multi-unit dwellings accounted for the 
major part of the increase in both dol- 
lar and unit volume. 

Norv residential contracts and heavy 
engineering constructions showed 
drops of 11% and 18% respectively. 

Construction categories for the first 
seven months with percentage changes 
from the same period of 1956 are as 
follows: residential building, down 
2%; non-residential building, up 3%;, 
heavy engineering, up 14%; and total 
construction, up 3%. 


Dominion Underwriters 
issue Equipment Standards. 


THREE REVISED EDITIONS of standards 
concerning the oilheating and aircon- 
ditioning dealers have been issued by 
the Dominion Board of Insurance Un- 
derwriters, Montreal. 

Standard No. 31 covers the imstalla-- 
tion of oilburning equipment. In it are: 
additional requirements for chimneys: 
and flue pipes, draft regulatoss, the 
installation of storage tanks, and the 
installation of conversion type oil- 
burners. 

“Storage, Handling and Use of 
Flammable Liquids,” Standard No. 30, 
contains amendments on tank storage, 
particularly storage in closed contain- 
ers inside buildings. 

Airconditioning and ventilating sys- 
tem revisions are included in Standard 
90A. 

Copies of these publications are 
available without cost from the Asso- 
ciation, 460 St. John St., Montreal 1, 
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Humidity at Home 


Proper Performance of both heating and cooling Equipment depend on It 


by 
J. R. Lewis 


OLITICS and the weather are equal- 

ly unpredictable, at least to the 
extent that any forecast of the future 
is frequently misleading. Needless to 
say, the over-all record of the U. S. 
Weather Bureau is quite accu- 
rate. However, only the relatively few 
people who have an understanding of 
the subject of humidity realize how 
often the Weather Bureau’s daily re- 
port on this condition is consistently 
misleading to the general public. 

The reports on temperature, clouds, 
wind velocity, precipitation, and even 
barometric pressure generally are sim- 
ple to evaluate. However, the relative 
humidity figure is seldom evaluated in 
terms that will indicate what can be 
expected within the occupied spaces 
where we live. 


Relative Humidity 


Except for students of aircondition- 
ing very few people know that, by 
definition, relative humidity changes 
rapidly when the temperature changes, 
because at high temperature air is ca- 
pable of holding or containing a lot 
more moisture than it could at low 
temperatures. The exact amounts are 
shown in tables or charts available in 
airconditioning manuals, but a few ex- 
amples as shown here in TABLE | will 
be useful to indicate two basic facts. 
Note first that relatively small quanti- 
ties of moisture will saturate air that 
is cool. Then note the ratio by which 
larger quantities of moisture are 
needed to saturate air at higher tem- 
peratures. 

There are two widely different but 
equally important considerations that 
should be given to “Humidity at 
Home.” One occurs during the heat- 
ing season, and becomes most serious 
when the heating load is great. The 
other occurs during the cooling sea- 
son, but may be most serious just be- 
fore or after the sensible heat cooling 
load is great. 

In an attempt to point out the 
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causes, the needs, and the pitfalls in 
correcting humidity for these different 
seasons, we first will discuss only the 
heating cycle requirements. This will 
be followed by an analysis of cooling 
cycle conditions. 

Homes are airconditioned in winter 
for comfort and for health. Numerous 
tests and experiments prove that cli- 
mate, clothing, habits, and age have 
some affect on establishing the most 
desirable temperature and humidity in 
a home, but it is reasonable to expect 
that 72° dry bulb and 40% will be 
most ideal with near freezing weather. 
A 35'% or possibly as low as 30% 
relative humidity will be most desir- 
able for 10° F. weather. 

Referring back to TABLE I (or a 
psychometric chart for more accurate 
figures) 75° at 100% relatively hu- 
midity provides 132 grains of moisture 
per pound of air. This means .40 x 
132 or 53 grains of moisture for 75° 


outside relative humidity is 65%, 
This curious set of facts makes jt 
simple to understand why Weather 
Bureau reports are misleading. Jug 
stop and think about the number of 
people who hear the weather report 
of 30° and 65'% relative humidity, Do 
they for one second think that 65% 
relative humidity is too little moisture? 
Some do, but most do not recognize 
the low moisture potential at 30°, of 
lower. 

Now look at the problem from an- 
other angle. Suppose that air outof- 
doors has an average moisture content 
of 15 grains per pound. This air, 
heated to 72° has a relative humidity 
of only about 14% because 72° satu 
rated air withholds 120 grains of mois 
ture per pound. There will be som 
improvement indoors because the cook: 
ing, washing, and laundry will add 
moisture to air. However it would be 
unusual if all of these could bring air 








Humidity—either its presence or its absence—directly affects 
system performance in the winter as well as during the summer. 
Lewis, in discussing technical aspects first of humidification and 
then dehumidification, leads into the importance of controlling 
both properly and describes some of the ways it can be done. He 
makes the point that for the benefits the homeowner receives, 
the investment required for adequate equipment is small indeed. 








air @ 40% relative humidity. With 
slightly lower temperatures of 72° it 
is correct to assume that well condi- 
tioned room air in a residence should 
have somewhere between 45 to 50 
grains of moisture per pound during 
most of the heating season. 

However, as also shown in TABLE I, 
the air outside will have only 30 grains 
of moisture per pound, if it is 35° 
and saturated. It would be far more 
normal to expect 15 grains of moisture 
per pound which is the correct figure 
for 30° air at 65% relative humidity. 

In other words, indoor air at good 
moisture conditions (72°-40%) needs 
three times as much moisture or 
30 grains per pound more than is 
available out-of-doors at the time that 


from 72° and 14% to 72° and 20%. 
Here are some figures to prove this 
statement. 

Suppose that the total volume of ait 
in the home was 15,000 cu.ft. This 
equivalent to about 1,100 pounds 
With only one air change every two 
hours this amounts to 550 pounds of 
air per hour as infiltration. 

The normal desirable moisture fg 
ure mentioned above was 50 grails 
per pound and the moisture availabl 
from outdoor ventilation figure W# 
15 grains per pound. The required 
make-up then becomes 35 grails of 
moisture per pound of air. 

An unvented clothes dryer, operat 
ing eight to 12 hours a day might 
make up this deficit, but would be 
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sponsible for a high power load and 
also for most uncomfortable summer 
conditions. People and normal evapo- 
ration of water throughout the aver- 
age house seldom would add as much 
as 12 pounds per day. The difference 
of about 54 pounds or 6 gallons is 
what needs to be added. 

It is very important for any oil- 
heating dealer to understand what 
humidity is desirable for the heating 
season, why the humidity is desirable, 
and how the proper balance of mois- 
ture can be obtained. Previously we 
mentioned 40% for near freezing 
temperature and 30% for 15° to 20° 
temperatures. It is hard to establish 
the most important reasons for arriv- 
ing at this conclusion because there 
are good reasons of different relative 
importance to different homeowners. 

Starting with comfort, however it 
is well to remember that body heat is 
dissipated to surroundings due to 
evaporation of moisture through skin 
pores. In very dry air we often feel 
chilly because the body cannot check 
this evaporating rate. A reasonable 
moisture balance in the room air means 
slower evaporation and greater de- 
gree of comfort. 

Then there is the health angle. Re- 
member the little known fact that the 
human breathing tract strives at all 
times to deliver air at near saturated 
conditions to the lungs. Air at less than 
saturated conditions can cause some 
infections in the lungs. Therefore, it 
is safer to breathe partially humidified 
air to avoid overworking the glands 
in nose and throat, which otherwise 





has to produce all of the moisture. 

Furthermore, medical scientists have 
found that, as humidity falls or rises 
from the 50% median condition, the 
time of survival for air borne infec- 
tions is greatly extended. The 40% 
to 60% ranges are good safe limits, 
but 10-20% relative humidity is a 
very undesirable condition. This is 
particularly true because tne same dry- 
ness tends to tire the throat and nasal 
organs, 

Other good reasons for consider- 
ing the relative importance of winter 
humidification stem from the impor- 
tant fact that all fibrous materials and 
products have a natural tendency to 
constantly absorb or emit moisture 
when they are not balanced with sur- 
rounding air. This fact is quickly rec- 
ognized by smokers. Cigars and other 
tobacco products left in air at less 
than 40% relative humidity will get 
dry and brittle. The lower the rela- 
tive humidity, the more brittle the 
tobacco becomes. In exactly the same 
way woolen fibers, cotton and all 
other fabrics lose moisture to dry air. 
Fibers also get more brittle as they 
lose more moisture, which is why even 
the finest rugs and carpets will shed to 
a much greater extent during the heat- 
ing season. 

Wood products act in similar man- 
ner, and, as their fibers lose moisture, 
they also shrink. The shrinking occurs 
across the grain and is responsible for 
weak furniture joints, creaky stairs, 
defects in hardwood floors, cracks in 
plaster and extra service on or even 
serious damage to musical instruments. 





Moisture 
Dry Bulb Wet Bulb 
25 25 
35 35 
45 45 
55 55 
65 65 
15 15 
85 85 
95 95 





each 10° rise in dry bulb temperature. 


figure would become 132 x .8 or 106. 
Inienitiemee 





TABLE | 
Moisture (by weight) in Air 


Relative Temperature 
Humidity 
100% 19 0 
100% 30 11 
100% 44 14 
100% 64 20 
100% 92 28 
100% 132 40 
100% 185 53 
100% 260 1S 


Note 1. Symbol “W” shows the grains of moisture that will be absorbed by one 
pound or about 13.5 cubic feet of dry air. There are 7,000 grains in one pound. 


2. Symbol “W-+” shows the rate of increase in moisture holding capacity for 


3. If at 75° dry bulb the relative humidity were known to be 80%, then “W” 
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Others who own prized collections of 
books or paintings have suffered big 
losses which could have been avoided 
if the heated air had some moisture 
added mechanically instead of robbed 
from the contents of the home. 

This brings us to a discussion of 
methods and equipment for those in- 
terested in providing better than nat- 
ural moisture conditions during the 
heating season. For those who use 
warm air heating there are several 
methods all semi- or completely auto- 
matic. The most popular method em- 
ploys porous type plates, partially sub- 
merged in a float-fed reservoir, and 
installed so that warm air from the 
furnace “wipes” moisture from the 
surface of the porous plates. 


Needs replacing 


While this method is low in first 
cost, some users don’t get full benefit 
without periodic replacement of the 
plates, because water solids and air 
borne dust can “insulate” the plates 
and reduce the evaporation rate. Also, 
with trend to design and operate at 
lower average air supply temperature, 
the individual installation will require 
more evaporating surface. There is 
much less evaporation per unit of sur- 
face area at 130° than there would 
be at 160°. 

Other types of humidifiers useful 
with warm air circulating systems are 
shown in accompanying photos. The 
spray type shown is installed on the 
discharge air side of a furnace. Water 
flows through the nozzle to spray 
against a filter type target through 
which some furnace air will pass. Sur- 
face evaporation occurs to carry vapor 
uniformly to all heated areas. 

The other type shown differs in that 
it employs a motor-driven centrifuge 
similar to a rotary type oilburner. This 
emits a water mist to surrounding air 
which can be drawn from and re- 
turned to the warm air plenum or main 
supply duct. More often this device 
can be located conveniently on the re- 
turn air duct, since the vapor particles 
are fine enough to be carried and 
absorbed by air at temperatures as low 
as 60°. 

For heated homes that have no air 
ducts there are atomizer types or sur- 
face evaporating types of units avail- 
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. . « « Humidity at Home 


Two newer developments in positive humidification units. 
Installation requires simple metal work, plumbing and wiring; 
automatic performance is only one of the advantages. 
The spray type (left) available from Lennox Industries, adds 
moisture to warm air passing through its spray chamber. 
The air stream inlet feeds from the warm air plenum and 
the outlet is to the return air plenum. A duct damper ahead 
of the chamber permits adjustment of air volume passing 
through chamber. Water flow is continuous. 


able as table or console models. The 
console models usually can be pro- 
vided with floats to be piped to a water 
supply line. Note however that room 
type humidifiers which are piped to 
water lines also must be equipped with 
a control, because they may over-hu- 
midify if they are not turned off. Also 
be sure to provide an overflow to drain 
as safety in event float sticks. 

Just as more homeowners now rec- 
ognize the desirability of keeping tem- 
perature under control in summer as 
well as winter, there is rapidly in- 
creasing interest in avoiding unreason- 
able moisture balance during the heat- 
ing season. It is useful to note that 
the most expensive construction for 
homes and furnishings usually is dam- 
aged most severely by excessive hu- 
midity variations. Furthermore, the 
owner of such valuable property is 
ready to acknowledge that an invest- 
ment up to several hundred dollars for 
humidification that produces the de- 
sired results is money well spent. 

Lastly, the present methods of ap- 
ply insulation and avoiding the use 
of single glass windows largely elimi- 
nates condensation problems which 
have occurred in past years whenever 
good indoor humidity in winter re- 
sulted in condensation that was harm- 
ful to the structure. 

This means that oilheating dealers 
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can afford to spend time and money 
to apply their knowledge and good 
equipment that will really satisfy cus- 
tomer interest in humidification. 
While everyone who knows is ready 
to admit the important contribution 


The Walton humidifier (right) may be installed in the supply 
or return air ducts to operate continuously or controlled 
independently with a Humidistat. The illustration shows the 
mounting bracket, water reservoir equipped with float and 
vapor discharge dome covering the atomizer. Unit's motor 
draws 50 watts from 110 volt line wired in parallel with 
the furnace blower circuit. For homes with wet heat, installa. 
tion is made through walls from closet shelf location to hall 
or corridor area. Room types also can be furnished. 


which humidity plays in aircondition 
ing, there is a marked difference of 
opinion on which phase requires the 
greatest attention. We have just cov 
ered the winter heating cycle; Part Il 
will discuss cooling. 





Unusual Program planned 
for Warm Air Convention 


set for November 21-22 


“ALTOGETHER NEW” is the way the 
program committee of the National 
Warm Air Heating and Air Condi- 
tioning Association describes the pro- 
gram of the annual convention which 
will be held November 21 and 22 at 
the Hotel Morrison, Chicago, IIl. 

There will be two and even three 
speaker’s rostrums on the same plat- 
form at the same time with speakers 
to discuss the subjects from the stand- 
point of the type of business which 
they represent such as: 

The Terre Haute Story—Walter 
Sevenson, Hoosier Heating & Sheet 
Metal, Inc., and Frank Nunlist, Muel- 
ler Climatrol, will discuss how the 
Terre Haute firm increased sales 70% 
and profits 40% in two years with a 
continuous advertising program. 

Group Advertising Pays Off—a 
team composed of Walter Marth, Mil- 
waukee heating dealer; Frank E. 
Mehrings, Peoria wholesaler; and 


James F, Deane, Tuck-Aire Furnace 
Co., will describe what happens when 
the industry works together. 

Engineering for Profit—John P. 
Montonye, Ypsilanti dealer, and Don 
Winegardner, Majestic Co., Hunting’ 
ton, Ind., will discuss how accurately 
engineered jobs pay off in sales. 

Buying for Profits—William E. 
Favret and Adam J. Pataky, Ohio 
dealers, and Newt Hess, Columbus 
wholesaler, will give tips on buying 
for profitable operation of a dealer 
ship. 

Other case histories will be pre 
sented on “Profitable Prospecting,” 
“You can sell Quality,” “Standardiv 
ing for Profit,” and “Time-payment 
Selling.” 

The dealers on the program have 
been selected because of their own i 
dividual experiences in meeting and 
beating problems involved in the pr 
gram subjects. Thus, this year's 
vention has been planned to prow 
valuable “how to” information for 
all of the industry people as they listen 
to the case history experiences. 
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by 
K. P. Springer 


71s ALMOST 100 years now since 
| E. L. Drake* brought in the first 
oil well at Titusville, Pennsylvania. 
During Drake’s time, and for many 
years thereafter, “Free Lunch” had its 
heyday. The better saloons offered 
choice viands, served on fine linens, in 
agenteel atmosphere. At the other ex- 
treme, there was liverwurst, bologna, 
dabs of bread—you helped yourself. 

These comestibles were never ac- 
tually free. If you didn’t drink hearty, 
you didn’t eat for long. The heavy 
consistent drinker never cared too 
much for food. On balance, the oc- 
casional drinker was always a sand- 
wich or two ahead of the house. As 
time went on, the “Free Lunch” idea 
lost popularity with the barkeep. 

Free is a magic word. It will always 
attract some people. Free offers, as 
sales gimmicks, never seem to wear 
out. Right now, “Free Service” on 
home-burner equipment is getting the 
full treatment in the local New York 
area.) Home-owners in Brooklyn, 
Queens and especially on Long Island 
are being canvassed with offers which 
are as varied as the ingenuity of the 
reseller. A homeowner can, for in- 
stance, have :— 

Free service and parts, with tank 
insurance, in perpetuity (as long as 
he buys his requirements from the 
reseller) . 

‘Free service and parts, with tank 
msurance, plus an 8 mill concession 
for one year. 

Free service and parts, plus a half- 
cent concession, for three years. 

Free vacuum, plus two years free 
service and parts. 

Free service and parts for one year 
with a half-cent concession. 


Te 


*Paradoxically, Drake knew very little 
Aang was a former conductor of 
idled v4 fork and New Haven Railroad 
pone Y sickness, With his free railroad 
ag — go to Titusville without bur- 
£ the meager finances of the Seneca 

mpany, which he represented. 
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Free service and parts, a half-cent 
concession, plus a second year of free 
service and parts, when a group of 15 
will sign up. 

Half-cent concession and a sliding 
scale reduction in the cost of the serv- 
ice contract to groups. 

One hundred gallons of No. 2 de- 
livered free on signing a two year fuel 
contract. 

While these contracts call for burn- 
er inspection before acceptance of the 
contract, this provision is honored 
more in the breach than in the observ- 
ance. Should the homeowner find fea- 
tures of a competing contract desir- 
able, these will often be written in. 
The “Free Service” reseller is really 
flexible. 

Most “Free Service” solicitations 
have been directed to homes in devel- 
opments which, on the average, have 
about 30 to 50 homes. Generally 
speaking, these are not high-gallonage 
accounts; where warm-air units are 
used the annual demands run around 
1,000 gallons, larger hot-water units 
may peak out around 1,600 gallons. 

In a sense, these developments are 
communities within a community. 
Most of them have a Civic Association 
and an active Fueloil Committee. The 
latter functions by making appoint- 
ments with reseller’s sales representa- 
tives, who arrive and depart on a timed 
schedule. The prize, a stated number 
of accounts, is dangled before their 
eyes and each is urged to make his 
best offer. 

In this way, a typical Civic Asso- 
ciation, received 10 variants of the 
“Free Service” approach. These are 
compiled, mimeographed and sent to 
the 50-odd members. This has a two- 
fold effect, homeowners with the con- 
ventional service contract become 
restive; the remainder get the impres- 
sion that all service contracts, regard- 
less of source, should be free of cost, 
or relatively so. 

Since about 80% of all heating oil 
deliveries are made between Novem- 
ber and April, summer is the lull pe- 
riod, during which the “Free Service” 


There just isn’t any tree Lunch 


For Anything worth while You’re going to pay with the single Exception of December 25 
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The author is much concerned 
about free oilheating service and other 
give-away gimmicks used by some of 
the oil companies on Long Island 
where he lives and works. Certainly 
the Island, which includes not only 
Nassau and Suffolk Counties but also 
Brooklyn and Queens Boroughs of 
New York City, has experienced every 
variety of fueloil operator. 

It has many strong companies with 
orthodox methods with the result that 
here oil has given gas its worst drub- 
bing of anywhere in the Mid-Atlantic 
region. At the other end of the scale 
it has more than its share of opportu- 
nists in oilheating and fueloil .. . who 
live by their wits and will try any- 
thing once. This interesting story is 
about them. 

Springer is associated with Meenan 
Oil Company’s Long Island operation. 


TONER OMe Re No eo eo ho whe oho she he sho oe oe 950 0% 020 oe ole 080 00 20 020 oe o2e eo ele ozo eeete 


reseller operates to best advantage. It 
is far easier to talk of service and 
round-the-clock performances then. 
Philosophically at least, winter is a 
long, long way off. The homeowner, 
who would bellow and stamp if his 
heat was interrupted by a blown fuse 
in zero weather is relaxed. The dol- 
lars he won’t put out now become 
more important to him than the few 
cents a day required to assure a snug, 
comfortable home later on. In a sense, 
he is mesmerized by the “something 
for nothing” approach. Even now, 
though, he can be a most unhappy 
“fella.” As a discount buyer, he can’t 
be certain he received the greatest 
giveaway. It’s a most perplexing busi- 
ness, this discount buying. 

Basically, a service contract is an 
insurance policy. It offers a reason- 
able guaranty of a warm, comfortable 
home, with or without an intervening 
emergency. It insures the homeowner 
against substantial outlays when main- 
tenance or repair work is required. It 
carries a price tag because it warrants 
a price tag. Aside from the contentious 
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. . « « No free Lunch 


few customers, it is a good working 
arrangement for the howeowner and 
the reseller. 

The best service contract, however, 
is no better than the service depart- 
ment which backs up the printed 
words. In an established operation this 
department calls for a heavy invest- 
ment and substantial outlays. All too 
frequently, the operations aren't profit- 
able on a paid contract basis. 

Market studies, covering a few hun- 
dred representative companies over 
the nation, show that more than 50% 
lost money on service. Others chalked 
up moderate gains. On the average, 
the actual net loss when applied to 
total gross billings of the department 
averaged about $2 per customer. These 
figures apply to the conventional serv- 
ice contract paid annually and not 
passed out as a largess to entice new 
customers. How then, does the “Free 
Service” reseller operate? Has he 
found a way around the mounting 
casts which plague everyone? Or, is 
he underwriting a tenuous business 
existence?. ei 

As some poet said— 


“Count that day Lost 

Whose low-descending Sun, 
Finds Prices cut for Volume 
And Business done for Fun” 


Let’s take an informal look at the 
“Fun” department. Generally speak- 
ing, the industry operates on the 
theory that a net profit of 1¢ per gal- 
lon, after all expenses, is sound per- 
formance. On a percentage basis, this 
is a return of 6.6% on the gross bill- 
ing. A typical 1,400 gallon account 
would give the reseller $14 per year 
for his work. The over-the-counter 
price for a service contract on such an 
account would be about $21, and this 
has been shown to be close to the ac- 
tual cost of the contract to the reseller. 


Cost of a Give-away 


On a _ give-away basis, this is 
equivalent to a price concession of 
1.5¢ per gallon. A typical two year 
free service and parts contract with 
a half-cent concession would in effect 
be cutting the delivered price 2 cents 
per gallon. When the homeowner 
buys from the “Free Service” reseller 
anything he gets beyond physical de- 
livery of the oil must come out of the 
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price the customer pays for the oil. 

A rule of thumb is that the average 
service contract holder receives three 
service calls per year which at $3 per 
call would mean $9 charge for labor 
alone before parts, or involved repairs. 
From here out costs must be qualified 
by the elusive factor of specific per- 
formance, which cannot be nailed 
down. Certainly operating in this way 
would seem to call for an uncanny 
ability to roll “seven.” No reseller can 
afford to give the store away. 

On Long Island, the small reseller 
is blessed with a modest overhead. His 
small trucks do not feature printed 
metered deliveries; he parks his trucks 
at gas service stations where he has 
farm-out agreements. Generally, his 
office consists of an answering service 
with one, or a series of numbers de- 
signed to provide for area coverage. 
Records are at a minimum, deliveries 
being based on enlightened guess esti- 
mates. When pressed for involved re- 
pairs under a “Free Service” contract 
his lack of equipment is cited and his 
net logs is one account. Operating is 
tenuous, but he can do pretty well 
with a volume of 1 million gallons 
while his outstanding accounts stay 
healthy and pay regularly. 


Volume means Reeords 


The large scale reseller depends on 
volume which depends on records, 
They are involved and voluminous. 
Deliveries must be based on the de- 
gree-day system; metered records, both 
truck and customers, must be main- 
tained; delivery peculiarities must be 
flagged; free and paid service account 
records must be kept. In the sales area, 
customer inquiries must be serviced; 
move-out and move-in records kept; 
tanks measured; consumption com- 
plaints handled and liaison with out- 
side sources of information main- 
tained. The credit department must 
pass on credit; check losses; keep 
budget accounts on a realistic basis 
and operate in harmony with the sales 
department. Supervisory personnel 
must maintain a high order of efh- 
ciency. All of which costs money and 
leaves no room for fantastic deals. 

In this local “Free Service” melee, 
the homeowner occupies a very happy 
position, or so he thinks. Endowed 


with the ordinary amount of common 
sense, he knows that a bargain can by 
expensive in the long run. However 
he also knows that “Free Service” ie 
be a joy ride for him; provided he gets 
the gallonage he pays for and the 
question of non-performance, under 
the “Free Service” contract does no, 
rear its ugly head. Even in the latter 
event he has an out, he will call his 
previous supplier to pick up where he 
was left off. In losing the element of 
insurance under his service contract 
he may find that he has been free. 
loaded, outboard priced and diddled 
in the bargain. In that event he wil 
howl long and loud, but few wil 
listen. 


Service and Logic 


The reseller is a quasi-public utility, 
In a very real sense of the word, he 
performs a public service and has the 
same responsibility to provide creature 
comforts as the regulated light and 
power industry. Not too long ago, the 
television industry experienced a broad 
area of unfavorable publicity which 
was based on the abuse of publicly 
held service contracts. The Federal 
Trade Commission is developing pro 
posals designed to regulate the activi 
ties of door-to-door salesmen. Regula 
tion, enlightened or restrictive, has 
invaribly followed widespread abuse 
of the public. All of which may ke 
looking further ahead than this prey 
ent, local melee, warrants. When it 
rains, however, everyone gets wet. 

Every homeowner wants some form 
of service contract protection. There 
is no logic to giving this free, but there 
is sound reason for developing low 
priced contracts to cover the bare e 
sentials of annual check-up and inspec 
tion. Scaling this basic contract up. 
increasing features of coverage would 
make room for realistic selling. Basing 
service costs on a per gallon us has 
merit for the budget minded home 
owner. A marked increase in servité 
contracts would permit more econo 
ical operation of the service depart 
ment, mass markets could develop 
mass economies in this area. There - 
as many possibilities of developing 
logical salable service contracts ® 
there are “Free Service” offering 
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Dual-purpose Truck 


Tank-equipped utility Body useful for burner installation and pump-out Work 


LITTLE MORE than five years ago 

Crown Petroleum Corp., Hart- 
ford, Conn., converted a utility-body 
14 ton Studebaker into a dual-pur- 
pose truck. 

Just behind the cab, Crown in- 
stalled a 300-gallon tank, leaving room 
in back of the truck for all materials 
needed for a normal oilheating instal- 
lation. Now, the installation crew, the 
complete burner job and the fueloil 
that will be left in the new tank leaves 
Crown’s yard together and need not 
return until the job is firing. 

A side compartment of the truck 
contains a power take-off and special 
pump arrangement which permits 
pumping from the truck tank to the 
oil storage tank, reversing the flow to 
pump from the storage tank to the 
truck tank or by-passing the truck 
tank. This latter facility is used when 
it becomes necessary to pump out from 
a basement storage tank an unusual 
accumulation of water which can be 
pumped from the tank to a drain. 

The truck has proved its mettle on 
several occasions under two emergen- 
cy conditions. The first is a run-out 
during the night. With the dual-pur- 
pose truck—which is available for the 
night serviceman—enough oil can be 
delivered quickly and easily within a 
very short time and a regular truck 
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* Side view of Crown Petroleum's dual-purpose truck, 
ing power take-off and special pump arrangement. 
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delivery deferred until the morning. 

Then should a tank leak be re- 
ported, Crown dispatches the dual- 
purpose truck to pump out the re- 
maining fueloil until repairs can be 
made. Again in this situation, the 
truck’s flexibility and maneuverability 
permits it to do its job effectively and 
with the least possible delay. 

Frank Kundahl, Crown’s general 
manager, explains that a particularly 
attractive feature of the truck on new 
jobs is that it eliminates the necessity 
to break into a regular fueloil truck’s 
delivery schedule. When this was 
done in the past there often was an- 
other unforeseen delay when the truck 
arrived before the installation crew 
was ready for an oil delivery or when 
the truck was late and the installation 
men. had .ta wait..before they could 
fire the burner. Now with the utility 
truck carrying its own fueloil supply, 
the whole installation schedule is 
smoother and delays have been elimi- 
nated almost completely. 

Kundahl revealed an_ interesting 
variation in the company’s service 
policy that is just being put into effect. 
This season the company features its 
Crown Red fueloil containing cR119 
additive, merchandised as a “clean 
burning, high heat content fueloil.” 
Because of these improvements in 






Right: The same truck loaded with all materials needed for 
a complete installation, including fueloil. 


burning quality it follows that the an- 
nual vacuum cleaning probably will 
not be necessary. 

As a result Crown’s new Comfort 
Policy sells for $19.50 and includes a 
complete burner conditioning and con- 
trols tune-up, repair or replacement of 
all defective oilburner parts and all 
necessary service calls. If at the time 
of the conditioning and tune-up the 
serviceman discovers that a vacuum 
cleaning is needed, then the customer 
can get it for an additional $5 charge. 

A second policy for $8.50 includes 
conditioning and tune-up of the burn- 
er and controls, plus one burner serv- 
ice call at any time during the policy 
year. The same provision for vacuum 
cleaning when needed also applies. 

Both the charge for either policy 
and fueloil payments can be budgeted 
under Crown’s Home Heating Club 
Plan. This calls for 10 equal pay- 
ments, with no payments in August 
and December—the vacation and 
Christmas months. 

The dual purpose truck and the 
new Comfort Protection Policies, 
aimed as they are at increased com- 
pany operating efhiciency and assured 
customer satisfaction, are typical of 
Crown’s slogan, “Oilfired automatic 
heating equipment efficiently serviced, 
economically fueled.” 
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Making Cooperation pay 


Selling Acceptance for Oilheating is the Goal—enriching the Dealer is the End 


by 
Kirk B. Shivell* 


it IS POSSIBLE for a fueloil man to 
contribute to the common good 
through cooperative programs and still 
derive considerable direct benefit for 
his own business. He isn’t necessarily 
giving bread away, but rather putting 
it on the waters and having it come 
back. 

This can be accomplished by doing 
less generalized advertising and more 
advertising which creates a background 
or atmosphere for individual promo- 
tion and selling. 

This isn’t said in criticism of any 
of the campaigns or efforts now run- 
ning. Mostly, they are to be praised. 


Let’s take a tip from those compa- 
nies that lean heavily on merchandis- 
ing for their success: for example, de- 
partment stores. A department store 
is an institution of which all its dif- 
ferent departments are members. It 
wants to be successful as a whole and 
wants all its member departments to 
be successful. Comparably, the fueloil 
industry in a given market is an in- 
stitution of which all the separate fuel- 
oil retailers are members. A modern 
department store promotes itself on a 
broad basis by several times a year 
having a storewide event, promotion 
or theme which every department can 
tie into and push its own particular 
merchandise. 


The promotion of an institution 
does not need to be remote from the 
promotion of its constituents—indeed, 
it should not be; and we also can find 
plenty of examples of this right in the 
petroleum industry. Every year large 
marketers of gasoline launch at least 
two broad promotions, one keyed to 
getting cars ready for warm weather 
and the other for cold. These promo- 
tions sell each company and its prod- 
ucts as a whole, but they also estab- 
lish an idea which every one of its re- 


*The Shivell-Hall Co., New York 
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tailers can tie into to promote his own 
sales and business. 

Now, can’t something similar be 
done in local fueloil programs? I be- 
lieve it can—and there is evidence 
of it. 

I know at least one dealer who had 
the enterprise to use the local program 
in his area as a springboard for an oil- 
burner sales campaign last fall, and 
he tells me his sales were 60% ahead 
of the year before. 

As another example, last spring the 
Oil Heat Institute of Long Island 
launched a campaign to promote oil 
as the most desirable fuel for heating 
hot water. General ads were run in 
local newspapers and some 40 to 50 
individual dealers followed through to 
push the idea. I am told that as a re- 
sult more oilfired water heaters have 
been sold in Long Island since then 
than ever before. 

And this isn’t all that was accom 
plished. Also, 1) The public was told 
of the value of oil as a household fuel; 
2) The local industry has begun to 
cultivate a large and potentially profit- 
able equipment market; 3) The pros 
pect of better year-round fueloil sales 
has been opened up; 4) And with 
every sale of an oilfired water heater, 
the gas company has been nipped 
where it hurts, since it is estimated 
that the utility depends upon water 
heating for about 22% of its residen- 
tial gas sales. 


Opportunities for Promotion 


I should like to give you a few sug- 
gestions of other ways in which group 
promotion can sell the idea of oilheat- 
ing and at the same time set up op- 
portunities for individual dealers to 
promote their businesses. You under- 
stand, of course, that I’m not attempt- 
ing to give you polished themes or 
wrapped-up packages of promotional 
ideas .. . but just general suggestions. 

Thinking of what you want to sell, 
one thing assuredly is the new home 
market. Wouldn’t it be easier to sell 
builders in your area if you have a 


general campaign that conveys the idea 
that oil heat is best to have in a home 
and that the best builders install jt? 
You might even find a good theme for 
such a campaign in the title Fugton 
& Oi HEAT has given to a notable 
series of articles: “Quality Builders 
use oil Heat.” 

Notice that a theme like this not 
only spearheads a specific campaign, 
but also, in general, sells oilheating 
across the board. Here are some others 


‘ that will do the same: 


You want to sell more service con’ 
tracts? Then why not a general pro- 
motion with this idea “Your oilheating 
dealer gives the kind of service that 
means satisfaction?” 

Nearly every dealer wants to sll 
more budget plans. So, instead of the 
frequently seen campaigns that say 
“Oil heat is low in cost,” why nota 
campaign which says “Friend of the 
family budget” or “Easiest on your 
budget.” This would convey the low 
cost idea and at the same time the use 
of the term “budget” would help to 
ward the acceptance of the budget plan 
promotion of individual dealers. 

One of the biggest oilheating equip 
ment markets today is the replacement 
or modernization market. So why not 
have a campaign geared to the theme 
of “What a difference there is in mod 
ern oilheating.” 

These are some of the “co-oppor’ 
tunities” in group promotion. There 
are a number of others, perhaps, but 
take these as a start. I think that in 
much of the group advertising the in 
dustry has done to date there has been 
a natural desire to think up statements 
and themes that would hit gas a hard 
one on the chin rather than to think 
objectively of ideas that will help us 
to merchandise our products. 

I'm sure if we all think in this di 
rection we will have general ideas that 
are just as forceful as could be desired, 
but which also will enable dealers 4 
individuals to do more successful sel: 
ing and thereby profit more from their 
contributions to the common cause. 
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ELEVENTH OF A SERIES— 


Quality Builders use oil Heat 


Smedley 
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& Mehl concentrate their Activities to sell quality new home Jobs 


es “Main Line” pre- 
fers oil heat. The firm of Smedley 
& Mehl Company, Ardmore, Pa., has 
been servicing this area for more than 
a generation. Through the coal heat 
era, and now with fueloil, the firm has 
taken care of the fuel problems of one 
of the wealthiest communities in the 
United States. 


Earl L. Ellithorp, general manager, 
and his associate Harry Toy, agreed 
that their business had one general 
characteristic. They have restricted ac- 
tivities to only one specific area and 
have done everything possible to prop- 
erly service this area. They also devote 
all their efforts to obtain nearby pros- 
pects in that area. 


Once they obtain a customer the 
nature of their service and the man- 
ner of their doing business is such that 
the customer remains with Smedley & 
Mehl indefinitely. 


The fact that builders in this ex- 
clusive area prefer oil heat is not ac- 
cidental. Gas is available, if they de- 
sire to use it. Gordon S. Wood, Smed- 
ley & Mehl’s outside salesman, is out 
there constantly selling the benefits of 
oil heat to the builders and then so 
liciting the occupants of these fine 
homes for a fueloil contract. 


The continued growth of Smedley 
& Mehl closely follows the develop- 
ment of the community. Although 
there has been no spectacularly large 
developments in this area, there has 
been a steady growth of individual, 
fine and expensive homes. 


Four typical Smedley & Mehl oilheating 
installations. The homes are valued from 
$50,000 to $100,000, indicative of the 
fine type of customer the company at- 
tracts. Many of the builders of these 
homes have had some experience with 
gas heat and have returned to oil heat 
for their new work. The critical cus- 
tomer who knows what is best, and 
wants to live with it, insists on oil heat. 


él 


















Offices of Smediey & Mehl Co. present a mixture of the modern with traditional 
Philadelphia architecture. This is an expression of their business methods— 
modern-progressive developments and methods in a conservative atmosphere. 


The attitude of one of the builders 
of these fine homes, Eugene I. Taylor 
of the firm of Scott-Taylor Inc., was 
quoted in a newspaper advertisement 
—‘Scott-Taylor homes are designed 
to individual tastes and requirements. 
We insist that all our equipment meet 
our rigid standards and oil heat has 
proven to be acceptable in every re- 
spect. Our experience has shown that 
oil heat is modern, completely auto- 
matic, clean, dependable and most eco- 
nomical. Our clients, who can afford 
the best, invariably choose oil for their 
new homes.” 

It is of interest to note that in this 
area, where people can afford the best 
and usually insist on the best, they 
prefer oil heat in almost all cases. Very 


few gas installations are made in this 
area. This is true even though Ard- 
more is a suburb of Philadelphia. The 
continued use of oil heat by these 
builders and the return to oil heat by 
other builders who have strayed away 
from it in this area is largely due to 
those individual dealers who, together 
with their association, the Greater 
Philadelphia Fuel Conference, and 
more recently the tri-state Oil Heat 
Council, have been carrying the mes- 
sage of oil heat. 

The illustrations in this article rep- 
resent homes valued at $50,000 to over 
$100,000. In all cases these builders 
are either continuing to use oil or have 
returned to oil heat after using other 
fuels. 





Demands of "Main-Line" fueloil customers center about cleanliness. From the well 
polished trucks to the spotless storage tanks, the plant conveys clean heat. 
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Oilheating Market Reports 
is extended for two Years 


AT A NEW YORK meeting on September 
18 with executives of major oil com, 
panies and large tanker termina] Oper: 
ators, it was decided to extend the 
work of Oilheating Market Reports 
for an additional two years or until 
December 1959. 

This organization, now in its third 
year, assists in the developing of local 
cooperative promotional campaigns for 
oil heat. At present 26 such campaigns 
are under way East of the Rockies as 
a result of OHMR activities, 


The organization assists local groups, 
once they are organized for coopera: 
tive advertising, through making mar. 
ket surveys and recommendations to 
the supplying companies to share in 
their support. 


The office of Oilheating Market Re. 
ports is at 424 Madison Ave., New 
York 17, N. Y. The director of the 
organization is Robert Gray, and asso 
ciate director is Fred Burroughs. 


Streamlined Program set 


for Home Builders Show 


A STREAMLINED PROGRAM plus a rec’ 
ord-breaking display of building prod- 
ucts has been promised for the annual 
convention and exposition of the Nw 
tional Association of Home Builders 
scheduled for January 19 through 23 
in Chicago. 

The number of convention meetings 
is to be reduced so that delegates will 
not have to choose between four or 
five meetings going on at the same 
time. i 


Some 65 manufacturers who have 
not previously exhibited at the show 
have made plans to do so. A majority 
of all available display space at the 
Conrad Hilton and Sherman hotels 
and the Chicago Coliseum has been 


reserved. 


Association members will be 4 
signed hotel reservations during Octo’ 
ber, and non-members during Novem 
ber. Advance registration fees ($1) 
for men, $10 for women) must be itv 
cluded with applications, which should 
be sent to Paul S$, Van Auken, Ne 
tional Association of Home Builders 
140 S. Dearborn, Chicago 3. 
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OILHEATING MARKET REPORTS* 


Greenville County, S. C. 


REENVILLE COUNTY, in the northwest 

corner of the state, is one of the three 

most important oilheating areas in South 

Carolina. As the hub of an important trad- 

ing area it stands among the top 12 centers 

of business activity in the southeastern por- 
tion of the United States. 


The population of Greenville County, the 
specific oilheating market considered in this 
report, has grown from 168,800 in 1950 
to an estimated 194,000 today—an increase 
of 14.9%. 

Effective buying income, in the immedi- 
ate area, for example, in 1955, at about 
$621 million, led both Columbia and 
Charleston, the state’s next two most im- 
portant trading zones. Nearly 109,000 peo- 
ple are employed in this region, just double 
the number in the Columbia trading zone. 
Covered wages amounted to nearly $300 
million (29.4% of the state’s total). 


By 1956, single and double residences 
had increased, we estimate, to slightly over 
71,000 in number out of a total of all types 
of a bit more than 75,000 units. 


In 1945, based on fueloil ration data for 
that year, there were only 274 permits 
issued for central househeating oilburner 
installations. Oilheating in the county has 
grown in usage rapidly since then. 


Following is a tabulation of the central 
and non-central heating usage of the three 
principal fuels, from the census, together 
with our estimate of the installations in 
operation at the beginning of this year: 


1950 1956 
COAL 
Central 4,035 2,098 





Non Central 24,715 12,852 
s GAS 
entral 110 
Non Central 310 i 6,512° 
OIL 
Central 4,080 11,169 
Non Central 13,895 26,338 
Total 47,145 58,969 


————— 


*While we have been unable to separate 
the central and space heating utilization of 
gas, the non-central installations are cer- 
tainly in the greater proportion. 


_ The table illustrates clearly the larger 
importance of non-central heating installa- 
tions in this area—also the decline in the 
usage of coal during the six-year period. 

is amounted to 48%, according to the 
opinions of the local oilmen. 

In addition to the 11,169 central heating 
oilburner installations listed, there is also 
a substantial number of domestic-type No. 
abe pees iN use in small commercial es- 
e “ ments. These probably run to around 
— _ number. Adding these to the resi- 

ntial central heating installations gives 
Us a total of 13,169—40.2% of the cen- 


Competitive Fuels and Costs 


Bituminous coal of th 
coal, e Pocahontas va- 
nety, and of high heat content per pound, 
in this market will run to over 14,000 
Per pound. In the sizes for stokers it 

——ees 

*Copyri : 
Pytight 1956, Oilheating Market 
Reports, 270 Park Ave., New York, N. Y. 


is available at $18.28 per ton, or an equiva- 
lent cost of 6.5¢ per therm; in the sizes 
for hand-firing the cost is about the same. 


Natural gas, of “not less than” 1,000 
Btu per cubic foot, is supplied by the Pied- 
mont Natural Gas Co. of Charlotte, N. C. 
In the scheduled rates published for all 
residential usage, the minimum bracket, for 
all gas over 3,000 cubic feet per month, 
is at the rate of 11¢ per hundred cubic 
feet. Gas usage for cooking and water 
heating averages around 25 therms (of 
100,000 Btu) per month. Therefore, even 
if we assume that these appliances are in- 
stalled in the average home, some gas for 
househeating would still be required at the 
next higher rate, of 19.8¢ per 100 cubic 
foot. For this reason gas for househeating 
can cost a minimum of 11¢ per therm—in 
most instances will average nearer 12-13¢ 
per therm in cost. 


No. 2 fueloil is marketed here at a tank 
wagon price of 14.6¢ per gallon; No. 1 
or kerosene, at 15.4¢ per gallon. Thus the 
per therm cost for No. 2 fueloil is 10.4¢— 
comfortably under that of natural gas on a 
basis of equal efficiencies for the two fuels. 


Fueloil Distribution 


The total volume of No. 2 fueloil mar- 
keted in Greenville County comes to just 
under 18 million gallons per year (17,- 
936,000 gal.) according to our estimates. 
Kerosene or No. 1 fueloil amounts to more 
than this, reaching a marketed volume of 
21,399,600 gallons last year. Of the No. 2 
gallonage, 7,884,000 gallons is utilized in 
small commercial establishments. 


Just about all of this volume is brought 
into the market by the major supplying 
companies. The large independent whole- 
sale suppliers play no important distribu- 
tive part in this market. In retail distribu- 
tion the principal tank wagon volume is 
handled by the independent marketers. 
Their share of this direct volume is 96%, 
while the major companies account for the 
balance, of 4%. About 27% of the dealers 
maintain no bulk storage facilities. This 
class of under-the-fill buyers delivers about 
26% of the total retail volume. 


About 41% of the market's oilheating 
customers are served through automatic de- 
liveries, and but 6% of the home fueloil 
storage tanks are VENTALARM-equipped. A 
rather high percentage (24%) of custom- 
ers pay under a budget plan. 

A pattern typical to the South is found 
in the large degree in which the fueloil 
companies are additionally involved in the 
marketing of gasoline. Here in Greenville, 
53% of the fueloil marketers also handle 
this product. About 10% of the dealers are 
also in the coal business. And 9% sell and 
install oilburning equipment. In these re- 
spects, the pattern of diversification of the 
southeastern fueloil marketers shapes up 
more like the midwestern picture than even 
the southern portion of the mid-Atlantic 
region. 


Market Concentration 


A count was obtained of the delivery 
trucks operated by 34 members of the local 
industry association, which comprises all 
of the larger marketers in the county. In 
addition to these 34 companies there are 
probably at most another 20 small operators 


in the county, having, largely, one truck 
apiece, or at most, 2. 

The 34 dealers counted may be divided 
- follows according to size of delivery 
eets: 


5 largest companies operate 5 trucks each 
4 companies operate 4 trucks each 
9 companies operate 3 trucks each 
9 companies operate 2 trucks each 
7 companies operate 1 truck each 
Thus, the average of trucks operated per 
company comes to less than three trucks. 


Oilheating equipment Sales 


The fueloil dealers who handle oilheat- 
ing equipment (9%) did relatively well in 
the share of total volume of oilburners sold 
in the market, accounting for about 21% 
of all installations. The plumbing and heat- 
ing dealers who sell no fueloil make about 
56% of all sales while specialized burner 
service companies do 23% of the business. 

It is pretty well agreed, on the other 
hand, that oilburner selling activity on the 
part of the fueloil marketers is on the in- 
crease. All but one of the oilmen inter- 
viewed felt this to be a clear-cut trend. 


Oilburner Service 


Presently about 29% of the market's 
oilburner service work load is handled by 
the fueloil companies; 48% is done by the 

lumbing and heating companies, and 23% 

[ the specialized burner service firms. 
Service contracts have been rare in the 
area. No more than 7% of all customers 
have had any form of regular oilburner 
service contract. 

One of the larger fueloil companies ac- 
counted for the lion’s share of the service 
work done by the heating oil marketers. 
This year, however, another fueloil com- 
pany, for the first time in Greenville, is 
introducing a complete service contract, 
with a complete parts replacement clause, 
at a low price. 

About a quarter of all installed oilburn- 
ers in homes receive an annual clean-up, 
although this includes some work done by 
homeowners themselves. The service con- 
tracts, with parts, when generally offered, 
settle out at about $19.75 in price; without 
parts, at about $15.00. For an annual clean- 
up, not under contract, the cost is now 
pe $11.00. Present service call charges 
by the fueloil companies run at around 
$4.10 per hour, average, while the same 
work is charged for at about $5.20 by other 
companies who do not handle fueloil. 


Advertising Promotion 


There has been little activity on the part 
of the major oil companies in this area in 
the field of promotion of oil heat through 
individual company advertising. Most of 
the local oilmen felt such efforts had been 
only moderate, at most, with about a third 
of the emphasis on the advantages of fuel- 
oil as a medium of heating comfort, the 
balance of emphasis devoted to promotion 
of a particular company’s product. 

A fair share of the independent market- 
ers conduct some oil heat advertising on 
their own. Two out of five companies spend 
money on such promotion. Their expendi- 
tures run in the neighborhood of $1.15 per 
fueloil accounts, or at about 2% of gross 
sales revenue. 

The Greenville County Fueloil Dealers’ 
Association, a cooperative industry group, 
ties together all of the county's substantial 
independent marketers. The origin of this 
organization stems from a co-operative ef- 
fort to combat credit problems. 
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Key to Profits 


Part I1.* What to look for in a prospective Salesman and How to go about it 


OUR RECRUITING ACTIVITIES have 

been successful, you have decided 
on a plan for compensating your sales- 
man, and you have several applicants 
for the selling job you offer. Now the 
problem is to determine which of the 
several applicants is best qualified for 
the job and offers the greatest poten- 
tial for growth and success. 

If you can find a man who measures 
up to the following specifications, it 
is a foregone conclusion that you have 
found a producer who will bring in 
more profitable business than you now 
believe possible. He is probably a 
younger man, but any age is accept- 
able if the man is properly qualified 
in other ways. He is in good health, 
presents a pleasing appearance and 
has a pleasing personality. You will 
like him on sight and enjoy being with 
him. 

He is at least a high school graduate, 
although the amount of formal educa- 
tion is not important if the man has 
educated himself or has been educated 
in other ways. He has some selling ex- 
perience, likes selling and wants to 
stay in it. He has a definite desire 
either to enter the automatic heating 
field or to continue in it if his last sell- 
ing job was in automatic heating. 


He is married, preferably, and must 
work for a living (no outside income), 
speaks well and persuasively, smiles 
most of the time, has a good sense of 
humor, listens attentively, has lots of 
friends, likes to meet people and be 
with people. 

His air is one of confidence. He is 
aggressive, but not objectionably so. 
The man you want thinks and talks 
cleanly; is truthful and trustworthy; 
ambitious; a family man; loyal to pre- 
vious employers and does not run 
them down. He accepts responsibility, 
accepts instructions with a minimum 
of “why” and has made progress from 
year to year or from job to job. 





*This is the second of a series of articles 
written by an executive of Timken Divi- 
sion, Scaife, based on the company’s own 
sales training program. 


64 





He has tact and a good understand- 
ing of why people behave as they do. 
He is up-to-date on what is going on 
in the world, likes to get to the bottom 
of things, expresses himself clearly 
and possesses imagination. 

In short, he is much like the best 
salesman you know, in or out of the 
heating business. 


Experience vs Motivation 


The choice between the inexperi- 
enced young man who wants to be a 
salesman versus the experienced man 
is one sales managers often face. In 
the long run, the young man who is 
motivated to sell is a better risk than 
the experienced but mediocre man. 


personal and business history which 
will help the dealer make certain the 
man measures up to the job specifica 
tions, 

One of the first tasks in judging the 
fitness of an applicant for a particular 
job is that of taking a look at his back- 
ground. In order to predict how he 
will perform on the selling job for 
which you are considering him, you 
must have an adequate picture of how 
he has behaved up to the present time, 
You are interested in learning what 
his ambitions are and what goals he 
has set for himself; and in determin. 
ing whether he is a socially stable per. 
son and whether he has the experience 
to handle the job you are trying to fill 
You are attempting to get a vivid and 





Salesmen who are producers have certain qualities in common. 
They spzak well and persuasively. They have a good sense of 
humor. They’re good listeners. They like people. To determine 
whether applicants for a sales job have these qualities, a good 


interviewing technique and use of certain yardsticks are a must. 











The experienced man’s habits are 
formed. He is not likely to change 
under your direction and become a 
star salesman. His level of productiv- 
ity will probably remain at about the 
same level. On the other hand, a young 
man motivated to sell is likely to be- 
come a very valuable member of your 
sales team. 


The Timken Yardsticks 


There are four yardsticks for help- 
ing to measure prospective salesmen 
with scientific exactness in the Timken 
Silent Automatic program. It is a com- 
plete personnel service that allows our 
dealers to select the best man in the 
group by getting the facts quickly and 
easily. 

Yardstick number one is the per- 
sonal history record. This is the form 
the man fills out when he applies for 
the job. It gives all the facts about his 


accurate picture of his outlook asa 
person. 

Don’t attempt to interview the proy 
pective salesman at the time you give 
him an application form. First, get al 
the information asked for on the form. 
Evaluate his answers, then interview 
him. Timken dealers use the second 
yardstick now — the interviewer’ 
guide. 


Interviewer's Guide 


The interview is too often a hur 
ried affair conducted without a plan. 
Many times the dealer just chats with 
the applicant on the floor. Invite the 
man into your office and get the facts. 
Don’t be in a hurry. Fast hiring means 
sharper turnover and losses in money 
and good will. 

An interviewer should seck to 
termine not just “can the applicant 
do the job,” but “will he do the ja 
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_..» Key to Profits 


and to learn his motivation and his 
level of aspiration. Some candidates 
who look good on the surface might 
lack motivation or have a low level 
of aspiration. 

Some things an interviewer should 
remember are: 

1. All of us have biases. We should 
be aware of our prejudices. Bias will 
allow us to generalize from too few 
data and do it badly. 

2. Often interviewing is a means of 
inflating one’s ego. Many prospective 
employers talking to a man who is a 
good listener think he is a good fellow. 
Interviewing is not good talking, but 
good listening on the part of the in- 
terviewer. 

3. A permissive climate should be 
developed before the interview. The 
person being interviewed should be 
at ease and feel free to ask questions. 


Techniques of Interviewing 


The following techniques, if ap- 
plied, will help insure the success of 
the interview by helping the sales man- 
ager get the facts he needs. 

1, Use open end questions when be- 
ginning the interview. Sometimes in- 
terviewers ask questions requiring 
only monosyllabic answers—for in- 
stance, “Do you like working with 
people?” —“Was it a pretty large of- 
fice—many people there?” Open end 
questions intentionally place on the 
applicant the burden of organizing his 
thoughts as the sales manager sits back 
and makes judgments. He can observe 
the applicant’s manner of speaking, 
whether he is presenting his qualifica- 
tions in an orderly, reasonable, and 
Precise manner and judge how the 
man’s personality would carry over to 
4 Customer. 

2. Use the reversible “why.” The 
use of this technique keeps the think- 
ing burden on the applicant. An ex- 
ample of this would be the, child’s 
question of ““Why does the moon shine 
only at night?” Your answer might be 
Why do you think the moon shines 
only at night?” placing the thinking 
burden back on the child who asked 
the question. 

3, Don't interrupt. Interrupting 
the applicant while he is speaking can 
spoil the interview. He might feel you 
are thinking ahead. Let the applicant 


Pricloil - 
oithear, 


go on—even at the risk of repeating 
himself. Don’t be afraid of pauses. If 
you are not interested in hearing him 
out, he becomes pre-selective in what 
he tells you. An interview is a con- 
versation, not an interrogation or 
cross examination. 

You might learn about the appli- 
cant’s chance for success by asking 
the following questions. 

1. What was the earliest date that 
you have a memory of earning mon- 
ey? Studies of successful salesmen 
show that most of them made money 
when they were 12-14 years old. 

2. What did you do with the mon- 
ey? The ideal prospect will have 
saved something and spent the rest on 
himself, 

3. When you were in high school, 
what was your grade point average? 
The best salesman would have been 
in the upper 25'% of his class. If the 
applicant tells you he was better than 
average, but not at the absolute top 
scholastically because he was partici- 
pating in athletics, drama, school pub- 
lications and student government, 
these are factors of positive advan- 
tage and marks in his favor. 


References and Tests 


The third Timken Silent Auto 
matic yardstick, the work reference 
investigation form, gives our dealers 
a guide for getting the facts about 
the prospect’s past work record—his 
success or failure on his last job, how 
he got along with his customers and 
his work habits. No man should be 
hired unless his work references have 
been checked. The best way to check 
references is by telephone—a former 
employer is apt to be far more frank 
in conversation than in a letter. 

Aptitude tests complete the Tim- 
ken Silent Automatic salesman se- 
lection kit. They are an objective 
check on the sales manager’s own 
judgment. They also give information 
which cannot be obtained in any 
other way: 

1. Whether the applicant is like 
Timken Silent Automatic salesmen of 
proved ability. 

2. Whether he has the personality, 
sales aptitude, persuasive ability, 
aggressiveness, self confidence, train- 
ability and intelligence to do a suc- 


cessful selling job. 

Timken Silent Automatic dealers 
do the testing and a qualified psychol- 
ogist scores the tests. 

Hiring 

If you have decided on the basis of 
facts the candidate will make a good 
salesman for you, hire him—but hire 
him right. Ask him to come in and 
tell him the job is his. Make him see 
clearly you are happy to have him as 
the new member of your organiza- 
tion. Assure him of your cooperation 
and the cooperation of every other 
member of your staff. Give him a re- 
selling on the earnings opportunity in 
oil burner sales that is his if he works 
hard, absorbs training and is guided 
by your supervision. This is the high 
point of the whole selection and hir- 
ing process. 

Don’t forget to notify other candi- 
dates. A man who has applied for a 
job deserves to be notified when it has 
been filled by someone else. Do it 
courteously and diplomatically and al- 
ways make it on the basis that the 
man getting the job has more expe- 
rience. 

(The next article in this series will 
discuss proven methods for training 
the new men on the sales staff. The 
fourth and final installment will re- 
view the all-important function of 
sales personnel supervision.) 


250 Companies will exhibit 
Equipment at Cooling Show 
in Chicago, November 18-21 


MORE THAN 250 companies will have 
on display some 7,500 pieces of equip- 
ment and components at the Air Con- 
ditioning & Refrigeration Exposition 
at the International Amphitheatre, 
Chicago, November 18 to 21. 

Some 20,000 executives are expected 
to attend the show where approxi- 
mately five million dollars worth of 
equipment will be shown. 

Sponsors of the Exposition are the 
Air Conditioning & Refrigeration In- 
stitute, Washington, D. C. 

Six associations will meet in Chi- 
cago during show week. Advance re- 
ports indicate that a number of com- 
bination heating and cooling units will 
be featured in exhibits. 
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Consumers talk about Fuels 


Study No. 2 in OAMR Markets—BALTIMORE, MD. 


ILHEATING MARKET REPORTS went back 

to Baltimore, Md., to find out what 
consumers really thought about the fuels 
that heat their homes. It was in May of 
1955 that the market had been surveyed 
originally to find out its outstanding char- 
acteristics as the dealers saw it. 


This time 19 interviewers, members of 
the Oil Heat Institute of Maryland, Inc., 
called residents in Baltimore County dur- 
ing November 1956. A total of 460 re- 
plies were secured. 


A conscious effort was made to restrict 
calls to white neighborhoods only. There- 
fore, these findings represent a cross sec- 
tion of opinions among white residents. 


Two-thirds of those answering were 
women. 


To find out the character of the market 
length of occupancy in the present home 
was asked and the pattern showed up: 


Lived in home Percent 
0-1 year 7.4% 
1-5 years 38.0 
5-10 years 22.7 
10-15 years 11.1 
15-20 years yf | 
20 or more years 13.1 


Nine out of ten of the respondents 
owned their own homes. As might be ex- 
pected 90% of the renters had been in 
the house presently occupied for less than 
ten years; among owners only two-thirds 
were in this category—the rest having 
owned their homes for more than ten years. 

The average size of the families polled 
was 3.83 per household living in a dwell- 
ing unit averaging 6.6 rooms. This com- 
pares with the 1950 census figure for the 
city of 3.1 persons; and the median dwell- 
ing unit size of 5.1 rooms. 


Most of the surveyed homes were in the 
$8-15,000 valuation range—63.5%; homes 
valued at $4-8,000, 12.1%; range $15- 
20,000, 15.9%; and $20,000 and over, 
8.5%. 

Oil is the most popular fuel in Balti- 
more for househeating. An_ estimated 
57.4% of the homes have oilheating equip- 
ment as against 38.3% for gas and 4.3% 
for coal. 

Among owners: 58% have oil heat and 
37.7% have gas heat. Comparing this with 
the rental group: 51.2% have oil; 43.9% 
have gas. 

When the whole oilheating picture is 
examined, we find that 59.8% of the oil- 
heated homes have been occupied by the 
present tenants for more than five years. 
Among the gas heated homes only 21.6% 
fall in this category; and for coal, 80%. 

Of those questioned 113 had switched 
from one fuel to another while in their 
present home. Approximately 67% of these 
had switched to oil from coal; 1% to oil 
from gas; 28% to gas from coal; 5% to 
gas from oil. 

Why these families changed fuels is in- 
dicated in the table below: 


— FROM COAL — 
Reason for Switch ToOil To Gas 
Convenience 41.8% 34.5% 
Cleanliness 17.9 24.1 
Comfort 17.9 14.9 
Economy 112 10.4 
Other Reasons 11.2% 16.1% 


The reason given for a switch from gas 
to oil was that “gas bills were terrific.” 

The type of heating equipment split 
quite evenly with boiler heating having 
the slight edge, 49.9% against 48.9%, 
warm air; space heaters accounted for the 
remaining 2% of the installations. 

When those answering the phone were 
asked why they had their present fuel, 








TABLE 1 
Why they chose their Fuel 
—__—— FUEL CHOSEN - TT 
Reason Oil Gas Coal 
Already installed 48.5% 61.6% 57.1% 
Convenience 18.6 6.6 a 
Economy 7 4.8 4.8 
Cleanliness 5 11.4 9.5 
Automatic 3 6 oP: 
Dependable ‘ $2 
Recommendation by friend 
or builder 27 1:2 
Other fuel unavailable 27 : al 
Comfortable 73 2.4 19.1 
Uniform Heat 8 2.4 5 
Quick Response aC" lez 
Space Saving 6 sh 
Safety 4 - eis 
Other Reasons 8.1% 6.0% 9.5% 
TABLE 2 
Opinions on various heating Fuels 
Attribute Oil Gas Coal 
Cheapest 54.2% 37.3% 8.5% 
Healthiest 48.2 46.7 » fe 
Cheapest Equipment 34.6 55.9 5 
Safest 54.8 39.9 5.3 
Cleanest 31.8 67.1 | 
Most Convenient 39.3 59.3 1.4 
Most Comfortable 51.1% 43.0% 5.9% 
(All opinions total 100.0% horizontally) 














the reason “already installed” outnumbered 
all other reasons. Other details on thi 
question is shown in TABLE 1. 

When asked how they rated their pres 
ent fuel as to “even comfortable heat" 
44.5% of the oil users rated oilheating as 
excellent; 44.5% as good; 8.6% as fair. 
and 2.4% as poor. Among the gas heated 
customers, 46.8% said it was excellent: 
35.3% said it was good; and 15.6% said 
it was fair; and 2.3% said it was poor. 
Thus, 89% of the oil users rated their 
heating as either excellent or good and 
82.1% of the gas users classified their 
fuel in the same two categories. 

Among coal users only 15.8% rated coal 
as excellent; 52.6% as good; 211% x 
fair; and 10.5% as poor. 


As to the convenience of gas or oil, the 
people in Baltimore ranked the fuels about 
equally with almost 95% saying that their 
fuel (either gas or oil) was either excellent 
or good. No one called them poor, How. 
ever, only 36% of the coal users found 
their fuel good or better in terms of con- 
venience while 27% found it poor. 


About 36% of those interviewed mos 
wanted comfort from their heating plant, 
They included in the comfort heading: 
uniform heat; quiet heat and even heat, 
Convenience ranked next highest in most 
wanted qualities with 24%. In this cate. 
gory were good service from and for equip 
ment; hot water supply; automatic control; 
appearance and space saving. Cleanliness 
was most important to 22.7%; economy to 
15.7%; and safety seems to be pretty much 
taken for granted as only 1.6% ranked 
it first. 


An important question to those design: 
ing future promotional campaigns was ex 
plored next. When consumres were asked 
their opinion of which fuel excelled in dif 
ferent “wanted” qualities, how they ranked 
is shown in TABLE 2. 


Gas had a slight edge among those in: 
dicating a future fuel choice—45.9% of 
those answering said that gas would be 
their first choice if they were going to buy 
a new heating plant. Oil was preferred by 
40.5%; coal by .4%; electricity by .2%; 
same type of fuel as now in use by 4.1%; 
and 9% didn’t know. 


Among the four-fifths who remembered 
seeing some fuel advertising gas made the 
greatest impression and was remembered 
by 36.0%. Oil was recalled by 15.9%; 
coal, 1.8%; electricity by .6%. However 
32.9% remembered seeing ads for more 
than one fuel and 12.8% couldn't re 
member. Among those who didn’t remem 
ber particular claims many volunteered that 
“sas does much more advertising.” 

It appears that a fair proportion of 
homeowners has a definite idea of their 
annual heating costs—at least it is a much 
larger group than can state the price per 
gallon for fueloil. Only 22.6% of the 
men with oil in their homes didn’t know 
the annual cost as against 42.9% of the 
women. Perhaps fortunately for the utili 
ties, this ratio is higher among gas-heate 
families: 25% of the men didn’t know 
53% of the women. Coal users seem 1 
be much more conscious of the fuel costs: 
only 11% of the men didn’t know; a 
27% of the women. ; 

Oil users estimated their annual heatis 
cost at $163.51. The average house in this 
group had 6.9 rooms in it so the wat 
annual heating cost per room was $23.73. 

The average gas heated home had 6. 
rooms in it; cost $165.64 a year to rhe 
an average cost per room of $27.28. 1% 
coal heated homes were the same size # 
the gas heated and cost $105.50 a year ® 
heat; average cost per room, $17.40. 
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by 
V. M. Douglas 


: ema AN OLD SAYING, “The 
grass is always greener on the 
other side of the fence.” That seems 
to be the only excuse for the horse 
which breaks through a fence, or the 
young man who leaves the small town 
to search for greater opportunities in 
the large city. 

For George Hixson, the “green 
grass” was, and is, Greenfield, Ohio, 
his own home town. He believed that 
success is not where you find it, but 
where you make it. 

The business which Hixson operates 
is not the kind you expect to find in 
newspaper headlines, nor discussed in 
financial magazines. His business has 
no controversies over voting of proxies 
or control of management. It may be 
inspiring to think or read in terms of 
acres of oil storage tanks, fleets of de- 
livery trucks, sales promotion cam- 
paigns and other factors to be, expect: 
ed in big business. These things are of 
little interest to the small business man. 

Hixson's business is as basic as the 

tican home. It is gratifying to 
know how others build solidly and well 








The farms around Greenfield, Ohio presented George Hixson 
with an opportunity to build a thriving fueloil business—he’s more 
than tripled the business in just about 10 years. More recently, he 


added a line of furnaces and airconditioners to enable him to offer 
his customers the complete oilheating package. 


—how small business continues to be 
the backbone of the nation. 


Why should George Hixson, mar- 
keter of Greenfield, Ohio, be presented 
to the fueloil industry and to those who 
sell fueloil, and install and service oil- 
burning equipment throughout the na- 
tion? How much fueloil do you sup- 
pose is sold and delivered by operators 
of from one to five trucks? What per- 
centage of oilburners and oilheating 
systems do you think are sold, installed 
and serviced by business men who sell 
less than fifty units in a year? How 
long do you suppose the average oil 
distributor has been in business? 


Perhaps, by now, the general idea 
is becoming apparent. Without look- 
ing up to anyone, or looking down at 
anybody, it is well worth while to 
shake hands with one of the most im- 
portant segments of one of the most 
outstanding business operations in the 
world—the small fueloil distributor. 

After one year at Ohio State, Hix- 
son decided in favor of getting on a 
payroll. He spent three years as a 
bookkeeper for Sinclair, where he ap- 
parently got a little fueloil into his sys 
tem, or at least into his thinking. 


Then came that interruption so well 





The green Grass grows all around 


George Hixson harvests fueloil and oilheating Sales right in his own Backyard 


known to so many. The most impor- 
tant business at the time was to give 
four years to our Government. When 
he returned from military service, he, 
like a lot of others, started where he 
had been when he left. The bulk plant 
was inadequate and the company did 
not have much incentive to improve 
the facilities. Most of the homes in 
Greenfield were heated by natural gas. 





George Hixson at his desk, with a dis- 
play panel behind him on Armstrong 
furnaces and airconditioners, the line 
he sells in and around Greenfield, Ohio. 
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... + Green Grass 


It is under such circumstances that the OIL REPORTS TO THE NATION DURING 
yrass looks greener on the other side " 
Oil Progress Week 


of the fence. 

Sinclair offered Hixson distribution 
rights out of Greenfield, with terri- 
tory extending into five counties. That 
was in 1946. It was wortha try. The 


he arma DISTRIBUTORS throughout — showing oil men and oil companies at 
the nation will join with other rep- work. 
resentatives of the petroleum industry This 27 minute, black and whj 
to mark the tenth annual Oil Progress _ film is being distributed free through 
first move was to attend the burner Week, October 13-19. the district offices of API. Other films 
service school at the company labora- : ; ” 
ae Climaxing a year ‘round public re- available free from API are “Desting- 
tories at Harvey, Illinois. ; : ' oa 
lations program, Oil Progress Week is tion Earth,” “Barrel Number One” 
How does a man make money, or : Fe ’ 
ar : sponsored by the Oil Information and “The Story of Colonel Drake” 
even a living, in the fueloil business ' * 
; Committee of the American Petro- Professionally prepared advertising 
in a city of less than 5000 population / 
leum Institute. has been made available to dealers, On 
where nearly all of the homes are Th kel en ane h 
isienedl tie danierid:wia? e week-long celebration is aime the opposite page are some of the ex 
at giving the public the facts behind amples specifically designed for fueloil 
the quality and value of petroleum distributors. The OPW and number 
products, and a better understanding —_ designation make ordering simple, 
The answer is simple. Instead of of the oil industry’s contribution to The annual Oil Progress Week 
working in the city where there is | the economic and social growth and __ luncheon scheduled for October 17 in 
little, if any business, he takes the | development of America. New York’s Waldorf-Astoria will fea 
longer but surer road and supplies the Scheduled events include speeches, ture a special “Report to the Nation” 
farmers. On a keep-fill operation civic luncheons and dinners, procla- panel discussion. Walter Cronkite, 
those extra miles are not wasted and mations by governors and mayors, news commentator, will act as mod 
trafic is no problem. Competition? radio and Tv programs, displays, spe- erator. The panel will include A. L. 
Would you try to get a man’s cus- cial events, and exhibits. Nickerson, Socony Mobil president; 
tomer if you had to drive five or six This year’s motion picture has been Paul G. Benedum, Hiawatha Oil @ 
miles to drop a few gallons of fur- narrated by John Daly, television per- Gas; Wanda M. Jablonski, Petroleum 
nace oil? sonality. It is a series of vignettes Week; George L. Savory, fueloil diy 
tributor from Binghamton, N. Y.; and 
Harold H. Smith. 


Simple Answer 


While making a living, he has in- 
creased his fueloil gallonage from 60,- 





000 gallons to more than 200,000 gal- OIL REPORTS TO THE The Oil Heat Institute of Long ly 


lons a month. All of his customers land is sponsoring two parades featur: 
attion'e note Ali Aelita addinion 40 NATION DURING ing more than 200 trucks, floats and 
making a living, Hixson has also ©) | bands. One parade will start at River 
found time to be an active member of rs) oa G AGG head in Suffolk County and the other 
the local Masonic Order, Past Exalted , in Elmont in Nassau County. They 
Ruler of the Elks and Past President will meet at the State nines at 
of the Lions Club. Farmingdale. A “Mrs. Long Island” 

In 1955 he decided he needed a selected in a contest sponsored by the 
more complete operation, so took on Mas same group will be flown in by heli 


the distribution of Armstrong fur- R copter where the parades converge. 
naces and airconditioners. be \ Setting the pace for the week's ob 


Hixson says he can sell an 80,000 A... OO Us) servance in the Mid-Atlantic states | 
Btu furnace for approximately $750, ~— 4) * will be a panel of industry leaders, ir 
net a profit of 20 to 25%, and have a ~~ eee NS cluding the presidents of two major 
happy homeowner buying fueloil as a ~—\ =e oil companies, who will answer if 
steady customer. Is burner service - =) ff promptu questions about the industty 
conducted at a profit? Absolutely. before an audience in Philadelphia. 

The bulk plant, including an air- In the Midwest some 60 scholar 
conditioned office, a warehouse, ga- ships will be made available by dealers” 
rage for trucks, tanks and loading : throughout the area. Seven cities a | 
rack, as well as two gasoline service ™ taking part in this effort with the en i 
stations in town, now belong to the YOUR NAME HERE tire state of Wisconsin oa 
ex-bookkeeper who did not have to Out on the Pacific Coast there wil 
look for greener fields beyond Green- be a Miss Oil Progress Week beauty 
field. His tank trucks and service OPW 720 contest in Los Angeles. Fueloil dre { 
trucks require six men to keep them 1 col. x 57 lines in Seattle will collect canned fruit dur 
moving over the 10 mile radius where ing the week for the local childrens 
fueloil is still king. home. 
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New firebox Ideas for 
rotary-cup Oilburners 


Trends are toward minimum boiler Sizes and heavier residual Fueloils— 
therefore, firebox Designers must solve increasingly difficult Problems 


by 
R. W. Winskill* 


a sastwers CHAMBER design is ex- 

tremely important to anyone who 
specifies or installs oilburners. Many 
fields include numerous factors which 
can be settled only by applying taste 
or preference. That’s true in the field 
of combustion chamber design—here, 
many factors are matters of opinion 
and different experiences. 

Experts at designing combustion 
chambers do agree, however, about 
certain basic principles and limita- 
tions. The first part of this article cov- 
ers these. 

Three items limit combustion cham- 
ber design for oilfired applications: 

First, the type oilburner; 

Second, the type boiler or heat re- 
ceiver; 

Third, the type of refractory ma- 
terial. 

Combustion chamber design basical- 
ly is determined by these three factors. 
Each is important in every case. 

Each type of oilburner produces a 
certain basic flame pattern. Distinctly 
different flame patterns are produced 
by mechanical atomizing oilburners, 
steam atomizing oilburners, and hori- 
zontal rotary-cup oilburners. More 
than that, each make of any one of 
these three types of commercial-indus- 
trial oilburners produces its own par- 
ticular flame pattern. 

You can tailor-fit a combustion 
chamber to the flame pattern of any 
make-and-model oilburner only if you 
know the burner’s flame pattern and 
firing characteristics. 

Each oilburner manufacturer has 
learned the basic combustion chamber 
shape which matches best the flame 
pattern produced by each burner mo- 
del in the particular line. The manu- 
facturer usually publishes this in an 





*Ray Oil Burner Co. 
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Excellent firebox front-end design and construction for a burner set-up which has 4 
blower for secondary air. Designs of this type distribute the secondary air excel 
lently into the fireboxes. They make certain of high velocity and proper mixing 


where the secondary air first meets the flame. 


engineering guide which gives recom- 
mended combustion chamber dimen- 
sions for different firing rates. The 
dimensions usually include combustion 
chamber width and length, distance 
from combustion chamber floor to the 
nozzle or center-line of the burner, 
and side-wall height. 

To some degree these dimensions 
must be general because boilers and 
other heat receivers fired at the same 
rates have greatly different inside di- 
mensions for the spaces to be occupied 
by the combustion chambers; no two 
installations will have precisely the 
same conditions of oilburner opera- 
tion; and the burner manufacturer, 
often providing information about in- 
stallations hundreds of miles away, 
may have no idea about many installa- 
tion factors which necessarily cause 
certain combustion chamber dimen- 
sions to become smaller or larger. 


The second limiting factor, the type 
boiler or heat receiver, is limited in 
this article to boilers. Most boilers are 
of these types: Water-tube; fire-tube; 
and fire-tube boilers of the designs 
called firebox, economic, HRT, and 
Scotch. There are many more boiler 
types. The type and size of a boiler 
determines how much refractory com 
bustion-chamber material can be i” 
stalled and where it can be located ia 
relation to the oilburner and the boi 
er’s direct heating surface. 

The boiler design also has a relation 
to what the rate of heat release in the 
combustion chamber should be. In 
water-tube boiler which has water 
cooled walls that protect the combus 
tion-chamber refractory material from 
excessive heat, the heat-release 1 
can be exceptionally high. Ina Scotch 
type boiler the refractory is in eo 
primarily for ignition purposes (that 
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Mr. Michael J. Boyce, owner and President of 
Ray Heat & Power of Chicago, the largest CI os 
burner dealership in the United States. '‘Mike’’ 4s 
a 72-year-old Son-of-Erin with over thirty-five of 
those years devoted to oil burner sales and service. 





F. J. "'Pat’’ Moran, Sales Manager of Ray Heat & 
Power of Chicago, "'Our number one position 4s 
no accident. It’s a result of quality product, quali- 
ty installation, and quality service.” 


ti: 


“Pat” and “‘Mike’’ are both justifiably proud of 
their installation at Saint Peter’s Church and Friary 
in downtown Chicago. Spotlessly clean and brightly 
painted, this boiler room is truly a showplace. The 
two #5 Bifuel Ray burners have operated with a 
minimum of service since their installation in 1951. 





“Equipment for use on our burners,” states Mr. 
Boyce,"has got to be right for our customers and 
economical to install and maintain.” 

"We have been using Thermal Electric on our 
heavy oil jobs since F950. As far as we're con- 
cerned, there is no substitute.”’ 





"We use Thermal Electric Systems on our No. 5 
and No. 6 oil jobs because constant and o—- 
able oil temperature means better, more efficient 
burner operation and fewer service calls. Thermal 
Electric fits our kind of operation perfectly,” 


“PAT” and “MIKE” agree—There’s no substitute for THERMAL ELECTRIC® SYSTEMS 


Oil from the tank to the burner connection is always kept at the correct temperature for a clean, safe, 100% 


automatic start-up, when you install a Thermal Electric System. No maintenance problems. No moving parts. 
Thermal Electric can be used with any make residual oil burner. The Oil Burner Thermal Electric System 


is listed under Reexaminatioh Service of Underwriters’ Laboratories, Inc. 


FLUID SYSTEMS, INC. 
1881 DIXWELL AVENUE 
NEW HAVEN 14, CONNECTICUT 
Gentlemen: 
I'd like more information. 
0) 20-page handbook on Thermal Electric 
0) Underwriters’ Laboratories Report MP 2047 
0) Have your representative call. 


somes 
The Thermal Electric System is listed under 
WW ¥ Reexamination Service of Underwriters’ 


yb Laboratories, Inc. 


FLUID SYSTEMS INC. 





1881 DIXWELL AVENUE * NEW HAVEN 14 » CONNECTICUT 
NEW YORK © NEW HAVEN © CHICAGO 





Specially designed for medium sized burners-- 


NEW HONEYWELL R40748| 


Offers the speed and safety of Electronics 


igen NEW Honeywell R4074B Protectorelay is 
specially designed to meet the flame super- 
vision requirements of medium to smaller type 
installations—at less expense. 

This is vital, for under new U. L. requirements, 
oil, gas and combination burner systems must 


offer four-second response timing and 15-second 
trial for main flame ignition on start-up. Conven- 
tional devices can’t do this. The Honeywell Pro- 
tectorelay line can. For it—and only it—offers 
the sensitivity, speed and safety of Honeywell 
electronics backed by Honeywell experience. 


Check these outstanding features of 


the new Honeywell R4074B Protectorelay 


@ Electronic Safety Start—A Honeywell ex- 
clusive—means an automatic self-check after any 
power interruption, regardless of length or cause, 
before burner can be restarted. In addition, reg- 
ular Safe-Start Check after each shutdown provides 
safe restart. 


@ Electronic flame detection—fast and sensi- 
tive. R4074B uses Honeywell’s Flameguard (lead 
sulphide) Photocell; responds instantly to flame 
failure. 


e Electronic timing—dependable, uniform. 
R4074B features simple sequencing flexibility 
with reliable electronic timing for pre-purge, post- 
purge and ignition timing. Vacuum tube recti- 
fiers assure uniform timing. 


* Trademark 


@ Sequencing engineered for maximum safety 3 


e Pre-purge period of 30 seconds e Selectable ~ 


interrupted or intermittent pilot ¢ Ignition tim- © 
ing, 15 seconds e Safety Switch timing, 15 sec- ~ 
onds « Selectable flame supervision—pilot and ~ 


main flame, or main flame only e Provision fot ~ 


opening main fuel valve either after proof of © 
pilot, or at end of pre-purge cycle. « Safe-Statt 
Interlocks permit installation of low-fire, oil tem- 
perature and air flow interlock features. « Post 
purge 15 seconds after normal burner shutdown. | 
@ Wide selection of voltage—120, 208 or 240-  ~ 
volt 60 cycle applications. Also 50 cycle model. 
e@ Economical— Honeywell electronic timers are 
unaffected by friction, dust or corrosion; assufe 
constant efficient operation. 
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a ee Protectorelay, R4074B is easy to install. It’s available with either surface or flush-mounted cabinet or 
Pre-installed terminals permit quick disconnect mounting. Just set flame safeguard chassis in and tighten it down. 


Honewwse 
on eyw I] Honeywell manufactures a complete line of heating 


controls for all types of oil and gas burners. For 
information on the R4074B or on any of our other 
controls, call your local Honeywell office. Or, write 
Honeywell, Dept. FH-10-254, Minneapolis 8, Minn. 
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is, for flame-holding or establishing 
the proper location for the flame front 
after the gas pilot is turned off) and 
because of this the combustion cham- 
ber design is modified. 

The third limiting factor is the type 
and quality of the refractory used. Re- 
fractory serves three purposes, First, 
it protects the boiler surfaces not 
cooled by water, and these often in- 
clude structural steel supporting the 
boiler. Second, it reflects the flame 
heat—back to the flame and also to 
the heat-absorbing surfaces of the 
boiler. Third, it directs the flame and 
gases through the boiler, causing 
proper turbulence and proper flame 
travel. 

In fire-tube and water-tube boilers, 
bridge-walls, wing-walls, and baffles 
may assist the combustion—so that 
the travel of the flames and hot gases 
through the boilers is controlled. Most 
water-tube boilers need flue baffles to 
guide the hot products of combustion 
through the boiler flue passes properly. 

Like oilburners and boilers, refrac- 
tory material has limitations which 
affect the design of the combustion 
chamber. How much temperature can 
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RAY FORCED DRAFT UNIT-51ZE9 TYPE FDOH AR- FIRING 308 HP TYPE CP KEELER wareR-ruce BOILER 














FRONT ELEVATION 

























LONGITUDINAL SECTION a 





Diag. 1—This Ray burner firing a Keeler type CP boiler has the benefit of forced. 

dratt for the secondary air. Boiler is water-wall type, as well as water-tube 

type; the longitudinal view shows only part of the water-walls which form the 

primary heating surfaces and which, as the article explains, permit the use of 

exceptional high heat-release rates in the boiler's combustion space. The four 

firebox drawings which illustrate this article are based on blueprints prepared 
by Ray Oil Burner Company. 


the particular refractory withstand 
before it softens? How much weight 
will it carry under operating maxi- 
mum temperatures? Will it be partly 
supported (and how) by common 
brick or the boiler’s steel casing? The 
specifications of the refractory help 
answer these questions. 

Whether “high-heat” or “super- 
duty” firebrick should be specified de- 
pends on the temperatures such fire- 
brick will withstand—and the tem- 











RAY BALANCED 
DRAFT DOOR & FRAME 





Diag. 3 — RAY FURNACE HINGE PLATE — 
FiREBOX TYPE BOILER 


AIR ADMISSION 
CHECKER WORK 
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RAY 
BALANCED 
DRAFT 








Diag. 3—Most rotary-cup oilburner installers are familiar 
with this design for admitting secondary air to a firebox. 
Although the design is simple, the dimensions must be cor- 
rect for efficiencies to run high. The total air-opening area 
in the checker work is important, for example. Excessive area 
distributes the secondary air poorly in the firebox, and in- 
sufficient area (for the particular over-fire draft) has the 
result of providing insufficient secondary air. 
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peratures the firebox is designed for, 
or will attain. How the designer plans 
the supporting of a firebrick wall de- 
termines the maximum load on the 
lowest firebrick in the wall. 

The comparative shape of the oil 
burner flame, and of the particu 
lar combustion chamber, determines 
whether or not flame impingement on 
refractory will be inevitable and will 
result in exceedingly high firebox 
maintenance expenses. 


AG. 4— RAY FURNACE HINGE PLATE WITH 


REFRACTORY SUPPORT RING 
= SCOTCH BOILER 


Diag. 4—Ray firebox design for a Scotch-type boiler. Notice 
the two secondary-air dampers—one is above the 
The firebox front-end is carefully designed to introduce 
secondary air all around the flame, not just under the flame. 
The firebox refractory material consists of two parts. 
first is a cone close to the burner; the second pd 
front of and within the boiler. The firebox proper is 
tively short, and features a step-up floor. 


burner. 
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Ding.2- RAY FURNACE HINGE PLATE 
WITH REFRACTORY SUPPORT RING— 


SY wareR-7uBE 
BOILER 
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RAY BALANCED 
DRAFT DOORS FRAME 











Diag. 2—Suitable for a large cast-iron 
sectional boiler, this firebox front-end 
design is able to introduce the second- 
ary air to the flame excellently—so 
that efficiencies are high thanks to low 
smoke readings and high CO> readings. 
Notice the two secondary-air dampers, 
one above the burner. This design is a 
great improvement over simpler second- 
ary-air designs used years ago. 


The boiler design determines how 
large the combustion space can be, 
thus relates to the rate of heat release 
in the combustion chamber—and to 


which grade firebrick should be used. 


Thus to be able to provide a design 
and specification for a combustion 
chamber, an engineer must know well 
each of the limitations imposed by the 
three basics—the boiler, the oilburner, 
and the refractory material that might 
be used to build the chamber. 


A general trend in the industry is 
towards the so-called “packaged boil- 
er.” This trend is affecting the entire 
industry as far as combustion-chamber 
design is concerned. 


Because of the trend towards “pack- 
aged boilers,” the trend in general is 
towards smaller boilers. Speaking of 
fretube boilers, boiler horsepower, as 
actually developed, now is quite gen- 
erally based on 5 sq. ft. of heating 
surface per boiler horsepower—where- 
as not many years ago the rule was 
10 sq. ft. of boiler heating surface per 
developed boiler horsepower—or at 
least of rated boiler horsepower. 


Boiler heating surface per horse- 
Power has decreased. Corresponding- 
ly, combustion space (on a per horse- 
power basis) has decreased. 

The trend to smaller boilers is un- 
derstandable. Architects and engineers 
want boilers and boiler rooms to be as 
small as practical. 

Not only have modified Scotch- 
boiler packaged units become smaller 
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MopERN buildings are now being designed without 
tall obtrusive chimneys marring their clean horizontal 
lines. This refreshing trend is made possible by the use 
of Wing Draft Inducers in the boiler or furnace room, 
eliminating the necessity for stack or chimney. 

But that is only one of the advantages of Wing Draft 
Inducers. Another is the substitution of positive, uniform, 
adequate draft at all times, regardless of wind, weather 
or load variations. 

Savings through these advantages are impressive. Write 
for a copy of Bulletin I-57 and see for yourself. 


L. J. Wing Mf9.Co. 66 Vreeland Mills Road - Linden - N. J. 


DIVISION OF AERO SUPPLY MFG. CO. INC. 
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SINCE 1926—in the application, design ang 


according to the trend just discussed manufacture of pumps—separators—hydraulic 





4 SIZES TO COVER REQUIREMENTS 
FROM 2.25 THROUGH 17.00 G.P.H. 


Most everyone Calls 


2.25 to 5.00 G.P.H. 
$.00 to 7.50 G.P.H. 


MODEL A-100: 7.50 to 10.00 G.P.H. 


MODEL A-180: 9.00 to 17.00 G.P.H. 


MODEL A-75: 


MODEL A-50: 


BETTER 


for LARGE OIL BURNERS 


Paragon 


WRITE NOW FOR DETAILS TO — 


Paragon Oil Burner Corp. 


Approved by Underwriters Laboratories — 


eye-appealing 


Burners are similar 


design 


Nationally famous 


Paragon Oil 


Board of Standards and Appeals for use 


in New York City, States of Conn. and Mass. 
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—conventional boilers also have be- 
come smaller. The result is an increase 
in the problems of refractory mainte- 
nance, because of the higher heat- 
release rates in combustion spaces of 
limited volumes. For example, the 70 
gph oil flame in a modern boiler may 
be crowded in a combustion space of 
the size used, a few years ago, for a 
flame of only 40 gph size. 

Adding to the problem, today’s re- 
sidual fueloils are heavier and require 
more preheating than yesteryear’s 
residual fueloils. It would appear that 
some No. 6 fueloils, because of cat- 
cracking, are mostly free carbon with 
just enough liquid hydro-carbon to 
permit flowing them through 3” pipes 
when the fueloils are well heated. 
That’s intended as a facetious state- 
ment, but the facts are that while you 
will find 6% to 9% free carbon in 
straight-run No. 6 fueloil, you will 
find as much as 15% in No. 6 fueloil 
affected by cat-cracking. 


Free carbon Problems 


Increased free carbon problems can 
be handled by designing for higher 
combustion-chamber temperatures — 
these reduce the amounts of unburned 
carbon which escape from combustion 
chambers to be deposited on boiler in- 
direct heating surfaces. That points 
out the problem of relating design 
combustion-chamber temperature to 
excellent combustion-chamber design. 

A refractory firebrick, not a basic 
brick, generally is suitable for maxi- 
mum temperatures of 2800°F. to 
3000°F., but its service limit is some- 
what lower. Broken down to combus- 
tion-chamber design, the heat release 
per cubic foot of combustion space 
should not exceed 35,000 Btu per hour 
—important: in boilers having no 
water-cooled surfaces close to the 
firebox refractory material and serv- 
ing to keep down the temperatures of 
this material. 

The heat-release rate can be much 
higher (than 35,000 Btu per cubic 
foot per hour) in water-tube boilers 
which have combustion-chamber wa- 
ter-walls, because such water-walls 
keep down the refractory tempera- 
tures. Also the heat-release rate can 
be relatively high in a Scotch-type 





accessories. 


PUMPS and 
SEPARATORS 


for industrial 
oil burner service 


SS ee Z 
Class 60 Pumps 


Of the internal gear type, 
the "60" is machined to 
close tolerances—for max. 
imum vacuum character. 
istics with heavy and cold 
oil. The outstanding de. 
sign advantage is the ball 
bearing, V-belt reduc. 
tion drive—connected to 
pump by means of loose 
coupling which _ elimi- 
nates side deflection from 
pump shaft. Suction and 
discharge sizes from |/;" 
to 2". Capacities, 75 to 
2100 GPH; pressures to 
100 psi. 

Write for Bulletin A-1193 


LT 


SEPARATORS 


Adequate strainers for 
both suction and dix 
charge service are essen 
tial on every heavy oil in- 
stallation. Available wi 
Underwriters Labels from 
Vi," to 4"; larger sizes uP 
to 6". 
Advantages of our design 
are: ease of cleaning; i" 
terchangeability of sepe 
rator baskets — 
coarse straining to ‘ne 
filtration; elimination 
replacement filter cost— 
cleaning of remova 
separator baskets restores 
original efficiency. 

Ask for Bulletin A-14% 


KRAISSL’ 


295 Williams Ave. 
Hackensack, N. + 
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THE WEATHER-CHRON 





NEW WEATHER RESET TIME SWITCH 





Automatic, positive heat control 
that no other system can offer! 





i) 







Outguesses the weather! 


The time of shift from night to day 
thermostat changes automatically with 
every degree change in outdoor tem- 
perature. The WEATHER-CHRON 
has a temperature-sensitive bulb like 
that of an indoor-outdoor thermometer 
which is placed outdoors where it 
constantly measures outdoor tempera- 
tures. Instead of just showing what 
the outdoor temperature is, the 
WEATHER-CHRON 


Specify 
WEATHER-CHRON 
for your protection, 


for the best interests 
of your customers. 


earlier in mild weather 
—later in cold weather. 


e starts as outside tempera- 
tures change. 


e Permits the thermostat (all e Turns heat back on at 
types) to control heat flow night when outdoor 
during the day. temperature drops below 


selected levels. 
e Stops heat flow as outdoor 3 
temperatures rise above Write today for 


65° F, complete information 


AUTOMATIC DEVICES CO., INC. 


714Hillgrove Ave. * Western Springs, Ill. 





Changes the time heating ey Shuts down heating. 








sures to 


A119 


POSITIVE PROTECTION... 
NO NUISANCE SHUT-DOWNS! 


with built-in 


TIME DELAY! 


© SAFE START-UP 








© LOW DRAFT 
CUT-OFF 

sizes uP * TIMED PRE-PURGE 

; © TIMED POST. PURGE 
r design * SIGNAL LIGHT 
my © ABSOLUTELY FAIL-SAFE 
" from © ADJUSTABLE CUT-OFF POINT 
to fine 
stion of 
so o 
mova standard models available. Other units and special i- 
restores neered to meet all Heating, Ventilating and Air Conditioning pine 4 
7 FREE LITERATURE! FREE ENGINEERING SERVICE! 

A140 WRITE TODAY, for detailed information. 

Aven : 
N. J. 















DUAL FUEL BURNERS 
CAN BE ; | 
SIMPLE “a 


yet provide the ulti- 
mate in performance 
and safety 








Power Combi-Matic 


DUAL FUEL BURNERS 


A complete line of factory-wired, flame-tested 
oil/gas burners. Fit any heating plant—easily in- 
stalled. It’s the amazing FGO series by Siemon. Six 
fully automatic burner models. AND LOOK AT 
THESE BONUS BUILT FEATURES: 


supply and assures fuel unit lubri- 


. Completely Factory Assembled 
cation. 


1 
less “Yon the job” time required. 


2. Use Standard Valves and Con- 


7. Standard Simplified Control Sys- 
trols, nO special gadgets to stock. i plifi AY d pds. 


tem avoids complication an 

sible error in installation. 

3. Balanced Combustion on Both 

Fuels, comparable efficiencies on 8. Manuo| or Automatic Change. 
gas or oil. over by flip of a switch or by 
outside temperature change. 


9. letely Factory-Wired ond 
Pi AMeTESTED, on Re lo per- 
formance assured with both fuels. 


10. Delivers Up to 3,500,000 BT 
no matter what the need, one o 


the 6 FGO series burners will fit 
the job, using all gases and light oil. 


4. Each Fuel Has Its Own Ignition 
System, eliminates nuisance shut 
downs on fuel changeover. 


5. Automatic Air Adjostment, sim- 
ply set... then forget. 


6. Combustion Air Proving Device 
serves dual function — proves air 


for use with NATURAL GAS WITH LP STANDBY 





The FGG and BFGG series dual-fuel burners let you 
offer a complete line to fill any need .. . RESIDENTIAL 

. COMMERCIAL .. . INDUSTRIAL. For heating, 
power or processing. 


Power-Flame Dual-Fuel Gas Burners come completely 
assembled with controls factory-wired and mounted. In- 
stallation is simple. 


Series FGG: 85,000 BTU to 500,000 BTU 
Series BFGG: 450,000 BTU to 9,000,000 BTU 


A FREE SERVICE to save you time and work 


Siemon’s Application Engineering Department 

Now Siemon offers you the services of its APPLICATION 
ENGINEERING DEPARTMENT. Simply wire, phone or 
write your problem with specifications and other pertinent 
facts to this department and you will receive an engineer’s 
report showing the most suitable burner for the job. 


Siemon Manufacturing Co., 1203 Main St., Grandview, Mo. 

Send the following at no obligation to me: 

() Complete literature, infoomaiins set 
specifications on the famous 8) R- 

| FLAME, COMBI-MATIC and VERTICAL 
FLAME burners by Siemon. 

| ([ Also send me further information on the free service of your 

| APPLICATION ENGINEERING DEPARTMENT, that I may 

| 

l 

! 

| 





take advantage of it, at no obligation to us. 
MY NAME 
MY FIRM 
ADDRESS 
CITY. ZONE. STATE 
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ALL the MAGIC of the OIL BURNER 


IN ONE COMPLETE VOLUME! 
the 
“HANDBOOK OF OIL BURNING’ 


Over 950 pages of facts and data 












practical—authentic—up-to-the-minute 






Years of research and industry cooperation made this author. 


itative volume possible! 48 top men in their fields contributed 






chapters to this book. 






All 48 of these top men will work for you through the pages 
of this book for only $10. 






The book is divided into 9 major sections as follows: 














THE MOST AUTHORITATIVE OIL AS A FUEL ELEMENTS OF THE HEATING 
TEXT EVER COMPILED ON * 
OIL BURNING COMBUSTION OF FUEL OIL e i 
CONTROLS 
* & 
PREPARING OIL FOR © 
MORE THAN 500 COMBUSTION SELECTION OF EQUIPMENT 
ILLUSTRATIONS ‘. zs 
® OIL BURNING EQUIPMENT STANDARDS 
e 





SOME 90 TABLES 
AND CHARTS APPLICATION, INSTALLATION AND 
MAINTENANCE OF OIL BURNERS 


i Onder your copy Now! 
PUBLISHED BY Y Cu. 
OIL HEAT INSTITUTE 2 West 45th St 


OF AMERICA, INC. Send order to: fueloil & oil heat New York 36, N.!. 


















the Yes, please sendme................ copies of 
secure HANDBOOK OF OIL BURNING 
of 













nities my remittance of ................ is enclosed. 


$10 A COPY 
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refractory ignition surfaces is highly 
important. Usually these surfaces are 
provided by refractory support-ring 
construction, or by an ignition arch, 
or by wing-wall design. 

In a water-wall boiler, these sur- 
faces usually are provided by dry re- 
fractory front-walls or burner cones 

. . sometimes they are provided by 
adding refractory floors or hearths 
under the burners to reflect heat up 
to the location at which the flames 
should start burning. 

To ignite heavy fueloil, reflected 
heat must raise the temperature of 





wr 


| 






boiler which has only the minimum 
refractory needed for the ignition 
or flame-holding purposes described 
earlier in this article. 

Ignition or flame-holding in such 
boilers, however, poses somewhat a 







new problem. 

The trend is towards modified 
Scotchtype boilers having minimum 
refractory, and towards water-wall 
boilers having practically no refrac- 


author» @ tory. Because of this trend, the design the oil-air mixture to a range of 
, of the combustion chamber in many 800°F. to 1,000°F. at the location 
ibuted instances amounts to nothing more where this mixture should start 
than the design of a short Dutch oven _ burning. 
or front-wall extension—to reflect The gas flame of the ignition sys- 
heat back towards the burner’s nozzle = tem provides this range of tempera- 
Pages Bio the spot where the primary air tures when a burner first starts firing 
mixes first with the atomized fueloil. | with its combustion chamber cold or 
The idea is to heat the atomized oil = only moderately warm. After the igni- 
sd enough at this point to start ignition — tion-sytem gas-flame is cut off by the 


control system, reflected heat from re- 
fractory material must provide sufh- 
cient heat for the oil-air mixture en- 
tering the combustion chamber— 


and to arrive at a stable flame front. 
“Cold start-ups” make this a particu- 
lar problem. 

Accordingly, the design of these 
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whether or not a great stream of cold 
secondary-air pours into the firebox 
near or at the point at which the oil- 
air mixture starts burning. 

The manner the secondary air flows 
into a combustion chamber is a basic 
factor in combustion-chamber design. 
The primary air a rotary-cup burner 
provides from its blower serves only 
to atomize the fueloil and shape the 
flame, and is only about 15% of the 
air needed for combustion. The bal- 
ance, or about 85%, of the combus- 
tion air must flow into the combustion 
chamber in some other fashion. This 
85% is called the secondary air. 

Natural draft, a forced-draft fan, 
or an induced-draft fan causes the 
secondary air to flow into the combus- 
tion chamber—usually through a 
checker-board firebox floor or a wind- 
box. 

Every burner manufacturer knows 
the proper designs for windboxes and 
checker-board firebox floors for his 
burners. A burner manufacturer's de- 
sign should be followed in drawing up 
plans and specifications related to ap- 
plying any burner to any boiler. 
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; 45th St. 
36, N.Y: 
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Sm Desi th ear 


‘BANKHEAT DUAL-FUEL, Pressure Type, 5 to 54 H.P. 














or write direct. 














MODEL 53 METERING PUMP DUAL-FUEL BURNER 
25 to 500 H.P. 
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The new way to bring heating costs down 


ohnson, Gil Burners... 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 


JOHNSON Dacl-Fuct BURNERS 
THAT OPERATE AUTOMATICALLY 


ON EITHER Onl on Gas! 


In regions where low-cost gas is available part of the time but not available 
constantly, Johnson Dual-Fuel Burners are an ideal installation. They 
enable the user to change from one fuel to the other whenever it is advan- 
tageous. If gas is available and cheaper ... he can burn gas. When gas is 
not available, or when oil is cheaper ... he can burn oil. And all in the 
same burner. Just a flip of the switch makes the changeover. (For a little 
extra cost, he may have an Automatic Changeover Switch which is con- 
trolled by outdoor temperature or by gas pressure.) 


These burners are available in Domestic, Commercial and Industrial sizes 
and types. All are completely automatic and equipped with the finest elec- 
tronic controls. They are engineered, tested and precision-built to give 
lasting service and satisfaction. See them at your nearest Johnson dealer, 
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The following principles apply to 
designing a combustion chamber for 
a firebox boiler. 

First, the boiler size limits how large 
the combustion chamber can be. Yet 
the burner manufacturer’s recom- 
mendations about minimum combus- 
tion-chamber dimensions (for the 
maximum gph firing rate of the in- 


stallation) should be followed to avoid 


& oo Fireboxes for residual Burners 


flame impingement and formation of 
carbon on the combustion-chamber 
floor, or side walls, or rear wall. 

The boiler may have to be fired at 
125% or 150% of its rating to carry 
its maximum load. Can this be done 
without the hourly heat-release rate 
exceeding 35,000 Btu per cubic foot 
of combustion space? If not, can the 
combustion space be increased some 
way? 

How to admit the secondary air— 
by windbox or checker-board firebox 
floor—presents the next problem. De- 








Wake 


no premium in cost. 


it GENERAL 


for a complete line of oil burner refractories 





Your nearby General Refractories Warehouse keeps a complete line of 
oil burner refractories on hand at all times to insure a minimum of delay 
between order and delivery. Any time, day or night, you can be assured of the 
right materials for your toughest emergency jobs. 

Among the top quality products stocked are SALINA-40 and BRIKLOK-A. 

Heavy Oil Burner Contractors tell us that SALINA-40 brick are the best 
you can buy for the money by far. They give top performance where others 


fail. They insure the greatest number of hours of trouble-free operation at 


BRIKLOK-A is GREFCO's popular high-temperature bonding mortar. Pos- 
sessing strong air-setting characteristics, it has as its base carefully selected, 


high quality flint clay. BRIKLOK-A is a wet mortar, ready for immediate use. 


GENERAL REFRACTORIES CO. 


In New York City In Elizabeth, N. J. In Philadelphia 
34-40 Laurel Hill Blvd. 1180 East Broad St. 2950 East Tioga St. 
(Maspeth) RA-9-5353-4-5 EL-2-5324 GA-6-6432 


Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


Similar services available from many GREFCO dealers located in the U.S. and Canada. 


es se ee ee ee ee a 
Fill out this coupon for your free slide rule which figures 
for you the right amount of plastic, castable, or ramming 





mix for any job. No obligation, of course. z 
GENERAL REFRACTORIES COMPANY (Sales Promotion Div.) 4 
1520 LOCUST ST., PHILA. 2, PA. t 
FIRM NAME F 
ADDRESS. i 
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ciding this, you follow the burner 
manufacturer's advice, 

Continuing designing the firebox, 
you work painstakingly towards max; 
mum combustion efficiency gained by 
proper flame turbulence. You design 
the front of the firebox so that com, 
busion will be smooth and steady after 
the ignition system stops working op 
a cold start-up—you aim for a stable 
flame front, where the oil-air mixture 
first starts burning after entering the 
firebox. 

On top of all this, you still muy 
select the proper refractory material 
and the method for installing it, 

Each type boiler presents certain 
combustion-chamber design problems 
each problem must be solved properly 
to keep firebox maintenance down to 
minimum. 

Obviously if the firebox design de 
tails are not correct, even an excellent 
oilburner will not produce the low 
smoke readings and high COg readings 
needed for maximum efficiencies—ab 
solutely needed to avoid wasting fuel 


oil. 
Fire-tube Boilers 


Fire-tube boilers of the firebox de 
sign generally can be grouped together 
because all present similar problems 
of combustion-chamber design. Each 
has water-cooled boiler surfaces only 
above the combustion chamber; eat 
has water-legs which must be protect 
ed against overheating by refractory 
In each, the heat-release rate of 35 
000 Btu’s per cubic foot of combustion 
space applies—as maximum—althoug! 
in certain instances this can be e 
ceeded if special refractory material 
is specified. 

Increasing the standard combustion 
space is the main problem—in desigt 
ing a combustion chamber for a fie 
tube boiler that must produce # 
maximum output of steam. This § 
done by raising the boiler, pitting be 
low it, or extending the length of t 
combustion chamber by adding ‘ 
windbox and not using a checker-boat 
floor to admit secondary air. 

If the boiler room has enough hea! 
room, raising the boiler presents ” 
problems from the combustion 
chamber standpoint. Pitting, howe™ 
may bring on problems rela , 
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water entering the pit. These usually 
can be solved by: 1. Installing a cop- 

or steel pan under the boiler and 
building the firebox in it; 2. Installing 
, sump and sump-pump (susceptible 
of course to breakdown); or 3. Install- 
ing water-tight castable refractory 
under the firebox floor. 

Of the three methods, the third is 
least expensive, allowing that job con- 
ditions permit its use. The water- 
tight castable material first was intend- 
ed for use in the ashpits of coal-fired 
furnaces, where hot cinders are 
quenched with water. 


Windbox Design 


The problem of windbox design, 
though simple basically, can be com- 
plicated by heat reflecting onto the re- 
fractory support ring, then flowing 
through the opening between the 
burner cone and the refractory sup- 
port ring into the windbox plenum 
chamber. To avoid overheating of the 
supporting steel, insulate the windbox 
—and make the ratio of the outside 
diameter of the refractory support 
ting, and the inside diameter of the 
firebox front-opening of numerical 
value that minimizes the undesirable 
flow of heat from the flame to the 
supporting steel. 

Try to handle especially well the 
problem of providing the proper re- 
fractory material which must be in- 
stalled around the burner opening, 
and just inside this opening in the 
front wall of the firebox. Improper 
handling of this problem increases 
maintenance expenses greatly. 

The refractory at this location is 
subjected to great mechanical stress 
caused by thermal shock . . . for at 
times it is incandescent, and at other 
times it is stone-cold. When the burn- 
et is firing, this material may be in- 
candescent and therefore soft; then it 
can be worn away or damaged by 
high-speed air rushing into the fire- 
box. Use the best obtainable refractory 
material for the front-wall construc- 
tion around and ahead of the burner 
Opening, 

Look ahead to avoiding needlessly 
high maintenance expenses, when you 
design a checker-board floor through 
Which secondary air flows into a com- 
ion chamber. Consider using cast- 


icloil 





iron or Meehanite bars for supports 
and protecting the bars from excessive 
heat by the use of refractory material 
suitably arranged. Steel supports for 
secondary-air arrangements, in firebox 
floors, sometimes are used. But the 
steel supports can be expected to warp, 
bend, or sag—on installations having 
combustion chambers which are large 
or which have high heat-release rates 
because of combustion space of limited 
volume for the gph firing rate used. 
Steel secondary-air supports are sub- 
jected to particularly high tempera- 


tures and therefore give excessive 
trouble—on installations having the 
type of draft-control systems which 
kill the over-fire draft when the burn- 
ers are idle. Such systems prevent cool 
boiler-room air from flowing into the 
boilers through the secondary-air 
openings after the burners stop firing. 

Thermal shock is a consideration in 
designing all parts of a combustion 
chamber. As explained earlier, such 
shock is a particular problem at fire- 
box locations where the refractory ma- 
terial is subjected to wide differences 
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TULSA 16, OKLAHOMA 


WEBSTER 


ENGINEERING 


COMPANY 








Flame Retention 
RING GAS BURNER 


Through a new application of an old basic 
principle WEBSTER now offers unequalled 
stability in an non-premixing ring gas burner. 
Presently packaged as Series H, 
Forced Draft for Gas, Rotary Oil 
or Combination this revolutionary 
development will soon be available 
in other variations. 


Write for Series B13 literature. 


WEBSTER ENGINEERING 


ompan Y 








Division of SURFACE COMBUSTION CORPORATION, Toledo, Ohio 
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in temperature during short periods. 

Going farther, all the combustion- 
chamber walls may be short-lived be- 
cause of thermal shock rather than be- 
cause of the more obvious reason— 
excessive refractory temperature. 

That applies to many boilers fired a 
few hours each day, then kept idle 
many hours each night. Boilers which 
heat schools are excellent examples. 

The symptoms of thermal shock in- 
clude surface spalling of firebrick— 
and breaking of headers which hold 
firebrick in place with resultant fall- 
ing down of firebox walls. 

You can avoid thermal-shock dam- 
age to entire walls by using refractory 
material that can be anchored securely 
to a supporting wall, but still provid- 
ing for the refractory wall to “move” 
as it heats or cools down. The plastic 
refractories are particuraly adaptable 
to this type of construction. If you use 
firebrick, provide plenty of room for 
both vertical and lateral expansion. 


In water-tube boilers, you face most 
of the problems found in fire-tube 
boilers of the firebox type. In all these 
boilers, secondary air is admitted simi- 
larly. The same problems of firebox 
maintenance occur—in the windboxes 
or checker-board floors, around the 
burner openings, and in front-end 
cones or ignition arches. 

Water-tube boilers having water- 
walls around their fireboxes usually 
are fired at extremely high ratings— 
therefore need the best obtainable re- 
fractory material for their furnaces, 
material of the highest obtainable 
cone. 

In these boilers, important factors 
include both thermal shock and ex- 
tremely high refractory temperatures. 
Therefore sectionally-supported walls 
may be desirable. These can be built 
of either plastic refractory or firebrick 
tile, and can be air-cooled to minimize 
refractory maintenance expenses. 

Modified Scotch-type boilers are 
presenting new problems of refractory 
maintenance. In many such boilers, the 
heat-release rates are extremely high 
because of small diameters of the com- 


bustion spaces. A minimum of refrac, 
tory is installed—only enough to pro. 
vide ignition temperature, stable fron, 
end combustion, and excellent com. 
bustion-test readings. 

To burn a great amount of oj ;; 
a relatively short time in these boilers 
the furnaces often are designed fo, 
terrifically high flame turbulence, Thi 
subjects the refractory to abrasive x. 
tion. Certain firebox design engineer 
use only carborundum refractory m; 
terial in these boilers, declaring thy 
the use of any other refractory m; 
terial leads to excessive refractory 
maintenance expenses—hecause of the 
above-mentioned abrasive action anj 
the exceptionally high refractory ten, 
peratures. 

The rear walls of these boilers need 
particular maintenance on many ip 
stallations, but this item is no prob 
lem in many new boilers which hay 
water-backs, 

Combustion efficiency depends on 
three “T’s”’—Time, Turbulence, and 
Temperature. The more quickly tht 
turbulence can be created, the mor 
heat can be released in a firebox of 













YOU DEAL 
Combustion Equipment 


You Should SELL Draft Fans 


the Induced 
Draft Fan: 


@ Is Rapidly Superseding the 
Natural Draft Chimney 


@ Supplies the Final Link in 
the Chain of Automatic Firing 


@ Belongs in the Combustion 


Family 








SEND FOR BULLETINS: 


WHITTY COMPANY INC. 


BUILDERS OF BOILER DRAFT EQUIPMENT SINCE 1929 


WHITTY 
INDUCED DRAFT FANS 


18 Sizes for every Commercial-Industrial Need 


HAVE You SEEN THE NEW 
TODD SERIES “B” 
ROTARY BURNER LINE? 


TODD 


COLUMBIA AND HALLECK STREETS, BROOKLYN 31, N. !: 


DEPT. 4, PRODUCTS DIVISION 
SHIPYARDS CORPORATION 











86 Western Avenue 
Boston 34, Mass. 


tance to: 


2 W. 45th St. 








You Can Improve Your Selling Technique ..: 


“THE SELLING MAN" 


BY W. A. MATHESON 


The one who reads this book, whether he is just startiog 
or whether he has been selling for many years, cat 
knowedge of sales techniques. Each hard fact is based upos 
tested sales principles. Only $4.00 per copy. Send seal 


Fuel Oil & Oil heat nN. ¥. 36." 
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given size. That’s the principle behind 
the design of many of the new, ex- 
tremely compact package boilers, both 
watertube and fire-tube types. 

A definite trend is towards boilers 
of minimum sizes for doing proper 
jobs of providing steam or hot water. 
This trend will continue, and will 
accentuate the combustion-chamber 
problems we now face. Certainly new 
refractory materials will be developed 
and used in these smaller boilers. Some 
such materials already are being used 
in building jet-engines and in applying 
nuclear energy to water-tube boilers. 

Watch the impact of these new in- 
dustries on the boiler and oilburner 
industries! They certainly will help 
us solve our increasingly difficult prob- 
lems related to combustion-chamber 
design and construction. 


Comm.-Ind. Sections convene 
at OHI directors Meeting 

A MEETING of the combined Commer- 
cial Industrial Sections, Oil-Heat In- 
stitute of America took place during 
the Institute’s board of directors meet- 
ing at the Homestead, Hot Springs, 
Va., September 6. There follows a 
condensation of the minutes of that 
meeting : 

The meeting was called to order by 
J. W. Cowan who relinquished the 
chair to L. D, Sibley due to illness. 
L. D. Sibley turned the meeting over 
to technical secretary C. H. Pesterfield 
since the first item on the agenda was 
concerned with his activities. 

It was proposed that the combined 
sections participate in the program at 
the OHI annual meeting in New York 
City, June 9-13. The action of the 
combined sections was that two days 
of program would be sponsored dur- 
ing this meeting. One will be on June 
10, 2:30-4:30 p.m. This will carry the 
general subject of setting up a hypo- 
thetical problem as related to the use 
of No. 6 oil and carrying this problem 
through to the selection of the neces- 
sary equipment and the establishment 
of the necessary check-off sheets to 

er enlighten engineers and archi- 

tects in the line of good practice pro- 
cedures for commercial-industrial oil- 
burning specifications. The Technical 
Was requested to contact an 








standing consulting engineer in the 


vicinity of New York City to carry 
out this part of the program. 

The second day of the program will 
be June 12, 2:30-4:30 p.m. This will 
consist of “Ethics and specification 
Writing for commercial-industrial 
Equipment” by Kenneth E. Wilson of 
E. F. Klingler and Associates, Eau 
Claire, Wisconsin. 

Richard Wright was then asked to 
report on the activities of Technical 
Committee E on Burner Fuel Oils of 
ASTM Committee D-2 on Petroleum 
Products and Lubricants. Wright re- 


ported that the Committee was being 
reorganized and that a meeting was 
scheduled for October 9 in Washing- 
ton, D. C., which would, in all prob- 
ability, produce a final committee. It 
was also reported that the commercial- 
industrial sections of the Oil-Heat In- 
stitute had reported a rather concise 
understanding of what they would like 
to have introduced in the revision of 
the commercial standards as related to 
heavy oils. Wright stated that the do- 
mestic oil group had not, at the pres- 
ent time, been so prompt or thorough 








Play 





Safe 


High-Pressure Atomizing 


= 


Oilburner 


e Ease of 
Installation 

e Less Service 

e More Profit 

e Burns low-cost 
#5 Oil 

e Complete Unit— 
Factory Assembled 


with 


Weatherall 





U.L. Approved for #5 Oil. 
N.Y. Standards of Appeals Acceptance. 
NO special motors, nozzles, fuel units, or other highly 
individualized features. 


WRITE US TODAY FOR COMPLETE INFORMATION 


WEATHERALL ENGINEERS, INC. 


475 SMITHFIELD AVENUE e 


PROVIDENCE 4, RHODE ISLAND 
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in their presentation of recommenda- 
tions and that these would possibly re- 
quire considerable time before they 
would be presented for final action. 

President Resek reported on the 
committee meeting of the ASHAE on the 
Standards for Boiler-Burner Units, He 
stated that nothing positive came out 
of the meeting other than a general 
understanding that something had to 
be done. A subcommittee was ap- 
pointed to proceed along these lines. 

Technical Secretary Pesterfield re- 
ported that all of the material for the 
ASHAE Guide had been presented to 
the Guide Publication Committee and 
that some working agreement had been 
reached between ASHAE and OHI Tech- 
nical Secretaries. Mr. Weinberg of 
Cleveland Fuel Equipment Company 
requested that the Technical Secretary 
have prepared and distribute to those 
in the Commercial-Industrial sections, 
the material presented to the Guide 
Publication Committee. These copies 
will be prepared and distributed from 
the New York office. 

The Technical Secretary reported 
that the Springfield Trade High School 
will have at least 12 students in the 


OHI program beginning in September. 
Most of the boys of the first year group 
spent the summer with manufacturers 
of oilburning equipment. Most of the 
manufacturers felt that their experi- 
ence with the boys had been success- 
ful and that they were going to exer- 
cise considerable effort in securing the 
employment of the boys next June. 

The Bureau of Yards and Docks 
presented specifications for commer- 
cial-industrial oilburning equipment 
which was distributed to the Stand- 
ards and Codes Committee personnel 
present with the request that their 
comments be returned to the Techni- 
cal Secretary by October 1. 

The Factory Insurance Association 
presented recommended good prac- 
tices for combustion safeguards on in- 
dustrial boilers. These have been sent 
to the Standards and Codes Commit- 
tee with the request that their com- 
ments be returned not later than No- 
vember 1. The Association also re- 
quested that the Commercial-Indus- 
trial sections appoint a committee of 
three to meet with their field repre- 
sentatives in Hartford some time in 
early December. 



















Heart of Minneapolis - Honeywell’ 
“dream" control center for heating and 
cooling of commercial and public build. 
ings is a slide projection screen 1 
larger than a 21" home television 
screen. Two sets of 35-millimeter slide 
projected on the screen enable th 
building engineer to “see" the tempers 
ture situation in any part of the build. 
ing. One slide shows the fan systen 
layout; another gives the floor plan of 
each controlled area and tells which 
thermostats are controllable from the 
panel. The 8-ft, console panel features 
push-button control of all functions, 
Honeywell officials say that features of 
the control center can be incorporated 
into Data Centers being made todey, 
































thereafter. 


1860 BROADWAY Dept. OH-1 


with a 


PREFERRED 
Barometric 


DRAFT-A-JUSTOR 


it pays for itself in a few months 
and gives years of clear profit 


Saves 10-30% in Fuel 

e@ Insures Uniform Draft 

e@ Increases CO. Percentage 

e@ Reduces Boiler Maintenance 
e Ventilates Boiler Room 

e@ Available in All Sizes. 


Approved by 
Underwriters’ Laboratories, Inc. 


PREFERRED UTILITIES MFG. CORP. 


NEW YORK 23,N. Y. 


SAFETY 


opening of fuel 


Thousands 











WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects sgsin# 


Canadian Distributor: Ontor Ltd. 
12 Leswyn Road, Toronto 10, Ont. 





SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
& 
Industrial 
Ovens 
+ 


Power 
Gas Burners 





valve until fan is up to sp 


Insures purging of furnace before fuel valve opens. Cloves 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from § 
fuel failure when used with safety shut-off valve. 

sold, Factory Mutual 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore 


and Underwrites 





KEE 


CIRCULAF 


Detroit 2, Mich. 


COUFAL surety ainrvow si 
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OCTOBER 


6-10—astM—Committee D-2 meeting, 
Sheraton-Park Hotel, Wash- 
ington, D. C. 
13-16—American Petroleum Credit Assn., 
33rd annual conference, Mark 
Hopkins Hotel, San Francisco. 
13-16—Empire State Petroleum Assn., 
-— Placid Club, Lake Placid, 
N. Y. 
13-19—Oil Progress Week. 
16-17—South Dakota Independent Oil 
Men’s Assn., convention, Aber- 
deen, South Dakota. 
16-20—aP!I Division of Marketing, Mar- 
keting Research Committee 
meeting, Camelback Inn, Phoe- 
nix, Arizona. 
17—Virginia Petroleum Jobbers Assn., 
Hotel Roanoke, Roanoke, Va. 
17—West Virginia Petroleum Assn., 
annual meeting, Daniel Boone 
Hotel, Charleston, W. Va. 
17-19—Tennessee Oil Men's Assn., an- 
nual meeting, Peabody Hotel, 
Memphis, Tenn. 
20-22—National Assn. of Oil Equipment 
Jobbers annual convention and 
trade show, Hotel Peabody, 
Memphis, Tenn. 
20-23—North Carolina Oil Jobbers Assn. 
annual meeting, The Grove 
Park, Asheville, North Carolina. 
23-25—Central Supply Association, (an- 
nual Convention), Palmer 
House, Chicago, Ill. 
24—Plumbing & Heating Industries 
Bureau, Annual Meeting, Pal- 
mer House, Chicago, IIl. 
30—Oil Trades Association of New 
York, Waldorf-Astoria Hotel, 
New York. 
29-30—Better Heating-Cooling Council, 
2d annual meeting, Hotel One 
Fifth Ave., New York, N. Y. 


NOVEMBER 


11-14—apP1 37th annual meeting, Conrad 
Hilton Hotel & Palmer House, 
Chicago, II. 

11-14—aP1 Marketing Division annual 
meeting, Congress Hotel, Chi- 
cago, Il. 

13-15—National Association of Oil 
Equipment Jobbers, Manage- 
ment Institute, Ohio State Uni- 
versity, Columbus, O. 

14-16—National Oil Jobbers Council (an- 
nual meeting), Congress Hotel, 
Chicago. 

18—Air-Conditioning and Refrigera- 

tion Wholesalers annual meet- 
ing, Sheraton Hotel, Chicago, 


18-21—Ajir-conditioning and Refrigera- 
tion Industry 10th Exposition, 
International Amphitheater, 
Chicago, III. 

18-20—National Heating & Aircondition- 
ing Wholesalers, Inc., Annual 
Convention, Morrison Hotel, 
Chicago, Ill. 

18-20—National Warm Air Heating and 
Air Conditioning Assn., annual 
convention and committee 
meetings, Hotel Morrison, Chi- 
cago, Ill. 


DECEMBER 


4 1—National Association of Plumbing 

tractors, Committee and 
Board Meetings, Shoreham Ho- 
tel, Washington, D. C. 


Calendar of Coming Events 


APRIL 1958 


14-15—National Heating and Aircondi- 
: ioning hebagay 7 oe oy 
pring meeting, Atlanta t- 

JANUARY 1958 more Hotel, p> Sos Ga. 
19-23—-National Association of Home 
Builders, | Convention-Exposi- 
tion, Conrad Hilton and Sher- 
man Hotels, Coliseum, Chicago 
27-29—American Society of Heating and 
Air-Conditioning Engineers, 
64th annual meeting, Pittsburgh. 


JUNE 1958 


9-12—22d National Oil Heat and Aircon- 
ditioning Exposition, Coliseum, 
New York City. 
9-12—Oil-Heat Institute of America, 35th 
annual convention, Park Sheraton 
Hotel, New York. 
FEBRUARY 
6- 7—Sheet Metal and Warm Air Heat- 
ing Contractors’ Association of 
Indiana, Inc., (40th annual con- 
vention), Hotel Severin, Indian- 
apolis, Ind. 


DECEMBER 1958 
1— 3—National Heating and Aircondi- 
tioning Wholesalers, Inc., Fall 
convention, The Carter Hotel, 
Cleveland, Ohio. 








Shur-Flo 
DRAFT INDUCER 


# Saves YOU MONEY! Saves TIME! 
yg COMBINES 2 DRAFT JOBS IN 1! 
* Eliminates need for two installations 
by combining fan operated draft in- 
ducer with draft regulator control. 
Simple to install at any angle. 


FAMOUS DRAFT CONTROLS BY WALKER 
PRECISION ENGINEERED FOR QUALITY 


TYPE Z 


Dial and Pointer adjustment—simplest 
design, easiest to adjust, maintains 
positive and accurate control under 
widest variation of stack draft. 












TYPE 348 

Universally accepted for space heaters, 
water heaters, trailer stoves, and all 
budget-priced heating equipment. 


WALKER 
FUEL; SAVER’ 


AUTOMATIC DRAFT 
REGULATOR 


TYPE BB 


Extra rugged, heavy construction designed 
for commercial and industrial use. Actual 
installation proved it cut fuel costs in only 
three months, enough to more than 

pay total original investment cost. 


ROYAL PURPLE MODEL 


Walker’s finest quality automatic draft 
regulator with all moving parts 
completely shielded from corrosion. 
Guaranteed performance. 


WALKER BBG DOUBLE SWING CONTROL 
Walker’s BBG Double Swing Control 
regulates updraft, dissipates downdraft in 
gas-fired and combination oil-gas 

fired equipment. 


VENTURI TOP FOR CHIMNEY CAPS 


Unique Venturi design assures positive 

elimination of downdraft at chimney top 
.. for oil, gas or coal fired chimney 

vents. Patented pivots, balanced 

construction, guarantee maintenance- 

free long life. 


1750 Penn St. 
St. Joseph, Missouri 
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CANADIAN DISTRIBUTORS E. H. Price, Ltd., McArthur St., Winnipeg, Manitoba, Canada 
7 7 
G. Mitchell & Co., 4215 Gascon St., Montreal, Quebec, Canada E. H. Price, Ltd., 83 Robson St., Vancouver, B.C , Canads 


Please rush me information about the Walker items checked below. 


© Automatic Droft regulators for small 
installations. 








C Industrial Draft regulators for schools, NAME. 
buildings, plants. 
(0 Double Swing Draft Control for Gas. 
(] Wolker SHUR-FLO Droft Inducer. ADDRESS. 
0 peso Purple-Deluxe Controls for De- 
uxe Equipment. 
OD Venturi-Top Chimney Cap. CITY, STATE 
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Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to the editor by the Sth. 


Oil Eqpt. Jobbers nominate 
H. E. Andersen for President 


H. E. ANDERSEN, Minneapolis, has 
been nominated to serve as president 
of the National Association of Oil 
Equipment Jobbers, Tulsa, Okla. 

His name will be presented to the 
membership for approval during the 
group’s seventh annual meeting be- 
ginning October 20 in Memphis. 

Nominated for the post of vice- 
president are Fred Cofheld, Jr., South 
Bend, Ind., and Warren Cruzen, 





RUGGED 


FOR TRUCKS and BULN PLHNTS 


RADIAL THRUST BEARING 


WIDE SEARING 
SPREAD 


MECHANICAL SEAL oe 
PREVENTS LEAKAGE ey 


“oO” RING SEALS 


RELICP 
VALVE 


GRAPHITE 
BUSHING 


WAYNE ROTARY PUMPS 


Built to take the worst... give the best in service. Exclusive 
Wayne rolling gear tooth design, with higher volumetric 
efficiency, assures greater capacity, higher speeds and more 


GREATER 

CAPACITY 

QUIET 
OPERATION 


LONGER LIFE 





compact size. Only two moving parts provide longer life 
and quieter operation. Radial thrust bearings and rigid 
base prevent distortion or misalignment. Special bearing 
seals keep out dirt. 

Let Wayne Rotary Pumps, with capacities from 35 to 300 

GPM, be your assurance of trouble-free pumping 
on your trucks or at your bulk plants. Write for 
application handbook. 


THE WAYNE PUMP COMPANY, Salisbury, Md. 








Memphis. Eight nominees have been 
suggested to fill vacancies on the board 
of directors: W. E. Crowder, Dallas; 
C. A. Brewer, Rochester; E, y 
Beaver, Charlotte, N. C.; Paul E 
Morris, Nashville; Robert G. Scoville, 
Sioux City, Ia.; Carl Wolff, Allen- 
town, Pa.; D. W. Monroe, Miami, 
Fla.; and L. J. Rittiner, New Orleans 


W. E. Marshall is now president of 
the Association and Andersen jg vice- 
president. 


Out Distribution Div. names 
membership Comm. Chairman 


PAT CAPUTO, president of the Oil-Heat _ 
Institute of Long Island, has been ap 
pointed chairman “i 
of the OHI Dis- 
tribution Divi- 
sion’s National 
Membership 
Committee 
by Fred Heaney, 
national chair- 
man. 

Hollis Albert 
recently resigned 
from the post after becoming vice © 
president of the Institute and Chain 
man of the Out Insurance Trust, | 


Caputo 


Another announcement from the | 
Distribution Division tells of plans for 
a two-day seminar for all chapter 7 
secretaries, The time, place and pro | 
gram for the meeting will be av) 
nounced later. j 


Western Massachusetts Couneil 
will use Billboards in Program 


BILLBOARDS will be used in the adver’? 
tising program being sponsored by the; 
Oil Heat Council of Western Mass” 
chusetts, Springfield, during the nett 
six months. Twenty locations in the 
area will carry the themes “Oil Heal; 
costs less” and “Oil Heat is safe.” 
The Association had its third a 
nual outing and steak roast on 97 
tember 12 and participated in TOme 
Week (September 21-28) by P ring 
advertising and display cards in ® 
model homes using oil heat. : 
Dealers have cooperated with Of 
local Credit Bureau to form 4 @® 
solidated list of delinquent accoWle 
(Please turn to page 132) : 


October 


1957 





SERVICE CALLS! 


General Electric’s oil burner motor with ‘‘Air-Wall’’ trips out less, 
lasts longer—cuts inventory 50% and makes installation easy 


NOW you get positive heat removal... 


Old Style oil burner motors get 
rid of heat slowly. This slow 
method of heat removal fre- 
quently causes trip-outs which 
require time-consuming service 
calls—waste your servicemen’s 
time and cost you money. 








OLD STYE G-E FORM G 
MOTOR MOTOR 


4-Year Factory Lubrication prac- 
tically eliminates reoiling nui- 
sance. Specially designed lubrica- 
tion system of General Electric’s 
oil burner motor, with 50% more 
oil, continuously bathes all 
bearing surfaces with filtered oil. 


General Electric’s “Air-Wall” motor 
transmits heat swiftly. Trip-outs 
are rare even in hot, cramped quar- 
ters. An invisible “‘air-wall”’ stops 
entry of dirt. Motor meets all Un- 
derwriters’ Laboratory require- 
ments for totally enclosed designs. 


Less Inventory is required. All G-E 
burner motors feature interchange- 
able rotation. Servicemen can easily 
change any motor to get clockwise 
or counterclockwise rotation simply 
by switching leads. Only minimum 
service stocks are needed. 


Get longer switch life 





3% Million Operations (equiv- 
alent to 100 years’ use) have 
been obtained with G.E.’s wear- 
resistant switch. Features: 
1. Knife-edge hinging, no pins; 
2. Textolite* wear pads; 3. Silver 
contacts; 4. Snap-action. 


Get easy installation 





Easy Handling and installation 
are possible even in tight places 
because G-E motor is over 50% 
lighter than older designs. For 
example, the 1/12-hp motor 
weighs only 10 pounds, yet out- 
performs heavier motors. 


TO GET THESE ADVANTAGES. . . Specify General Electric motors on your next heating equipment order. 


GENERAL ELECTRIC COMPANY, SCHENECTADY 5, NEW YORK. 


*Registered Trade-mark of General Electric Company. 


GENERAL @@ ELECTRIC 


702-52 























BEST 
BASEBOARD 
HEATING 
ANYONE 
CAN 
BUY! 


Per square inch — feature for 
feature — Slant-Fin out-engi- 
neers, Out-performs all other 
competitive heating units—costs 
you less to install. Here’s why: 








Slant-Fin is designed for quick 
and easy installation. Time- 
saving piano hinges on end 
caps, wall trim, inside corners 
let you snap on every accessory 
without screws or tools — fast! 
No cutting: 4’, 5’, 6’, and 8’ 
lengths with telescoping exten- 
sions fit any job. And the pat- 
ented slanted fins have no 
sharp edges to cut fingers. 
































Because of its revolutionary 
construction Slant-Fin has 29% 
more heating surface, provides 
increased air circulation be- 
cause of flue action. Rigid 
tooth-and-bubble flanges lock 
fins together, create an element 
so strong you can actually stand 
on it. Fin-touch-fin construc- 
tion soaks up sound, eliminates 
“ping” and “pong” noises. 


Once a Slant-Fin unit has been 
installed, it will continue to 
operate at peak efficiency, with- 
out call-backs. 








Slant-Fin pioneered this unique 
vane damper that pivots on 
stainless steel rivets, opens, 
closes, sets at any position with 
the flick of a finger. 
Want to know more about Slant- 
Fin features that make your job 
easier? Write for our free booklet, 
“A NEW SLANT ON CUTTING 
BASEBOARD HEATING COSTS.” 


SOOPER O ROSH ORE SOOT E EERE HEE EEE EEE eeeeees® 


FORO meee eee een eeeeeeneseeeeeteneeees 


Slant Fir Nn 


RADIATOR CORP. 


87-53 130 St., Richmond Hill 16, N.Y. 













| having water-cooled condensing units, incorporates both 


|controls, and the panels can be obtained with or without 










































New Products 


Each New Products item has an identifying number, 
If you want more information on any equipment described 
here send the coupon on page 110 to FuELon & Op 
HEAT, 2 West 45 St., New York 36, N. Y., and iden 
tify the product by circling its number on the coupon, 

















White-Rodgers adds master control 
Panel to Line of cooling Controls 


ADDED to the White-Rodgers cooling control line are may 
ter control panels which, in combination with the Fashion 
thermostat and 
new Push-Button 2 
sub-bases, co m- 
prise a complete 
control system for 
cooling, heating 
and cooling-heat- 
ing combinations. 














The new air- 
conditioning con- 
trol panels are available in single and two-piece types. The 
single panel, for use on package cooling units and thos 








the evaporating sequencing and condenser sections in one 
enclosure. Several variations are available in the pressure 








integrally mounted high and low side pressure controls 
Three relays can be housed in each single panel. The two 
piece panel is designed primarily for systems having remote 
air-cooled condensing units. 

Made by: White-Rodgers Company, St. Louis, Miss 
Circle El on coupon, page | 10 






















Thatcher announces two new Series 
of oilfired winter Airconditioners 





TWO OILFIRED SERIES of winter airconditioners have beet 
added to the Thatcher line. The “532” series consist of 
oilfired horizontal units, which can be ceiling: -suspended 
or tucked away in crawl spaces or attics. Available mn 
four standard models, the units incorporate an access door, 
front flue and radiator to facilitate inspection, connect ® 
most types of warm air heating installations and can be 
suspended as unit heaters. 
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“Get the 
4 cost down 
7 or lose 





‘oupon, / 9 
the job! 
ashi How Taco Super Venturi 







saved big remodeling job 











The original plan submitted by Public Coal 
and Oil Co., Pawtucket, R. I. heating 
contractor, almost lost them the remodeling 
of a three-story apartment building. The cost 
had to be lowered. Here’s how it was done: 


Original Plan> 


The contractor called in the Taco sales 
engineer. Working together they found that 





3rd FLOOR 






















2nd FLOOR 












yes, The 






Ist FLOOR 






































id. those one Taco Super Venturi Fitting, with its 

es both higher capacity, could handle 3 radiators in 

; in one the same chase. This eliminated running 

pressure separate risers to all 3 floors and resulted in a ~ 

without substantial saving in labor and better than BASEMENT on 
controls. 507 savings in copper tubing and one pipe 

ei fittings! The contractor submitted the Taco 


plan and got the job. 
; remote Taco Plan» 


Taco engineering know-how and proven 
products can do the same for you on old or new 
jobs. Complete Product Technical Data 
Sheets upon request. 


TACO HEATERS 
ve been INCORPORATED 


— BETTER HEATING A BETTER WITH TACO 
ispen 


s, Miss. 











able it 1160 CRANSTON STREET | 
CRANSTON 9, RHODE ISLAND 
ess doo, OTHER TACO 4 one 2 TI 
pe wn Fo fm CE ei ‘me Dg o 
mnect CONTROLLED SL eee pre C -m YS Ah 
1 can be PRODUCTS So eX PaaS = ep) i? V 





CIRCULATOR ©¢ 170 PUMP ¢ MP PUMP e¢ FLOCHEK e¢ AIR-SCOOP ¢* TACO-VENT ¢ TEMPERING VALVE ¢ HEAT EXCHANGER 
Corporate Office: 342 Madison Ave., New York 17, N. Y. In Canada: Taco Heaters of Canada, Ltd., 4 Gilead Place, Toronto 2 
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. . « « New Products 


Compact vertical oilfired furnaces comprise the “552” 
budget series for basementless homes. Units measure 67” 
high and 23” square, can use the furnace blower separately 
for air circulation during warm weather. 

Made by: Thatcher Furnace Co., Garwood, N. J. 


Circle E2 on coupon, page |10 


General Controls Thermostat features 
new, four-position selector Switch 


GENERAL CONTROLS’ 1-240 series airconditioning thermo- 
stats now have a 4-position selector switch providing a 
choice of manual 
or automatic sys- 
tem changeover. 
The new switch 
contains “Auto,” 
“OG,”  “Bieat” 
and “Cool” posi- 
tions, actuated by 
one sliding but- 
tom. Another 
switch alongside provides independent air circulation with- 
out heating or cooling. 

All of General’s combination heating-cooling thermo- 
stats are mercury switch equipped. 

Made by: General Controls Co., 801 Allen Ave., Glen- 
dale 1, Calif. 

Circle E3 on coupon, page | 10 


Ardmore low-cost hydraulic System 
used for fueloil delivery Trucks 


A NEW HYDRAULIC SYSTEM by Ardmore handles delivery 
of fueloil and similar products. The low-cost system oper. 
ates at low line pressure to 

minimize maintenance prob- 

lems and results from a five- 

year development program. 

The last two were used for 

field testing more than 500 

installations. 

The system, which can be 
furnished for delivery capaci- 
ties up to 500 gpm, consists 
basically of a hydraulic pump 
driven by drive shaft from 
power take-off; oil supply a 
reservoir; four-way control valve; hydraulic motor for 
drive to product delivery pump; hydraulic motor for hos 
reel drive and hose reel. 

Only standard couplings and line equipment is needed 
for this system and installation is simplified by the ability 
to place pumping units on any part of the chassis, For 
tank trailer trucks, the system simplifies hook-up between 
tractor and trailer. 

Made by: Ardmore Products, 1829 Shermer Rd., North 
brook, Ill. 

Circle E4 on coupon, page 110 





you Ad for wenfel/ 


Your customers and prospects are earning more, buying better. You can sell heating 
and cooling at a good profit by offering a custom-quality, better line that sells at a 
realistic price, yet provides you with a higher margin of profit — HEIL! Write now 

for important information on how you can sell more than price with HEIL! 


’ 


. KG , 
a 


4 Oil Conyersion Burners 


——S 


om Olin ala-te. 


Boiler-Burner Units 


em Olle ala-te| 
VAT Tae Wiae Qrolatoihitelal-1e) 


THE HEIL co. 3083 W. Montana St, Milwaukee, Wis..° Hillside, N. J. 


Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; 


SALES OFFICES: Chicago, Ill.; ——. Wis.; Kansas City, Mo.; Denver, Colo., 


allas, Texas; Los Angeles, Calif.; Seattle, Wash. 
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.. , ——~ i For automatically fired 


or hose 


~~ oo ‘ one-pipe steam systems 


ability 


is For ; oe : ° 
— —Dole No. LA Vari-Vent 
North; @ . 

— Air Valve 


This popular valve has a rotating cam 
that provides an infinite number of venting speeds 
from fast to slow. Fits oil, gas or stoker fired one-pipe 
heating systems. Vari-Vent feature provides simple 


adjustment for equalizing steam to all radiators. 


For information on this or other 
Dole Valves, call your jobber or write: 
THE DOLE VALVE COMPANY, 
Plumbing and Heating Division, 6201 





Oakton Street, Morton Grove, Illinois 


(Chicago Suburb). 








‘Dole 20 SR. Air icin | Dole Relief Valves 


















































































Compa CONTROL 4 
ZONE-A-TT ROL 


“Room by Room ZONE CONTROL, 

_ @ thermostat in each room or zone 
automatically provides the temperature 
desired when and where required 











on tw deine 
+ tor a Lifetime st Liring 


for any hour .. . day or night. 











temperature in any zone or room may be 
oo ee 





TOR  FLO-VALYVE PROTECTOR 
, INC. East Haddam, Conn. Division ot Viking Instruments, Inc. 











makes 


ZONE CONTROL 
, easy... 
inexpensive... 


Lod 

to install 
By controlling the flow of water from a 
single circulator, ZONE-A-TROL valves moke 
it possible to install zone controlled comfort 
on any hot water heating system with only 
one circulator and one relay. By eliminat- 
ing the extra cost of separate circulators, 
relays, and flow valves, ZONE-A-TROL 
makes zone-controlled heating installations 
easy and inexpensive to install. 


ZONE-A-TROL valves may be installed in 
any position or angle on the supply piping 
for each zone and are then wired to o 
controlling thermostat located in the cor- 
responding zone. Using low voltoge wiring, 
no BX cable is required and wiring time is 
cut to a minimum. 


SEND TODAY FOR FURTHER INFORMATION ON 
SLUNG COMFORT CONTROL BY ZONE-A-TROL 





for New Construction or Modernization 


§~G 


MANIFOLDS 





. . « « New Products 


'Toridheet storage water Heater 


a fired with wall flame Oilburner 


| TORIDHEET’S MODEL ORM-40 is a wall-flame burner 
equipped water heater, featuring a glass-lined, 40, 
| gal. storage tank, Fired at .55 
gph, No. 1 or 2 fueloil, the 
heater recovers 65 gals. of hot 
water per hour, based on 100- 
degree temperature rise. 
Designed with capacity to 
provide hot water for showers, 
|automatic clothes and dish- 
washers at minimum operating 
cost, model ORM-40 is protected 
by a magnesium rod and cov- 
ered by a 10-year factory war- 
ranty. Standard equipment includes an adjustable 
storage water temperature control, and an elec 
| trically-operated oil metering valve. 
| Made by: Tovidheet Div., Cleveland Steel Prod 
| ucts Corp., 16025 Brookpark Rd., Cleveland II 
| Circle E5 on coupon, page | 10 








'Sexauer boiler cleaning Compounds 
‘available in liquid or powder Form 
SEXAUER Heat-Pep cleaner is designed to loosen 
core sand, oil and other dirt common to new boil 
|ers. It also removes accumulated rust and impuri 
| ties in old boilers and coats boiler walls to protect 
them against rust and corrosion. 

Sexauer sealing compound mixes with boiler 
water and works its way to boiler leaks and seals 
them. Its action is further by boiler pressure, said 
to cause the compound to form a permanent bond. 

Both compounds are available in liquid of 
powder form. 

Made by: J. A. Sexauer Mfg. Co., 
Third Ave., New York 51, N. Y. 

Circle E6 on coupon, page | 10 
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'Spi-Rol-Fin oil Boilers equipped 
with motorized zone control Valves 
|'ZONE CONTROL is achieved with completely pre’ 
| assembled and pre-wired hot water boilers offered 
by Spi-Rol-Fin, equipped 
\with pre-wired motorized 
|zone control valves, 

Available in capacities 
from 100,000 to 200,000 
Btu/hr, these jacketed boilers 
feature extended surfaces in 
the firebox and flue passages, 
as well as on the all-copper 
tankless hot-water heating 
coil. The entire package, con- 
structed to comply with ASME 
requirements, weighs about 

Made by: Spi-Rol-Fin Corp., 
Ave., Pequannock, N. J. 

Circle E7 on coupon, page !10 
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Monarch Oil Burner Nozzles... 
plus the World’s FIRST POROUS 
BRONZE NOZZLE FILTER! This 
foolproof combination assures 
passage of only pure, clean, fuel 


aa oil and guarantees nozzle oper- 
justable ation at maximum firing effi- 
n elec ciency. Solid metal-to-metal con- 


tact eliminates any possibility of 
| Prod- ‘Dirt or Impurities slipping be- 
ind II. tween nozzle and filter. 








Use the nozzle filter acclaimed 
by heating experts .. . the revo- 


unds lutionary POROUS BRONZE FiL- 
‘orm TER by MONARCH ... and at 
ed - NO EXTRA COST over ordinary 


mesh strainers! 
w boil: 


impuri 


vet | NO LOOSE PIECES 
a, | BETTER THAN 200 MESH SCREEN 


id seals ¥ MAXIMUM PROTECTION FOR 


" FRACTIONAL GALLONAGE 
or NOZZLES 

503-05 

d 


ilves 


ly pre’ 
offered 










Don't lose money on nozzles 
damaged by careless han- 


MANUFACTURING WORKS, nie dling. Protect them until used 


in a sturdy, compact, steel 
2503 E. ONTARIO ST., PHILADELPHIA 34, PA. ssshenaemseeaen aetna 
Canadian Agent : (Except B. C.) for either 24 or 48 nozzles. 

E. S. Gallagher Sales Ltd., Toronto 12, Canada Steel Cabinet also available 


Exclusive Agents in all of Europe, . . + holds 480 nozzles. 
Australia and New Zealand 










crated. 
wood 









Remember: It costs more to clean a nozzle than to replace 
with a new, guaranteed-uniform Monarch Nozzle. 


Fhucloil - a 
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; Buy from your Monarch Jobber 















A complete line 


of America’s finest 


heating equipment 


AUTOMATIC HEATING EQUIPMENT 








Winter Air Conditioners 


Hi-Boy and Lo-Boy 











Hot Water and Steam 





Oil-Fired Automatic 
Water Heaters 





120 gal./hr. recovery 


PLUS 


Rotary Wall Flame 
Conversion Burners, 
A broad line of quality equip- 
ment for oil and gas firing. 
Get full details today. 


Furnaces, Boilers 





Hot Water and Steam 


JOHN 


Wom fluid aire 


fiuid heat x 


ea 


a0 


JOHN WoopD ComPANY 


latctohi-tamelale Mm els) Gm Oh al tie) .] 
Conshohocken, Pa. * Chicago, Ill. * Red Oak, Ia. 















. « « « New Products 


New Size added to Air-Jet Line 
of packaged Chimneys; is Larger 





GENERAL PRODUCTS announces the addition of mod, 
“AA” chimney to its line of Air-Jet packaged chimneys, 
The new model is being made with 17” x 25” dimensions 
responding to requests by builders who consider this larger 
size more suitable. 

The new version will be available all three deluxe 
top housings, the “Standard,” plain; “Contemporary,” 
scored shadowlines; “Brick Beauty,” simulated masonry, 

Made by: General Products, Inc., Fredericksburg, Va, 

Circle E8 on coupon, page 110 





Hilliard oil Filter uses Element 
formed from pleated filter Paper 


HILLIARD’S TYPE PL oil filter cartridge consists of fine qual: 
ity filter paper, impregnated with heat-stabilizing resin, 
then pleated and cured at the 
stabilizing temperature. The 
extended surface-type filter 
next is formed around a 
metal center tube, end plates 
and protective shield are at- 
tached. 

Designed as a high flow 
rate-low pressure drop filter 
cartridge, PL is described as 











WITHOUT 
DOWN TIME and with UNIT in SERVICE! 


Users’ Reports Tell How OYLTITE-Stik 
can help you 


"". . . to seal small holes of oil stoma 
tanks, created through condensation. 
An Illinois Contrada 





*". . . to make instant repairs on base- 
ment storage tanks .. . a great time 
saver." 

A New York Oil Distributor 


',..on seams of large oil tanks where 
weld was not perfect." 
A Wisconsin Fuel Company 


"|. . we punched a hole in the tank 

with an ice pick, then filled the tank 

and plugged the hole with the oil f - 

running out; it has held for months." ods... most satisfactory. ue 
A Maryland Contractor A Canadian Comin 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find. 
® See your suppliers for OYLTITE-Stik or write 
direct on company letterhead for free sample. 


W/L LAKE CHEMICAL CO. 


1A-CO Chicago 12, Ill. 





"has done such a good job ni 
not want a service man to be 
out one." ‘ 

A Pennsylvania Heating Compas) 





"to repair leaks in domestic tanks 
inaccessible for repair by other 















3086 W. Carroll Ave., 
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Comfort and Health 


build sales on the dependability 
of Robertshaw 
Central Heating Controls! 


The welfare of loved ones is a strong sales appeal which successfully 
sells countless products from tires to insurance to vacuum 
cleaners. It can sell central heating too. Robertshaw dependability 
plays a vital role in this powerful sales approach. The name 
Robertshaw is a household word the homeowner recognizes — 
because Robertshaw is the same fine name found on water heater, 
oven, range and top burner controls for over half a century! 


Take a look in your own home. The chances are that you already benefit 
from Robertshaw dependability in your own comfort and welfare. 


WALL THERMOSTATS TR series... “fash 
ion-right at home” in any decor, detach 
able ring for painting... easy- yh 
double dial eliminates squinting 
action switch is completely oy uaheee é 
geal out foreign particles. Features ad 
__justable heat anticipation. Requires n 
_ leveling to install! 





MODEL HC-E A new, hi-capacity gas 
heating control, actually 2 controls in 
one... automatic pilot with thermo- 
magnetic, 100% gas shut-off, built-in 
pilot filter and adjustment and a SILENT, 
positive, snap-action gas valve... 
includes limit switch terminals. 


COMBINATION FAN & LIMIT (FAL 401 
Compact, easy-to-install... fan and lim 
terminals separated to allow extra spac 
for quicker, easier wiring. Limit switc 
features gold-plated contacts for positiv 
operation, may be used to control lini 
low voltage or millivolt circuits. Fan an 
limit control setting adjustable, appro! 
20° fixed limit differential. 








#9 PILOT AND NEW SUPER-CLAD THERM 
COUPLE An unbeatable combination for positi 
safe operation. #9 Pilot features flame-reta 
ing double hood to provide improved ma 
burner ignition. New Robertshaw-Grayson Supi 
Clad Thermocouple generates greater electric 
output... eliminates service calls caused 

needless outages—yet costs no more! 

















Skuttle-Aire Permanent Air Filters offer you, in addi- 
tion to the added profits that go with an in-demand 
product, the kind of consumer satisfaction that builds 
repeat business . . . establishes you as “the right guy 
to do business with,” an important foothold to gain in 
this booming filter market in heating and air condi- 
tioning! 


Skuttle-Aire Filters have been carefully designed to do 
the best filtering job possible. The quality of materials 
used along with the sturdy fabrication of a Skuttle- 
Aire Filter spell out quality all the way through. Com- 
pare these features with any other permanent filter on 
the market: Heavy gauge rigid one piece aluminum 
frame; expanded metal grills and internal corrugated 
metal screen for added strength and greater filtering 
capacity; four layers of Thermo Plastic filtering media 
—woven of continuous monofilaments for uniform fil- 
tration, minimum air resistance, inherent electrostatic 
properties. 


Skuttle-Aire Filters are available in standard as well as 
special sizes in both 1” and 1/4” thicknesses. Stock 
Skuttle-Aire today. 


MANUFACTURING CO; 
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. « « » New Products 


capable of filtering out particle sizes down to 5 microns 
The illustration shows a filter element fanned out aroun 
a metal center tube. 


Made by: The Hilliard Corp., Dept. PL, W. Fourth St, 
Elmira, N. Y. 


Circle E9 on coupon, page 110 












Baasch automatic fuel Delivery 
uses Fuel Delivery Predictor 


THE BAASCH automatic fuel delivery system is a simplified 
“keep full” system, based on average weather figures 
wherein the next 
fueloil delivery 
date is fixed by 
consulting a sim- 
ple chart. 

The Fuel De- 
livery Predictor, 
which fixes the 
next delivery 
date, is divided into 120 points, each point representing 
an equal gallonage of fueloil and the entire 120 points 
totaling the customer’s annual fueloil consumption. Pre 
dictors are available in calibrations for every locality re 
quiring fuel. The complete package includes the Predictor, 
customer record cards, signal tabs and instructions. 


Made by: Charles Baasch, P. O. Box 14, Floral Park, 


NN YF. { 
Circle E10 on coupon, page 110 











Premier central cleaning System 
has off-season sales Potential 


OFF-SEASON SALES POTENTIAL for oilheating dealers is of 
fered by Premier’s central vacuum cleaning system for the 
home. It is described as ideal 
for new homes and a highly 
desirable item for older home 
remodeling. 

Power for the system is 
provided by Premier vacuum 
machines built to industrial 
specifications. There are two 
models, both UL listed for 15 
amp circuits: a 600 watt unit 
rated at 83 cfm airflow for 
average-sized homes; a 1,300 ) : 

watt units with rated airflow of 130 cfm. Both feature 
Premier’s pleated filter; both use sealed and lubricated ball 
bearings. . 

The desired number of outlets are connected by condut 
tubing, installed within walls or under the floors, t0 the 
vacuum unit, located in the basement, utility room 
garage. Installation is described as being made in exactly 
the same manner as electrical conduit. 

Made by: Premier Co., Dept. KP, 755 Woodlawn Ave. 
St. Paul 1, Minn. 


Circle E11 on coupon, page 110 
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Quickdraft.. 





esenting 
) points 
m. Pre 


ality re 
redictor, WORLD‘S 
‘ipo, | MOST EFFICIENT POWER EXHAUSTER 
efor industry... for institutions... for residences 
* NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 
* NEEDS NO STACKS »* ACID RESISTING VITREOUS ENAMEL FINISH 
FOR INDUSTRY, Quickdraft excels in venting 
paint booths ... abrasives .. . corrosive gases . 
of noxious fumes ... high temperatures and moisture. 
iets Its blower operates in clean or outside air. It elimi- 
1 for the nates down-time for cleaning and replacing fan 


blades. It improves industrial venting and reduces 
maintenance costs! 

FOR INSTITUTIONAL AND COMMERCIAL 
BUILDINGS, Quickdraft efficiently vents heating 
plants, water heaters and incinerators at roof level. 
It saves the cost of building unsightly tall stacks. 
FOR RESIDENCES, Quickdraft makes low, cold 
and erratic chimneys function. On and off with the 
fire, Quickdraft maintains constant draft required 
for efficient and economical combustion of all fuels. 
It eliminates pulsating or chattering, puffing, smok- 
ing and sooting. 

SEND FOR QUICKDRAFT ENGINEERING 
DATA ON YOUR VENTING OR HEATING 








APPLICATIONS ... TODAY. 
- feature 
ated bal IMPORTANT NOTICE 
In addition to standard acid resisting vitreous enamel 
suit finish, all Quickdraft units are available in No. 316 
con Stainless Steel or in rigid Polyvinyl Chloride for with- 
5, to the standing highly corrosive gases. With static pressures 
room of Up to 12-inches, Quickdraft is ideal for materials 
dy handling applications. 
| exacl Patent No. 2,722,372 
TH E Other patents pending 
@ 
on Ate Quickdraft 
CORPORATION 
P.O, Box 87-F, Dueber Hamden Bldg. @ Canton 1, Ohio 
N-558-QD 
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oilheat, 


With the introduction of the Model 800 Humi-dial, 
Skuttle offers automatic humidification at a new, low 
cost. Here is the electric humidifier for the mass mar- 
ket, with all the capacity of the most expensive unit 

. . 24 quarts of water a day . . . but with a price 
tag that invites comparison! 


The Skuttle Humi-dial eliminates the humidistat and 
relay transformer — is adjusted for proper degree of 
humidification right at the humidifier. From this point 
on the operation of the Humi-dial is basically the same 
as the proven Model 400 Humidimatic. Vapor is pro- 
duced independent of the heat from the plenum by the 
use of a 625 Watt element in the water pan. The 
Model 800 is also equipped for automatic water feed. 
A new, improved water feeder regulates a constant 
water volume. 


Stock the new Skuttle Humi-dial now and profit from 
increased automatic humidifier business. 


MANUFACTURING CO: 
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= Economical 


& Minimum 


KING ENGINEERING CORP. 


Box re) ° Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 








FILTER GAUGE 


V FEWER EMERGENCY 
CALLS FOR YOU 


RENEW FILTER Signal warns 
in advance of furnace troubles 
developing from dirt-clogged 
air filters—eliminates the 
| most common cause of service 
‘complaints. 


V BETTER HEATING 
FOR YOUR CUSTOMERS 


RENEW FILTER Signal tells 
when it’s time to replace dirty - 
filters—guarantees clean, 
comfortable heat at all times; 
worthwhile savings on fuel 
and cleaning bills; protection 
against furnace damage. 


Bachavach FILTER GAUGE 


Fits all types of heating and cooling units.’ 





Accurately adjustable for any kind of replaceable or 
washable filter. 


Easy to install. Drill"4 holes and mount—no connection 
‘across filter—no electrical connections. 


Suggested Retail Price, $6.35 plus installation charge. 


“Ay BACHARACH INDUSTRIAL INSTRUMENT. CO. 
FG-44 200 N. BRADDOCK AVE. ¢ PITTSBURGH 8, ‘PENNA. 


JUPTEPTVVVAAAN 
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. « » « New Products 





Taco introduces tempering Valves 
with copper tube sweat Connections 


TWO TEMPERING VALVES introduced by Taco have yr 
sweat connections and an adjustment range from 120° to 
160° F. for both models. 

No. 507 has a concealed adjustment; 
No. 508 (illustrated) has an external 
handle for adjustment. Both valves fea- 
ture forged bronze body and cap; 
hermetically-sealed thermal element; 
small size; introduction of cold water 
only when hot water source is above 
setting. 

Made by: Taco Heaters, Inc., 1160 
Cranston St., Cranston 9, R. I. 





Circle E12 on coupon, page 110 


Cast-iron wet base Boiler for 
residential Use is Quik Heat Unit 





QUIK HEAT oilheating unit announced by Quiet Automatic 
is an oilfired cast-iron boiler-burner unit for residential 
hot water heating systems. Available 
as a packaged unit or as a boiler- 
burner, it can be taken apart for mod- 
ernization of old-fashioned cellar-stair 
jobs. 

The unit is equipped with a cast- 
iron oilburner and comes in four sizes 
with BR ratings from 525 sq. ft. to 

















875 sq. ft. Two sizes of tankless water ' 
heaters are offered, 3V2 and 5 gph. 
Made by: Quiet Automatic Burner 
Corp., 33 Bloomfield Ave., Newark 
4,N. J. 

Circle E13 on coupon, page | 10 4 
Safeguard announces Humi-Zon, ¢ 
new portable room Humidifier Z 
ANNOUNCED by Safeguard is a new portable room hw 
midifier called Humi-Zon which humidifies, cleans and 
filters room air. w 
Housed in a mod- 
ern ebony or 
ivory case with 
goldtone shadow- ¢ 
box trim, the unit 
weighs 5'/2_ lbs. ¢ 


and fits on shelf or table within 8 feet of an electric out 
let. 

In operation, it draws room air through a removable 
washable filter. The air is then washed and forced throug! 
a system of Melamine-impregnated baffles, humidified ané 
recirculated through the room. A self-regulating factor 
prevents excessive humidification. 


Made by: Safeguard Corp., Lansdale, Pa. 








Circle E14 on coupon, page | 10 
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| Mr. Serviceman 


4 you lose 4Zc 
every time you try 
to clean a nozzle 


heres why: 


SERVICING : | 
DEALERS | 
. | 


am 





matic 
ential 








HAVE TOLD US 








n hw 
5 and 
IT’S ONLY COMMON SENSE, then to follow a serv- 
- ice practice that saves your company money and 
also makes satisfied customers, 
Monarch Manufacturing Works, Inc. 
2501 E. Ontario Street 
5 Philadelphia 34, Pennsylvania e 
c out’ 
William Steinen Mfg. Co. 
vable, 43 Bruen Street 
rough Newark 5, New Jersey 
d and 
Boston Machine Works Eddington Metal Specialty Company 


11 Willow Street Eddington, Pennsylvania | 


Lynn, Massachusetts 
Hago Products 


Delavan Manufacturing Company 1120 Globe Avenue 
West Des Moines, lowa Mountainside, New Jersey 


eloil 











. . . « New Products 


Evis fueloil Conditioner made for 
domestic and industrial Systems 


EVIS fueloil conditioners come in both domestic and indus- 
trial types to fit most oilburners. The Evis process is de- 
scribed as con- 

taining no mov- 

ing parts, requir- 

ing no chemicals 

or electricity and 

sold on a 120-day 

money-back guarantee. 

It is designed to eliminate soot and slag formations in 
fireboxes and flues, prevent formation of waxy deposits in 
oil lines and strainers and fouling of burner tips. Installed 
on the fueloil line leading to the burner, the conditioner 
improves combustion without additives. The device works 
by causing oil fractions to burn independently. 

Made by: Evis Mfg. Co., 5955 N. Rockwell St., Chi- 
cago, Ill. 

Circle E15 on coupon, page | 10 


Stoddard Dust-magnet electrostatic 
air Filter made of plastic Fabric 
DUST-MAGNET air filter employs a woven plastic fabric 


which builds up and maintains an electrostatic charge by 
the movement of air through the filter. Usable where tem- 


bound in flexible silver-colored plastic, allowing them to 
be rolled or folded for shipping and even installed curved 

Made to any size or shape L-types, like all Dust-mag. 
nets wash clean under a faucet. Electronic action of the 
plastic fabric is said to be capable of trapping particles ag 
small as .4 micron. 

Made by: Stoddard Industries, Inc., 1545 Kingsbury St, 
Chicago 22, Ill. 

Circle E16 on coupon, page | 10 


General Automatic introduces “Lo” 
pre-assembled boiler-burner Unit 


SERIES “LO” oilfired boiler-burner unit introduced by Gen. 
eral Automatic stands only 36” high and is designed for 
homes requiring up to 750 
sq. ft. of hot water radiation. 
All-welded, heavy _ steel 
construction features the 
unit, which is pre-assembled 
and wired at the factory, de- 
livered ready to connect to 
piping. A removable water 
heater provides year-round 
domestic service water. 
Made by: General Auto- 
matic Products Corp., 2300 
Sinclair Lane, Baltimore, Md. 


peratures do not exceed 200° F., the L-type filters are Circle E17 on coupon, page 110 





WHEN LENGTH OF SERVICE COUNTS 
YOU CAN COUNT ON CENTURY OIL HEAT! 


Most folks just naturally expect their furnace to last for many 
years. They figure on a cleaning bill now and then, but little 
more in the way of upkeep. They prefer to pay for durable 
heating equipment . . . the kind that’s built to stand the test 
of time. That’s the kind of customer that’s just right for 
Century, the quality line of oil heating equipment. 


Long 10 year warranty on heat exchanger 
Rugged high pressure, gun-type burner 
Trouble free controls—the finest made 


Famous "Crescent" heat exchanger, stress relieved and pres- 
sure tested 
@ Sealed cabinets finished inside and out 


For all the details on this wonderful Century oil heating line 
drop us a card today. 


SPH EHAHHHHROHeR EE HHO BOL SESS OROSEEE 


You can count on 


for comfort 


CENTURY ENGINEERING 
CORPORATION 


Dept. 208-E 
Cedar Rapids, lowa 


SCeereeeeeeeeeeeeeeeeeeeee 
Seeereeeoeeeeeeeeseeeeeeeeese 


errr ereereeeeeeeeeePeteneseeteeeeres 
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“Don't forget 
Field Control, lad. 
No heating plant 





works its best 


without 


~ | @ne” | 


we 
You have put your faith in ETI EG | more than 15,000,000 times 


NTE FIELD CONTROL DIVISION of H. D. CONKEY & COMPANY, MENDOTA, ILLINOIS 
: Affiliates: CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 


REPRESENTED IN CANADA BY ONTOR LABORATORY LTD 111 TYCOS ORIVE TORONTO 10. ONTARIO 














. . « « New Products 


Waltham Constant-Flow Furnace 
incorporates own water Heater 


WALTHAM’S Constant-Flow oilfired furnace-burner unit 
incorporates its own storage heater to provide domestic 
hot water. One 
ducted Jet-Head 
oilburner fires 
both units. 

The glass-lined 
tank of the water 
heater is made of 
boiler plate steel 
and is equipped 
with a magnesium 
anode. Recovery 
rate is 120 gph at 
100 degree tem- 
perature rise. Storage capacity of the heater is 30 gals., 
designed for 150 lbs. water working pressure. 

Made by: Waltham Oil Burner Co., East Boston, Mass. 


Circle E18 on coupon, page 110 





Excelsior announces galvanized 

furnace Pipe in 10-foot Lengths 

EXCELSIOR now offers snap-lock, galvanized furnace pipe 
in 10-ft. lengths in 4”, 5” and 6” diameter in 30 gauge; 
6”, 7” and 8” in 28 gauge. 





The pipe, intended for perimeter and craw] space in- 
stallations, is shipped nested. The snap lock assembles 
easily with slight hand pressure. 

Made by: Excelsior Steel Furnace Co., 546 W. Pash 
ington Blvd., Chicago 6, Ill. 

Circle E19 on coupon, page | 10 









Skuttle announces Improvements for 
water Valves for humidifying Units 


NEW MACHINERY and advanced tooling enable Skuttle tp 
provide closer tolerance for all working parts of valyes 
for humidifiers. 
For example, 
when rising water 
level forces the 
float upward, the 
valve closes as the 
valve-jet moves 
into a new special 
resilient seal; newly-designed tapering, inside diameter of 
the valve-seat-retainer permits easy sliding action; new 
valve-arm-guide is milled flat; two-step rivets tie the float 
shaft and guide together; valve bracket is adjustable, 

The float in the new valve is non-corroding glass, with 
the shaft run into the bulb through a rubber sealer. A 
lock washer holds the valve adjustment in place. 

Made by: Skuttle Mfg. Co., Milford, Mich. 

Circle E20 on coupon, page | 10 








the right filtor for every Use 


* 





FF-530V 
(Metal Bowl 
with Shut- 
Off Valve) 


CHEMISTONE 
ELEMENT... 
True Filter, 

not a strainer; 
exclusive with 
Kiemm. 


FF-430G 
(Glass 
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@ MODELS AVAILABLE FOR EVERY 
HEATING APPLICATION 









@ CHOICE OF GLASS OR METAL BOWLS 






@ BUILT-IN SHUT-OFF VALVES 
AVAILABLE 






@ EXCLUSIVE CHEMISTONE FILTER 
ELEMENTS 








No matter what kind of an oil burning installation you're 
selling or servicing, there’s a time-proved, customer- 
satisfying Klemm Fuel Oil Filter to keep 
it running . . . and running right. That's 
why it pays to insist on genuine. Klemm 
Filters — “Millions Since 1932.” 

















@) APPROVED MODELS AVAILABLE 


Keen PRODUCTS 


Mariel mela o@ tte - Cee e el. tenes sae) -tejel Sleons-mere), 17-4, bd 


1722 North Damen Avenue, Chicago 47, Illinois 


EXPORT: Guiterman Co., Inc., New York 4 





CANADA: Elgee, Ltd., Toronto 
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Point Out All 
Three Benefits 


Lower Fuel Bills 


lightweight B&W IFB are engineered to 
insulate. They keep the heat where it belongs, in 
the firebox. That means increased efficiency. 





Better Combustion 


B&W IFB heat up faster than ordinary 
firebrick, then confine the heat to the firebox. 
This results in higher firebox temperatures, 
more complete combustion. 








Cleaner, Quieter Operation 


It's only logical that with better combustion, 

soot and odors will be materially reduced. B&W 
IFB also have excellent acoustic properties, 

thus assure quieter operation. 


Bigger oil sales mean higher profits for you. And 
one good way to get more oil accounts in your 
neighborhood is to sell oil burner fireboxes lined 
with B&W Insulating Firebrick. e Your customers 
will quickly appreciate—and tell their friends— 
about the 15% to 25% savings in fuel bills made 
possible by B&W Insulating Firebrick. These light- 
weight refractories have millions of tiny insulating 
air cells that bounce the heat back into the firebox. 
That means lower fuel bills, more complete com- 
bustion, clean and odorless heat. ¢ So build your 
reputation in your community by 
selling fireboxes made of B&W IFB 
on all conversion jobs. 


A Valuable Guide 
for Every Installer 
Send today for this Handbook! (_--==— 






THE BABCOCK & WILCOX CO. 


Refractortes Diviston 






Works: Augusta, Ga. 





veneral Offices: 161 East 42nd St., New York 17,N.Y. 
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Are YOU getting 
YOUR SHARE of the 
“REPLACEMENT” 
BUSINESS? 














THE BETHLEHEM 


DYINATHERM 


is the outstanding 





Package Unit to Sell! 


@ EXCEEDS CUSTOMERS’ EXPECTATIONS — 
gives them more for their money in fuel econ- 
omy, convenience and comfort than they 
have ever known before, regardless of what 
heating system was used! 


@ FUEL SAVINGS OF MORE THAN 40% ARE 
COMMON — one reason why it pays for 
itself in 5 years! 


@ ALL THE DOMESTIC HOT WATER YOUR 
CUSTOMERS NEED — the year ‘round, at the 


lowest possible cost! 


Big Profits For YOU! 














Wire or write immediately for full information! 


BETHLEHEM FOUNDRY 
& MACHINE COMPANY 


BETHLEHEM, PENNSYLVANIA, U.S.A. 







109 
















. . « « New Products 





READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD OCTOBER ISSUE 
Mail Now—Coupon Expires December 31, 1957 





Circle numbers of new product items on which you 
want more information: 


NEW PRODUCTS 
Ei €2 £3 E4 E5 E6 E7 €E8 €E9 EIO 
El! £12 E13 E14 E15 El6 E17 E18 E19 E20 
E2\ 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 

Page ......Advertiser . 





Your Name ....... cccccccccces eccccccccce coccces 
Company .....cccccccccscccces Position ........ . 

Street .......e000- PTV TTCPTIT TT TITTLE TT 
GY .cccccsccccceccccccees occcce WTTTTTT TTT TTT Te 


Check Classification of principal dollar volume: 

C) Fueloll Dealer (] Ports and Equipment Jobber (] Manufacturer 
() Manufacturer Employee (] Manufacturers Rep. [) Oilhecting 
Dealer () Other 























Cleaver-Brooks Peak-Temp oil Heater 
for high process temperature Needs 





























oils or other liquids to temperatures as high as 600° F 
Forced _ internal 
circulation design 
provides high ve- 
locity flow of the 
heat transfer oil 
over the heating 
surfaces. A fire- 
brick ring in the 
burner throat is 
the only refrac- 
tory used, Usable 
wherever heat is 
required for man- 
ufacturing process, storage, transportation or ultimate ux 
of the product. 


PEAK-TEMP is a direct fired oil heater for heating trangfgy / 





Peak-Temp heaters are fired with oil, gas or combiny 
tion burners; heater is of the “closed” type with horizontal 
fire tube design. It is a complete package with removable 
heater element, integral forced draft fan and burner, 
operating and safety controls. 


Made by: Cleaver-Brooks Co., 326 E. Keefe Ave., Mil 
waukee 12, Wis. 


Circle E2| on coupon, this page 








COUNT "EM! 


Ke 


All Iron and Steel Construction 
Corrosion-Proofed Inside and Out 

Air Vents On Both Inlet and Outlet 

Choice of Inlet and Outlet Sizes 

Center Bolt Torque Resistance Over 300 In-Lbs. 
Non-Swelling, Leakproof Buna-N Gaskets 
Depth-Type Wool Felt Element 

Patented Lint Removal 


Moisture and Condensation Removal 


Avie eS Be 8 


Large Sump Area 







We Compared ALL Leading 
Fuel Oil Filters FEATURE for FEATURE 


WA OHERE ARE THE FACTS pois 
 coMPARE! WAXOULECUTa Mey aT ee a 


l 4 Comparison of GENERAL FUEL OIL FILTERS 
with other Leading Makes 






ALL IRON AND ST 

CONSTRUCTION 
255 oF soft metais. 
wear out 






Nothing to crack, chip Fe 











CORROSION. PR i 
OUTSIDE ROOFED INSIDE ano 





New porceiain-tine, plastic finish 
o 1) on beth inside 
svtige sng nat of Hier ety impervious te 










TS ON BOTH INLET AND 





Aliows dieeds , 
fier UMMM OF lines without disconnecting 


ICE OF INLET AND OUTLET  —— 
a es Se | 4 
| ‘ 

; ; NO | YES | NO | YES | NO 

BKETS fobs | as cay 
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MORE OIL BURNER PROTECTION... | 
MORE SATISFIED CUSTOMERS! 


GENERAL FILTERS, INC. 


NO | NO | No | No | NO | NO 








noo | ¥e@ | YES | NO | NO | YES | NO | NO 
e 


YES | NO | NO | YES | YES | NO 





TOTAL KEY FEATURES 4i3sf]fs3if¢)2)0| 
} | 4 2 0 


GENERAL F 
MORE ein ote Titteas OFFER MORE KEY FEATURES 
CTION . | MORE CUSTOMER SATISFACTION 






SELL THESE ITEMS, TOO! 
CLEAN RIGHT Soot Remover destroys 6" 
soot layer in: 2-5 minutes. Can reduce heat- 
ing costs 25%. 
GENERAL HUMIDIFIER 
Water Flow Regulator obsoletes floats . - - 
nothing like it! ; 
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New Westinghouse totally enclosed 
oil burner motor— 
2 Ibs. lighter, 1 inch shorter 
than old-style designs 





Here’s the motor news you’ve been waiting for! 








asi Westinghouse has a new totally enclosed 56-frame oil burner 

motor that’s a full inch shorter and over two pounds lighter 
mbina: than the previous design*—a combination that’s guaranteed 
rizontal to make your installations easier and less time-consuming. 
novable You’ll appreciate the many trouble-free features that are 
burner, built into this new Westinghouse motor, too. For example: 


It’s totally enclosed for protection against dirt and moisture; 
A manual reset thermoguard protects against abnormal 
2., Mil operating conditions which could harm the motor; 
All mounting dimensions are in accordance with NEMA 
standards, simplifying installation and service; 
Extra-large oil reservoir assures continuous lubrication with 
minimum reoiling; 
“1,000,000 start” centrifugal switch is rugged, reliable, 
quiet—gives years of trouble-free service. 
Take advantage of the best deal yet in oil burner motors— 
make sure that your next heating equipment order specifies 
WESTINGHOUSE OIL BURNER MOTORS. J-03043 


*Only 13 Ibs. light—5'/ inches long from front end of motor to bracket fit. 





48-FRAME OIL BURNER MOTORS 
are also available from the complete 
Westinghouse line of heating equip- 
ment motors. Whichever you choose, 
you're assured of the trouble-free 
features described above. 





ie You CAN BE SURE...iIF rs Westinghouse 


Co SMALL MOTOR DEPARTMENT, LIMA, OHIO 
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MANUFACTURERS 


ACTIVITIES 


CLES . 





Rapiport Associates to sell 
burner Parts, Accessories 


A NATIONAL sales organization, Charles 
N. Rapiport Associates, has been 
formed in Jersey City, N. J., by 
Charles N. Rapiport and Sidney S. 
Blackman. The company will sell oil- 


heating components and accessories to 
original equipment manufacturers. 
Among the oilheating products to 
be carried are the Super ignition trans 
formers made by Union Electric & 
Manufacturing Co., and Ohio motors. 
Rapiport recently resigned as gen- 
eral sales manager of Union Electric 
to form the new company. Blackman 
was previously in charge of Eastern 
Seaboard Sales for the same company. 








Rapiport Blackman 


The new organization maintains 


sales offices in Jersey City, headquar- 
ters of Union Electric, and also in 


Maple Heights, O., home office of 
Ohio Electric. In the next few months 
the company will take on the sale of 











SURE-FIRE 
LEADER! 


HAGO PRODUCTS 


1120 GLOBE AVE., 


IN CANADA — RICHARDSON, LTD., 462 GILBERT AVE., TORONTO 
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MOUNTAINSIDE, N. J. 


additional oilheating components on 
an exclusive sales basis. 


General Controls to extend 
sales Operations to Europe 


JACK F. RAY, vice president in charge 
of sales, General Controls Co., Glen 
dale, Calif., and Skokie, IIl., has been 
in Europe to establish a direct opery 
tion for the company to distribute it: 
line of controls for home, industry 
and the military. 

Initial step is the organization of 
headquarters in West Germany to le 
followed later by the establishment of 
manufacturing facilities. The Euro 
pean set-up will be similar to that op 
erated by General in Canada. 


Kam Water Heater introduces 
Line of Circulators, Valves 


KAM WATER Heater Manufacturing 
Co., Inc., Brooklyn, N. Y., manufac 
turers of tankless heaters, heat e 
changers and storage tanks, is going 
into the accessory field with a new line 
of hot water circulators and flow 
valves. 

The company recently purchased 
land adjoining its Alabama Avente 
plant. Construction of an addition s 
planned which will increase produc 
tion space by 3,000 sq. ft. 


York Division, Borg-Warner, 
elects President and Officers 


THE SUPERVISORY board of directors 
York Division, Borg-Warner Corp. 
York, Pa., recently elected the follow 
ing officers: | 

Henry M. Haase, president and 
chief executive officer; Stewart » 





October 
1957 






























» Almost everywhere these days, you 
find that your dollars buy less—but 
not at your Moncrief Wholesalers’. 


Today’s new Moncrief Gas Fired 
and Oil Fired Winter Air Condition- 
ing Furnaces give you, and your 
customers, more for fewer dollars 
-with unmatched advantages: 


¢ Sturdier Construction — With heat 
exchangers constructed of 16-gauge 
steel (14-gauge in the larger oil model) 
and 2]-gauge cabinets. 























DEALER ...yYour 
ng QOUWS 
are Bigger 


AT YOUR 


MONCRIEF 


WHOLESALERS’! 







fhice of 
months, 
sale of 
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¢ Appealing Styling — Compact cabi- 
nets with rounded corners that not 
only provide eye appeal but also extra 
rigidity — beautifully finished in two 
tones of grey. 


‘Factory Assembled and Wired — 
d So completely that the installer needs 

only to connect the fuel line, electrical 
ss supply, thermostat and ducts — Oil as 
charge § well as Gas Units. 


» Glen Be Adaptable for Cooling — With built- 
as ben J in provision to increase blower capac- 
oper & ity when needed for operation of a 
bute its § summer air conditioning cooling coil. 
ndustty f+ Rear or Side Air Intake — With op- 

tional Return Air Cabinet or Side Air 
tion of § Intake, which are money-saving acces- | 
y tole § sories for the Winter Air Conditioner. ok 

































nent of fF ¢ Complete Line — Gas F : ° ‘ ; 7 
Bu Mf 75000, 100,000, 125,000 and 150,000 New Moncrief Winter Air Conditioners 
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Air Conditioners and Counterflow 









luces Units. | Wi A f , Oil Winter 
4 inter ia 
4 one ° b Winter Air j Air Con- 
‘i * Really Competitive Pricing — Low Conde Aye Conditioner ditioner, 
. , showing 
prices that enable you to meet cheap Ponies ml Plawem interior 
l eas ® © ype ‘ tructi 
cturiig fF furnace competition with Moncrief i Leplins j oi earae 
anufac: excellen ! j accessory A eR Ms, travel over 
as An advanced —o om a4 Round 
ion 
pat ex’ If i © Basement- a ak Combustio 
increased costs are squeezing Type Unit! compact . Chamber 


Cooling af ond Large 
Installations! or 4 Radiator 











; going BF your profit dollars, it’s time for 
ew line § you to get with Moncrief. See your 
J flow § Moncrief Wholesaler, today! 








chase MONCRIEF is YEARS AHEAD WITH THE COMPLETE LINE FOR ANY TYPE OF INSTALLATION! 
A venue | 
ition 
roduc re 
2,3 or 5 Ton 
~amaygh ® 5T Mastennael Gi tees 
’ Units with | 3 i , ces as Fire 
a3 ie of "V" Air or Water Fired Winter Gas or Oi} Gas. or Oil 4 Gas Sizes Unit Cidaanen Incinerators 
TS {Upfiow) or Cooled Gas A. C. Units Fired Fired 4 Oil Sizes Heaters omnes 
“Flat’’ Hori- or Oil Fired Utility and Gravity 
“tars zontal Flow) Year ‘Round Counter- Furnaces 
rectors, Cooling Coils A. C. Units flow Winter 
Corp. A. C. Units 
follow’ THE HENRY FURNACE COMPANY © Medina, Ohio 
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Lauer, chairman of the York Division 
Supervisory Board; Marion F. Dick, 
secretary and general counsel; J. J. 
Floreth, vice-president and director of 
installation services; J. M. L. Joslin, 
vice-president and director of person- 
nel; Rodney F. Lauer, vice-president 
and director of engineering; W. F. 
Lynne, vice-president and director of 
finance; Austin Rising, vice-president 
and director of marketing; R. K. Ser- 
fass, vice-president and director of op- 
erations; and Jay E. Siler, assistant 
secretary and treasurer. 


Degree-Day Systems issues 
Its 20th heating season Log 


A DEGREE-DAY LOG for the 1957-1958 
heating season, issued by Degree-Day 
Systems, Inc., is the 20th such publi- 
cation prepared by the company. The 
Log provides a day-by-day monthly 
tabulation of degree-days reading, plus 
separate degree-days for heat and hot 
water and a grand total. 


Also, the Log contains space for 
tabulating monthly totals of degree- 
days, normal readings and a record of 
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Heat-Resisting 
Sheared to Size 


Advantages of Heat-Resisting 
‘Steel Combustion Chambers 


@ No breakage in shipment 
or handling 


f Lighter weight lowers 
j ° freight costs 


@ Quicker heating— 
greater efficiency 


@ Cleaner heat— 
better temperature control 












Save time and money by fabricating your 
oil burner combustion chambers from 
sheared-to-size Ingersoll heat-resisting 
stainless steel. 

This special steel is correct in analysis 
to withstand high temperatures . . . con- 
sistently uniform in quality . . . and has 
exceptional forming characteristics. 

Ingersoll will custom shear it to your 
specified blank sizes, or multiples thereof 
(depending on size). And Ingersoll’s 
flexible facilities are geared to handle 


large jobs or small ones with speed and 
precision. 


[ ince ou si | 

Write, | 
wire [VS is 

orphone | 

for details | | 

ee | 
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Ingersoll does not fabricate combustion chambers 


rsoll STEEL DIVISION 


Borg-Warner Corporation 
New Castle, Indiana 


October 
1957 
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gallons sold. Comparative informatio, 
can be included for the previous heat. 
ing season. 

Included are a variety of printed 
forms for fueloil dealers available from 
Degree-Day Systems, such as price 
cards; office and truck price card and 
meter ticket holders; maximum-mip; 
mum thermometers; advertising ther. 
mometers; fueloil, burner sales and 
service records, 

Additional information covers meter 
tickets for all makes, card and record 
files and a line of Eze-Stick pressure 
labels for burner and service identifica. 
tion. 

Copies already have been mailed to 
customers. Other interested oilheating 
companies can secure copies of the 52, 
page, Spiral-bound book from Degree 
Day Systems, 3930—58th St., Wood. 
side 77, N. Y., for $1.25 a copy. 


Burnham renames Boiler Div,; 
appoints marketing Manager 


BURNHAM CoRP., Irvington, N. Y,, 
has changed the name of its Boiler Di 
vision. From now J ~t 
on it will be 
known as_ the 
Burnham Corpo- 
ration Heating & 
Cooling Division. 

Walter H. 
Sampson has been j 
named marketing 4 
manager of the Sampson 
Division. He was formerly branch 
manager for the Metropolitan New 
York area. Phillip Barret, formerly 
branch sales representative for the 
Southern Connecticut territory wil 
take over Metropolitan New York 
area. 






Iron Fireman to consolidate 
Manufacturing in Cleveland 


ALL MANUFACTURING components of 
the Heating Division, Iron Firemat 
Manufacturing Co. will be consol 
dated in Cleveland following the « 
quisition of a third plant in the at 
First Vice President Lewis Cox sa 
that the company has acquired an i 
dustrial plant on West 106th St, be 
tween the two Cleveland plants — 

Thé SelecTemp Division now ® 
Ligonier, Ind., will be transferred by 
January 1. The Ligonier property 
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be leased to another company. 

Iron Fireman operates two plants 
at Portland, Ore., one subcontracts air- 
sft parts and the other makes elec- 
tronic parts for the heating and air- 
craft industries. 


Delavan publishes Booklet 


on Nozzles for Oilburners 


“EUEL NOZZLES FOR OILBURNERS” is 
the title of a 12-page booklet published 
by Delavan Manufacturing Co., West 
Des Moines, Ia. 

E. O. Olson, chief engineer of the 
company, prepared the text. After a 
brief description of the oilburner, he 
explains how a nozzle works. 

This explanation is expanded by a 
description of pressure, fuel proper- 
ties, specific gravity and viscosity, sur- 
face tension and nozzle ratings. The 
diferent types of nozzles and their ap- 
plications are covered. 

The last section has to do with the 
storage and handling of nozzles with 
attention to their protection. Olson 
concludes by saying, “A nozzle is a 
piece of precision equipment. It will 
give good service if properly handled, 
applied, and protected and supplied 
with the proper grade of fuel.” 


Filter Catalog is published 
by Sette Products Company 


SETTE PRODUCTS CO., Oakland, Calif., 
has issued a catalog on its Microstone 
clement filters, 

The catalog includes photographs as 
well as line drawings to illustrate the 
equipment. Four filters for different 
applications are described. 














a display card 14" x " 
15" has been de- 
sed by Gorton Heating Corp., Cran- 
: . J. The card is available from 
line aot and comes with the out- 
‘ the valve perforated so that 
actual valve can be inserted. 


New Quarterly is published 
by Carlin for Distributors 


“FACTS 'N FIGURES,” is the name of a 
new publication issued quarterly by 
The Carlin Co., Wethersfield, Conn. 
The booklet will contain news items, 
sales ideas, installation and service 
helps aimed at wholesalers and their 
contractor-dealers. 

President B. C. Lindberg said, “Our 
main objective is to make ‘Facts ‘n 
Figures’ just what the name implies— 
a source of engineering and technical 


information that will assure proper in- 
stallation and servicing of U. S.-Carlin 
burners and result in all-important 
customer satisfaction that means suc- 
cessful business with profits.” 


200 will attend Honeywell’s 
industrial instrument School 


NEARLY 200 engineers and technicians 
will be enrolled in classes on industrial 
control instruments at the Instrumen- 
tation Education Center conducted by 
the Industrial Division, Minneapolis- 

















A Sinclair es 


Fuel Oil Distributorship 


DEALS YOU 4 ACES 


. A Sinclair Fuel Oil Distributorship puts you in a pre- 
ferred position in the industry. Sinclair Fuel Oil is a 
preferred product because it’s a superior product—thanks 
to continuous research and improvement at Sinclair’s 
huge laboratories in Harvey, Illinois. 


& 


A strong ad program promotes Sinclair Fuel Oils for 
Sinclair Distributors. Ads hit prospects at the local level. 


te No worry about supply! Sinclair’s tremendous produc- 
tion and storage facilities mean a steady, dependable 


source of supply. 


aa An informative sales training program strengthens the 
hand of Sinclair Distributors. 


You can have a more profitable business with Sinclair 
Fuel Oils containing RD-119®. Write to: Sinclair Refin- 
ing Company, 600 Fifth Avenue, New York 20, N. Y. 


Do it now. 


SINCLAIR FUEL OILS with RD-119 
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Honeywell Regulator Co., Philadel- 
phia. 

The students will be from 14 gov- 
ernment agencies and 65 American in- 
dustrial firms and 14 foreign compa- 
nies. 

Curriculum for the 
classes, which run from two to 13 
weeks, includes courses in pyrometry, 
electric potentiometers, pneumatic 
control and transmission, flow meters, 
thermometers and pressure gauges. 
The center opened in 1935 has more 
than 5,000 graduates. 


tuition-free 


New marketing Appointments 
made in Permaglas Division 


TWO EXECUTIVE APPOINTMENTS and 
the formation of a new marketing or- 
ganization have been announced by 
J. H. Brinker, general manager, Per- 
maglas Division, A. O. Smith Corp., 
Kankakee, Ill. 

W. T. Halket is now marketing di- 
rector for the Division and J. W. Bur- 
leson is general sales manager. 

Under the new marketing system, 
L. V. Martikonis, advertising and sales 





When you examine everything... 


(SS HERCO IS HARD TO BEAT! 





SI GQUALITY-WISE /7 


Look at any Herco Unit. See 
the quality in design, mate- 
rials, workmanship. Hercos 
are built to give dependable, 
efficient service with fewer 
headaches. 


29 PRICE-WISE J< 


Compare all the “extra de- 











OIL THRIFTY 


HERCO 


wor 


Low Pressure Burners 


Boiler-Burner Units 


tails” of other prices. You get 
much more from Herco at a 
competitive price. 


pat SERVICE-WISE [7 


Every Herco Dealer knows 
the factory will stand behind 
him on every Herco Unit. 
Factory Guarantee and Fac- 
tory Service are standard 
Herco policy. 








WRITE FOR FREE CATALOGS. 


Herco Oil Burner Corporation, Lancaster, Pa. 


Warm Air Units 





promotion manager; H. L. Balthazar 
manager of marketing services: an 
Burleson will report directly to Halket 


Ever-Tite’s West Coast Office 
to be headed by Ralph Lohse 


A NEW WEST COAST office in Long 
Beach, Calif., has been opened by 
Ever-Tite Cou- 4 
pling Co., New 7 
York. 

Ralph W. 
Lohse, recently 
appointed West 
Coast Manager, 
will be in charge 
and will serve 
customers in eight 
states. The new office will inter-relate 
its activities with the midwestern of. 
fice in Cincinnati and the main office 
in New York to expedite orders and 
deliveries. 


Westinghouse sets distributor 
sales Conferences on Cooling 


THE AIRCONDITIONING Division, West 
inghouse Electric Corp., Pittsburgh, 
has announced that two conferences 
will be held to introduce the 1958 line 
to distributors. 

The first meeting is planned for No 
vember 7 and 8 at the Jung Hotel, 
New Orleans, La., for all distributors 
in the southern part of the United 
States from California to Florida. 

The northern sales meeting will be 
held November 14 and 15 at the Desh 
ler Hotel, Columbus. 


Pullman Vacuum Cleaner Corp.. i 
has prepared a reminder tag of i 
placed on furnaces at the time 
stallation or service. The identific 
tag gives the name, address wns fe 
phone number of the dealer to ¢¢ 
emergency or regular service: 
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NEW 
‘Promotion Ideas 


CEE E28 COO Ororenrenenenoe 


Waterbury offers you the oppor- 
tunity to tie in with one of 
America’s best-known, best-liked 
personalities, Eddie Bracken. On 
radio, television and in promo- 
tional materials, he commands 
attention, directs prospects to 
you and opens the door to easier 
selling. And he really has some- 
thing to sell when he helps you 
sell Waterbury. 





Ina series of TV films available to dealers, 
TV-movie star Eddie Bracken plays the 
part of a Waterbury dealer. 


He demonstrates how Waterbury Com- 
FORTROL Heating feeds heat into a home 
at exactly the same rate it leaks out. 





And he tells the story of how Waterbury’s 
factory training program makes Water- 
bury dealers real ‘‘comfort engineers”’. 


NEW TELEVISION-RADIO AD PACKAGE STARRING 
EDDIE BRACKEN BUILDS UP WATERBURY DEALERS! 











WATERBURY HELPS YOU SELL: 


@ Recorded radio spots with Eddie 
Bracken. 


@ Eddie Bracken featured on direct 
mail pieces available to dealers. 


@ Complete kit of newspaper ad mats 
@ Outdoor and Indoor Display Plans 


@ ‘Selling in the Home Plan’'—most 
complete plan to nail down replace- 
ment sales. Dealers report the plan 
increases volume 30-200%! 


@Dealer Education Plan—year 
‘round field conferences, factory 
schools keep dealers up-to-date on 
everything you need to sell! 


@ Builder Promotions Kits—to help 
dealers make hay in the new home 
market. 


co, GO, GROW with WATERBURY! 
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NEW 
Product Ideas 
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ps SELL HEALTH when you sell Water- 
Ri COMFORTROL. Not only does the 
*mperature remain constant hour after 


hour—it varies less than 1 degree from 
floor to ceiling! 








ol 


NEW WATERBURY Comr/ortco€, GIVES YOU A GREAT 
PRODUCT THAT MAKES 'EM FORGET ABOUT PRICE! 
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Bacharach Temperature Recordings, home in Wayland, Mass. Outside temp. —10°, Thermostat set at 70° 


IMAGINE HOW THIS CHART CAN HELP YOU SELL! 


It’s the picture of carefree, con- 
stant comfort you can promise 
when you sell revolutionary new 
Waterbury COMFORTROL. No 
more fussing with the thermostat 
. . . no more bake-one-minute, 
freeze-the-next heat. COMFOR- 


TROL’S continuous flow of warm 
air at just-right temperature 
assures a new kind of comfort 
that makes a home owner forget 
about price. And look to WATER- 
bury for more NEw IpEAs that 
you can sell! 


This is the month to SWITCH TO WATERBURY! 
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. . . « Manufacturers’ Activities 


Consumer Movie, comic Book 
is circulated by Armstrong 


ARMSTRONG FURNACE CO., Columbus, 
O., is making available through its 
wholesalers a film and comic books for 
the public. 

Called “Controlled Climate,” the 
film is suitable for association or club 
meetings. It is a full color, 22 minute 
film with no commercial bias. It tells 
the story of a man’s search for com- 
fort from caveman days to the present. 

The comic book is a companion to 


the film. 


Orr & Sembower, Inc., names 
five sales Representatives 


SALES REPRESENTATIVES in New York, 
Connecticut and Tennessee have been 
added to the distribution set-up of 
Orr & Sembower, Inc., Reading, Pa. 
Powermaster sales in Albany, N. Y., 
will be handled by H. M. Kimmey 
Co., Inc. Buckpitt & Company will 
direct sales in the Rochester area. 
Representing the company in West- 
chester County, N. Y., and in the 
Western part of Connecticut will be 
Arthur Beningson, Stamford, Conn. 











next June! 





Hello! 


Let's give 
oilheating the “hard-sell” 
this Fall, and remember 
there’s a big, important 
Oilheating Industry Event 


coming, in New York, 


—G.M.M. 
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The Chippewa Industrial Sales Qo 


will cover the Buffalo area. 


In Nashville, Tenn., the representa, 


tive will be J. A. Harwell. 


Revecor Inc. plans Expansion 
to double its plant Facilities 


REVCOR INC., Carpentersville, [I]. 
manufacturer of blower wheels, blades 
and housings, has announced that 18, 
000 sq. ft. of manufacturing space js 
being added to its present plant, 

This expansion will double Reveor's 
manufacturing facilities and will hous 
engineering offices, research and tes 
ing facilities as well as production line 
equipment. 


Air. Filter Corp. will occupy 
new Milwaukee Office, Plant 


PRESENT PLANT CAPACITY will be 
doubled when Air Filter Corp. occu 
pies its new plant and offices at 4554 
West Woolworth Ave., Milwaukee, 
some time this month. 

The company manufactures Airsan 
permanent viscous type air filters for 
heating, ventilating and aircondition 
ing equipment and applications. 


Folder on hot water Controls 


issued by McDonnell & Miller 


TO HELP in the selection and applic 
tion of controls for high temperature 
hot water installations, a four-page 
engineering folder has been published 
by McDonnell & Miller, Inc., Chi 
cago. 

Diagrams are used to show how 
pump controls, water feeders and te 
lief valves are used. The data wa 
compiled originally for the McDow 
nell field organization, but now * 
available on request in writing to the 
company at 3500 N. Spaulding Ave. 
Chicago. 


Dole’s new Catalog describes 
heating and plumbing Valve: 


A NEW CATALOG (Bulletin PH'8) * 
now available from The Dole Vale 
Co., Morton Grove, IIl., show 
Dole’s complete line of valves. 

It explains valve requirements “ 
heating and plumbing systems, 
how Dole valves operate to meet thes 
requirements. 
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“ No Pump Service in Over Eight Years —’ 


Marlows Speed Up Loading Time... Last Longer Without Service! 


“No pump service in over eight years !’’ 
—that’s what George Riley. President 
of Community Service Stations. Inc.. 
Newton Highlands, Mass.. says about 
Marlow Pumps. When the first Marlow 
self-priming pump was installed by Hall 
Equipment Co., Quincy, Mass., in 1948 
to replace a rotary pump, the delivery 
fate was increased from 80 GPM to 225 
GPM. Because of the high efficiency and 
long service life of the first unit, a sec- 
ond was installed in 1953 to boost the 
delivery rate to 510 GPM. Both pumps 


nOW operate continuously without down 
time or service! 


“Community” sells fuel oil at wholesale 
and retail through its own dealers as 
well as to independents. During the win- 
ter, the bulk plant handles over a million 
gallons per month. Five underground 
tanks are used for storage and piping 
is arranged so that either or both of the 
pumps, operating on suction lifts up to 


13 feet, can pump from any of the tanks. 


If you have a problem of petroleum prod- 
ucts handling for bulk plants, delivery 
trucks, or transports, see your Marlow 
dealer for the answer. For complete de- 
tails write for Bulletin PM-06. 








DIVISION OF 


BELL & GOSSETT CO. 


Midland Park, N. J. 


Longview, Texas 


Morton Grove, Illinois 
in Canada: PUMPS & SOFTENERS LTD., LONDON, ONTARIO 
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Readers’ Problems 


floor, 


Oilheating 
Dealers! 





Q. WANTED: Firebox informa- 
tion on setting an oilburner in 80 hp 
horizontal-return-tubular 125# pres- 
sure brick-set steel-jacketed boiler. 
Firebox and baffle 


setting needed. 
I. T. J., Arlington, Ind. 


design for front- 


A. A man having much experience 
can design a firebox for an hrt 80 hp 
boiler after being given only dimen- 
sions for center-line of cup to firebox 
firebox width, 
length. But such a man usually knows 
suitable dimensions for an 80 hp 


and _ firebox 


eveRY (AM) INSTALLATION 








Means You'll Sell Another Tankful 
of Fueloil* in the Summertime! 





Removable Coil 











All Copper Tankless Heaters 


Cut Unnecessary Service Calls 
—You Make More Money! 


DELUXE TANKLESS WATER HEATER DE- 
FIES COMPARISON ...at ANY price! 





@ Can be installed either VERTICAL or HORI- 
ZONTAL. 

@ Does NOT have to be completely removed in 
hard water areas. 

@ REMOVABLE copper coil unit permits re-use 
of shell or coils. 

@ Air vent PREVENTS heater from becoming air 
bound. 

@ Pre-tested to withstand 150 Ibs. ACTUAL 
working pressure. - 

@ All joints, coil tubing, copper shell, seams and 
bronze flange are SIL-FOS brazed to BRONZE 
fittings to insure permanent air tight, water 
tight union. 

@ LIFETIME Guarantee on all WORKMANSHIP. 

a 








A. 


KAM 


239-249 ALABAMA AVENUE 





*FUELOIL & OIL HEAT's 
estimate of added fueloil 
consumption when boiler 
provides domestic hot wa- 
ter. 


Our 


Y ear 


WATER HEATER MFG. CO. INC. 


BROOKLYN 7, NEW YORK 


In Canada—Diamolloy Co. Ltd., 2316 Gerrard St., E., Toronto, Canada 


QUALITY PRODUCTS SINCE 1906 


a—— 51st ey, 











boiler. For a given burner, they may 
be about 14”, 30” to 36”, and 60" tp 
72” respectively. Side height should 
be at least 4” more than twice the diy 
tance of center-line of cup to floor; 
according to another thumb rule, side 
height may equal firebox width, 






A man without experience building 
such a firebox does not know the doy 
ens of details with which industrial 
burner experts are familiar. The in 
experienced man needs, therefore, 
firebox plans and drawings and in 
structions containing many details, 

The firebox material and size should 

| be different if the boiler will be fired 
| lightly, or will carry loads greater 
| than 100% rating loads for many 
hours of the day. Manufacturers of 
different makes of burners give dif 
ferent instructions about secondary. 
air passages, front-end construction, 
rear-wall corbels, ignition arches, ete. 
A burner that uses heaviest fueloi 
needs a firebox designed and con 
structed much more carefully than a 
burner that uses light fueloil. The only 
way for you to play safe is to assemble 
full details on the above points and on 
the dimensions of the boiler. Present 
these to either a local expert at design 
ing fireboxes for industrial burners, or 
to the manufacturer of the oilburner. 
Obtain detailed instructions and plans 
for building a durable firebox that wil 
produce high efficiencies. 





Q. Which electrical equipment can 
I use to have a pressure control on 4 
steam boiler start a draft inducer firs, 
and have the oilburner start 30 to 6) 
seconds later, after the draft is well 


established? 
W. P. H., Lakewood, N. | 








| A. To have the steam-pressure on’ “Wy 
| trol start the draft inducer first, and ink 
| have the oilburner start 30 seconds Na 

later, use an Amperite time-delay ® - 
| lay. This resembles an electronic tube dis 
| in having a glass envelope and si mal 
| connection pins that plug into 4 bas. tim 

but within it are simple parts includ : 
| ing a heater element, bimetal st? a 
| and a set of contacts. It comes wl deg 
| contacts either normally-open “ led 


normally-closed. Timing is from ? ® 
180 seconds, depending of whica 








y, 
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E. J. BRENNAN, manager of A. 
C. English 


































THIS NATIONAL BOOKKEEPING MACHINE posts al] necessary records quickly and 
efficiently. 


“Our @alional System | 
saves us ‘1935 a year... 


pays for itself every 7 months.” —a.c. Enoiish, tevittown, N. ¥. 


AWATIONAL System has eliminated posting mistakes for this 
company. 
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e CON’ ‘“ P 
“We recently replaced our pen-and- much overtime work, can now be ac- Your operation, too, can benefit from the 


t, ane ink accounting method with a new _— complished with maximum speed and _ “ime- and money-saving features of a Na- 
cons fF National System,” writes E. J. efficiency. Accounts receivable are al- 4! System. Nationals pay for themselves 
a B ’ } , quickly, then continue to return a regular 
ay fe orennan, manager of A. C. English. ways up-to-date and in balance, and yearly profit. For complete information, 
tube Our National has increased the effi- customers’ statements are always in call your nearby National representative 
Fs ciency of our operation, thereby the mail on time. ov: He’s listed ath oe 
| bas making important savings for us in “In this way, our National System ow pages of your phone book. 
on time and money! saves us more than $1,935 a year, 
nclus All aspects of our accounting pays for itself every 7 months!” 
strip, mae “ been simplified by our 
; with onal System. Posting customer’s , SX 
ve TS day cards, statements and Cw Ciner 
gers, which previously required Manager of A. C. English 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 
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. Readers’ Problems 


You can wire the steam-pressure 
control to a relay so that closing of 
the control circuit snaps in several sets 
of relay contacts. The closing of one 
set of contacts starts the draft inducer 
immediately. The closing of a second 
set of relay contacts gives current to 
the heater element in the Amperite 
tube. Then 30 or 60 seconds later, the 
contacts within the tube will close and 
start the oilburner. That’s based on 
your using a tube having normally- 
open contacts, and timing of either 30 
or 60 seconds. 


The contacts within the tube are 
wired, of course, to the low-voltage 
thermostat circuit of the burner’s 
safety-control panel. You have to use 
a third set of contacts in the relay. 
Wire these in series with the contacts 
within the Amperite tube; reason for 
doing this is to stop the oilburner in- 
stantly when the steam-pressure con- 
trol opens its circuit and stops the 
draft inducer. 

Obtain information on Amperite 
tubes, and sockets or bases for them, 


from Amperite Co., Inc., 561 Broad- 





DEPENDABILITY 


— the key 
to successful 
marketing 





BLACKMER zorary Truck Pumps 


Dependable service builds business. The first step to fast, efficient 
deliveries is the use of equipment that is engineered for year-in, 
year-out dependability. Blackmer Pumps are designed to give sus- 
tained efficiency for years of severe service through these outstand- 


ing features: 








"liquid materials handling"® 


BLACKMER—— 


Self-adjusting for wear vane construction 
Extremely high mechanical efficiency 
Self-priming with high suction lift 

Heavy duty anti-friction bearings 

Cartridge type mechanical seals (TX models) 


equipment 





INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK e ATLANTA « CHICAGO e GRAND RAPIDS e DALLAS e« WASHINGTON e« SAN FRANCISCO 


See Yellow pages for your local sales representative 
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way, N. Y. If you need additional 
help, you can get it from a field ep, 
gineer of the company that makes the 
safety-control panel used on this job, 
Cr request help and wiring diagrams 
from Cleveland Fuel Equipment Go, 
1111 Brookpark Rd., Cleveland 9, 
Ohio, and. from L. J. Wing Mfg, Go, 
66 Vreeland Mills Rd., Linden, N, J. 
The experts employed by these two 
companies can recommend control 
equipment and draft inducer special 
ties for you to use on this job. 


Q. I need help from Sparky, the 
world’s best serviceman, or from 
somebody! 

Completely renovating eight im 
portant rooms of this 26-room build 
ing, even providing new and fancy 
radiation for these 1ooms, the owner 
wants individual room - temperature 
control for the eight important rooms, 
with ordinary controls for the other 
18 rooms. 

I plan to use eight solenoid valves, 
one in supply hot-water line of each 
of the eight radiators, and eight room 
thermostats, one for each room. Cir 
culator is suitable for this, I think 
Question is, then how can I provide 
ordinary room-temperature control 
for the other 18 rooms? 

S. P. Peoria, Ill. 

A. There’s more than a dozen 
ways to skin this cat, and you should 
talk them over with engineers em 
ployed by control manufacturers 
Two circulators, not one, are best for 
such a job according to some contrdl 
experts. 

Here’s a simple and inexpensive 
idea. Control the heat for the 16 
rooms by a large-building outside 
temperature control system, to insure 
frequent oilburner “on” periods 
which are regularly spaced whenever 
heat is needed. Provide a consider 
ably oversize radiator in each of the 
eight important rooms, so that the 
room would be overheated if its ther 
mostat did not prevent this—with 
normal on-off operation of one large 
circulator serving the entire system 
Use one solenoid valve (in a supply 
line. to the room’s radiator) and one 
room thermostat, in each importatl 
room. ~ 

Make certain to discuss full d 
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rovide 
ontrol . : . 2 2 ° 
in premium-quality Atlantic Heating Oil 
a, Ill, 
dozen . . . . . 
hould One of the most advanced of all heating oil Every Atlantic distributor can be assured that each 
em § additives gives Atlantic distributors a great new gallon of Atlantic Heating Oil will have the maxi- 
ures. | Sales opportunity. mum heating efficiency. 
st for e . . . . . . . . 
ane Atlantic research has combined this additive Because Atlantic Heating Oils are available at 
with the exclusive triple-refining process to pro- conveniently located pipe line or water terminals, 
nsive f Vide a premium-quality heating oil which actually distributors can also be assured of continuous, 
= helps keep a burner clean as it heats, and which dependable supply. 
tside’ costs no more than ordinar ati ils 
nsure ordinary heating oils. If you want more information about the ad- 
riods This development is another example of how vantages of an Atlantic distributorship, call or 
never Atlantic works continuously to provide its distrib- write The Atlantic Refining Company at one of 
- utors and the public with top-quality products. the terminals listed below. 
the 
the TERMINALS AT: 
ther 
wit Providence, R. |. Trenton, N. J. Lebanon, Pa. Richmond, Va. 
New Haven, Conn. Gloucester, N. J. Mechanicsburg, Pa. Charlotte, N. C. 
large Albany, N. Y. Bridgeton, N. J. Northumberland, Pa. Greensboro, N. C. 
stem. Binghamton, N. Y. Boston, Mass. Philadelphia, Pa. Wilmington, N. C. 
pply buffalo, N. Y. Akron, Ohio Pittsburgh, Pa. Spartanburg, S. C. 
; Elmira, N. Y. Allent p nee 2 Albany, Ga. 
| one Seshiniter ” ¥ Me n a a. res ing, Fa. - Atlanta, Ga. 
SAR cere a = hee HEATING OILS 
’ ° ’ r ac ” . 
oe N. Y. Greensburg, Pa. Baltimore, Md. Savannah, Ga. 
de’ ark, N. J. Johnstown, Pa. Salisbury, Md. Jacksonville, Fla. 


























. ...« Readers’ Problems 


tails of the control system with the 
manufacturer of the controls you will 
use, and the manufacturer of the cir- 
culator equipment used on the job. 


Q. Congratulate me, for I'm swing- 
ing many gas-conversion jobs to oil- 
burners! 

On one job having a gas conversion 
burner, I find a “Safety Door Closer.” 
This includes a big spring rigged to 
close the firing door of this coal-de- 
signed boiler after a “puff” pops the 
door open, Latch of door has been 
hacksawed off, 
closed if I remove the spring. 

I never in my life have seen such a 
door-closing spring on an oilburner 
job. Should I remove it after install- 
ing the oilburner, and make an im- 
provised latch of the regular type? 

M. F. L., Bronx, N. Y. 

A. By all means leave the door- 
closing spring arrangement in place! 
It serves precisely the same function 
for oilfiring as it was installed to 
serve for gas firing. FUELOIL & OI 
HEAT feature articles on avoiding 
puffs, and 


so door won't stay 


eliminating chances of 


puffs doing damage, have 
strongly recommended precisely this 


kind of spring for firing doors and 


small 


flame observation doors. 
We almost forgot . . 
tions! 


. Congratula- 


Q. Sparky may be the world’s 
smartest service man, but he is living 
in the dark ages when it comes to au- 
The 
Sparky gave the homeowners in the 
March issue of FUELOIL & O1t HEAT 
say that he was setting the room 


tomatic control. instructions 


thermostats to give a minimum “‘on’’ 
period of ten minutes. Don't you 
think that this is approximately three 
times as much time as it is desirable 
or necessary’? Since 1948 thermostats 
have been designed to produce ap- 
proximately a three minute minimum 
“on” time. 


It seems to me that if Sparky is 
setting his thermostats for ten min- 
utes ‘‘on,” he is doing the homeown- 
ers an injustice and appreciably in- 
creasing the temperature differentials 
in the home beyond what is necessary 
and practical with present equip- 


ment. 


W. S. H., Minneapolis 





Sparky says: “I have been wrong 
once or twice as the years have gone 
by, and every time I appreciate being 
set straight. : 






“The fact is, I made a concession 





in coming down to ten-minute ‘on’ 





periods for these oilburners, Year; 





ago, I preferred minimum oilburner 
‘on’ periods of 15 or 20 minutes jn 






homes where these did not result jp 





complaints about bumpy heating, 
Then the development of rapid-heat- 
ing fireboxes in the last 15 years 






made me come down to adjusting 
thermostats of warmvair systems for 





ten-minute ‘on’ periods, 





“Like many other service experts 
doing much combustion testing and 






striving for maximum combustion ef- 
ficiencies and minimum fuel bills, | 






aim to have the firebox red-hot most 
the time the oilburner is running. On 
one of the jobs I discussed in the ar: 
ticle, the firebox does not become red: 
hot during three minutes of burner 
operation. If the burner ran only 
three minutes each time it started, 


































Better Dieting 
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Chapters On: 


Fireboxes Nozzles 
Draft Baffles 
Wiring Pumps 
Motors Efficiency 
Controls Heating 














°* Only $2.00 a copy ° 


REPRINTS OF THE BEST MATERIAL 
THAT HAS EVER BEEN PRINTED! 


It’s Available Now! 


The Second Edition 


"Better Oilheating"’ 


This collection of articles from FUELOIL & OIL HEAT and its pred- 
ecessors is wiihout a doubt the most valuable ever put together 
under one cover. Many of the articles were originally printed many 
years ago and they contain valuable information no longer avail- 
able from any other source. These are not just articles but basic, 
sound principles as valuable today as they were years ago! 


Better Oilheating is a book for dealers, service managers, service 
men and oilburner service schools. 
8%” x 11”, over 100 pages, 125 illustrations, tables and many 
Order a copy for yourself and your key people 


service hints. 
today. ONLY $2.00 A COPY! 


Send your remittance to: 


°° © fueloil & oil heat 


Bound in attractive paper cover 





















2 West 45th St. 
New York 36, N.Y. 
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NOW 


the RMC Gauge-Signal Package 


With two distinct units, specifically designed for their job 
the time and expense of plugging an extra tank opening is not 
necessary as is required by a combined vent signal and gauge. 








gives you the most practical combination 


|. “Filtone” SIGNAL 


The NEW Filtone is designed to operate with a mini- 
mum of back pressure, has no “dead spots” and has 
far greater strength for supporting the vent pipe. The 
Filtone offers you both installation and fuel servicing 
advantages. 





FLANGE-TYPE CONNECTOR—Made in two parts which are bolted together to eliminate 
need for unions, compression-type couplings, or the need to build the vent up from the tank. 
Has tensile strength one-third greater than malleable iron. 


MINIMUM BACK PRESSURE—The RMC Filtone operates with a minimum of back pressure. 
(1) while tank is being filled and vent is exhausting air only, and (2) when liquid may actually 
be up to the vent, in case of overfills. 


DEPENDABLE, AUDIBLE SIGNAL—Makes a solid, pleasant whistle sound the moment fuel 
begins to pour into tank. Has no “dead spots” at any rate of fill from 15 gpm to 60 gpm. 
When the sound stops, the delivery man knows the tank is full. 


2. “Universal” GAUGE 


The Rochester Universal Gauge has a long standing 
reputation as the best value for accuracy and long, 
lower cost gauge life. Gauge replacement and serv- 
icing problems are practically non-existent with Uni- 
versal Gauge equipped installations. 

















listed by 
Underwriters 
Laboratories 


RMC GAUGE-SIGNAL 
PACKAGE ... best 
WEATHER-PROOF—Pressure tight head is sealed and weather-proofed so that it can be 


used indoors or outdoors, com b i n ati on b U ) f 


FUME-PROOF — Magnetic drive eliminates need for any opening into tank; gives perfect 
readings at all times. 





LEAK-PROOF—Hermetically sealed head makes it leak-proof, dust-proof and absolutely 
shock-proof, 





calaasiah 


Call your jobber, or write the factory, but whatever you do start using 
this “perfect package” now. It will save you time, trouble and money! 









ROCHESTER MANUFACTURING CO. e@ 8 ROCKWOOD STREET © ROCHESTER 10, N. Y. 


LIQUID LEVEL, TEMPERATURE and PRESSURE INSTRUMENTS 






RALPH M. NELSON 


412 rshall Bldg. 
RMC REPRESENTATIVES Podbreeey ty 3 


JOSEPH BERNARD CHARLES J. DAVIS V. E. DUNNING HALL AGENCIES ROCHESTER MFG. CO., INC. 
Harper Avenue 215 Cushman St. 2949 Harriet Ave. S. 4 Manor Road, E. 12143 S. Halsted St. 

Drexel Hill, Penna, Plainwell, Michigan Minneapolis, Minn. Toronto, Ont., Canada Chicago 28, Ill. 

FRANK L. CASSIDY WILLIAM J. DEBLER FRANK HACKETT CHARLES P. McKENNA, JR. SAMUEL SKNER 

6916—5éth Ave, S. 31 Gordon Rd. 759 N. Milwaukee St, P.O, Box 155 274 Madison Avenue 


Seattle, Washington Needham, Mass. Milwaukee 2, Wis. Richmond 1, Va. New York 16, N.Y. 













































Superior quality 
—precision machined 
































Larger diameter cam ears 
for longer service life 



































































—no weak spots 








Recess retains gasket 
in coupler and assures 
proper placement 





























Uniform wall thickness 


—no weak spots ne 


Extra heavy reinforcing rim 


Extra <Z/ 
Hi-Strength Stainless ae 
forged Steel pins WY 
handies —greater 
—greater safety and 
economy longer 
service 


Uniform heavy wall thickness 


Superior quality 


EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


onlY EVER-TITE auick copings 


can make all these claims 
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—precision machined 
—accurate tolerances 














USE it —— SELL it! 


hd oy Abeba 
SOOT DESTROYER 


For more than 20 years, “E-Z"’ has been 
manufactured, nationally advertised and 
sold throughout America. It is a thoroughly 
tested and proven product, and is preferred 
and recommended by oil burner servicemen 
from coast to coast because; 

1. “E-Z"" quickly and thor- 
oughly eliminates fuel oil 
soot in only one applica- 
tion. 

2. “E-Z" eliminates the need 
for cleaning equipment. 
3. “E-Z" saves time and 
4 
5 








































































































manpower. 

. “E-Z"" is safe and easy 
to use. 

. “E-Z" is UNCONDITION- 
ALLY GUARANTEED 

















SEND COUPON FOR FREE SAMPLE! 


NORMAN CHEMICAL CO. 


1630 Carroll Ave., St. Paul 4, Minn. 


Please send us FREE SAMPLE of ''E-Z"' Fuel Oil 
Soot Destroyer for testing. Send literature and 
complete price set-up. 
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OEGREE Day SYSTEMS - WOODSIDE 77 nn Y 


04362 
The BURNER SERVICE Co 
4390 ENNY AVENUE 
HAWKINS, N. J. 
BE 5-5245 





NAME 
ADDRESS 


INVOICE To: 
TROUBLE REPORTED: 


itelibeiaabisisetennstecnte: 
CAUSE OF TROUBLE 


ae 
BURNER eae 


P.M, 
——————|| TOTAL time 
MODEL 


i 
O Oiled Circulator 





Hpz Cleaned Boller —() Cleaned Smoke Pipe 


O *  Bumer o- 
Chimne: 
52 Oo - oO y Base oe 
PARTS ond MATERIALS, 





ec 
MEN TOTALOF —— ROURS LABOR @ COST OF 


ew __tosnaon@ ESE | 
THIS IS YOUR] | PAY THIS 
be INVOICE AMOUNT —_ SAVE 


Cowsen == AGewr texan MONEY 
Sas aPPamats ls now working - INCREASE 
SIGNATURE X . EFFICIENCY 
ene Make service billing 
and service charges 

as easily understood 

as fuel oil meter tickets 

SEND FOR FREE SAMPLE 


DEGREE DAY SYSTEMS 
WOODSIDE 77, N. Y. 

















. . . « Readers’ Problems 


all the oil would burn in a cold fire. 
box. 

“Also I've gotten complaints aboy 
the burner starting and stopping to 
often after I adjusted the thermosty 
for five-minute ‘on’ periods. 

“But still Pll go along with yoy 
100%, on the basis of Providing 
smoothest possible heat; that is, I'l 
adjust for three-minute ‘on’ period: 
if you let me service installations hay. 
ing fireboxes that become red-hot aft 
er the burners run 30 or 60 seconds 
That would be ideal! 

“In that article, I said the motor’ 
centrifugal starting switch, and the 
fuel unit’s shut-off valve, must snap 
open and closed properly 42,006 
times in five years. On your basis of 
reducing my ten-minute ‘on’ period 
to one-third, these two things would 
have to snap open and shut 126,000 
times in five years.” 


Q. I need data on which suction 
line filter is best at taking water out 
of the fueloil in a customer’s tank, | 
delivered the fueloil and unaccount: 
ably seem to have wound up with 
well-mixed V4 water and ¥% fueloil 
Oilburner stops only twice a month 
because of the water. 

W.T. A., Aurora, Ill 

A. You are correct. Installation of 
a big, highly effective suction-line 
filter may avoid your having to pump 
out the customer's tank. Recommends 
tions about makes and models of filters 
cannot be given you here, however. 
Ask several filter manufacturers about 
your problem, then use your bes 
judgment in selecting the proper make 
and model. Provide your customer be 
forehand with many, not few, replace 
ment internal elements for his filter 


Q. Is a 1/6 hp gun-type bumer 
improved much by removing its split 
phase motor and installing imstead 4 
capacitor-start motor? 

S. R. A., Gary, Ind 

A. No, not according to mo 
burner experts. Most burner manv 
facturers, including many who a 
exceedingly quality conscious, 
sider a 1/6 hp split-phase motor & 
cellent for a domestic gun burner— 
so excellent that nothing is gained by 
switching to a capacitor-start motor 


October 
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These pumps gulp GULF gasolines 
... Safely at 200 gpm each! 


Gorman-Rupp “O”’ Series Pump at loading 
dock Pumps off trucks with an overload, 
or empties them when desired. 


‘‘Gulp” is the word, because it has the sound and feeling 
of intermittent pumping. Like when the line runs dry, 
then refills. 

It happens here at the Cleveland Terminal of the Gulf 
Oil Corporation— and at other petroleum handling points 
—when a carrier is emptied, or a transfer is completed. 

These Gorman-Rupp ‘‘O” Series Pumps go right on 
pumping, intermittently or continuously, because they are 
Centrifugal Pumps That Prime. 

Operation is safer because there are no check valves. 
Straight-in suction delivers liquids directly to the eye of 
the impeller with least possible entrance loss. Fewer 
parts! Greater efficiency! 

Write today for information on Gorman-Rupp horizon- 
tal and vertical ‘“‘O”’ Series Centrifugal Pumps That Prime! 


THE GORMAN-RUPP 
COMPANY 


305 BOWMAN STREET ¢ MANSFIELD, OHIO 





Industry Groups 
(Begins on page 89) 


Exhibit sponsored at Fairs 


by Oil Heat Council of N. C. 


COUNTY FAIRS at Concord, Shelby, 
Salisbury and Raleigh, N. C., have 
had or will have an exhibit, sponsored 
by the North Carolina Oil Heat Coun- 
cil, featuring the toasting of marsh- 
mallows over an oil flame. 

Another association activity, in co- 


operation with the Alley-Rader Co., 


RASS 


Fast venting GORTON VALVES make radia- 
tors heat quickly and evenly with ounces of 


vapor instead of pounds of pressure. 


Minneapolis-Honeywell, and the city 
of Winston-Salem, was a three day 
burner school. One hundred and fifty 
people from as far away as Charlotte 
attended the three night sessions. 
Similar schools are planned for other 
cities. 


Heating Wholesalers to have 
Chicago Convention, Nov. 18 


THE PROGRAM for the 11th annual fall 
convention of the National Heating & 
Airconditioning Wholesalers will in- 





ESTABLISHED 
1887 


VAPOR 
EQUALIZING y 
VALVE 


By installing correctly sized GORTON VALVES, 
air is quickly vented, permitting radiators to 
heat properly. Available in 5 sizes for proper 
venting and balancing of each radiator, and 


two sizes for venting mains. There is a GORTON 
VALVE that’s just right for every radiator. 


HEATING 
CORPORATION 


ASK YOUR 
WHOLESALER 
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SEND TODAY FOR 


Literature and free handy ruler 
giving actual sizes of air out- 
lets of fast venting GORTON 
VALVES for every steam heating 
system. 





clude committee meetings, panels and 
workshops at the Morrison Hotel jp 
Chicago, November 18-20. 

One panel workshop will be on costs 
of doing business, another on credits 
and finance, and a third on budgets fo, 
sales promotion. Committee chairmen 
will report to the membership Tugs 
day morning when officers and trys 
tees will be elected. 

Wholesalers will have the oppor: 
tunity to confer with top executives 
of manufacturing companies at the 
business conference program. 


Heating-Cooling Council plans 
annual Meeting, October 29-30 


THE SECOND annual meeting of the 
Better Heating-Cooling Council will 
be held at Hotel One Fifth Avenue, 
New York City, on October 29-30, 

The program is expected to center 
around four features according to 
Franklin Greene, executive director. 
There will be a preview of the Asso- 
ciation’s new color cartoon movie for 
TV use; a report on all special promo 
tion projects and results of the 1957 
program; a new promotion at all levels 
of the industry for hydronics; and 
election of officers and formulation of 
the 1958 program. 

Special emphasis will be given in 
dustry and consumer sales efforts by 
specialists who will outline how smal 
and medium-sized companies can ex’ 
pand and open new sales areas. 

Other sessions will include reports 
by committee chairmen and meetings 
of the Public Relations Advisory Com 
mittee and board of directors. 


Fred Attwood to head Boiler, 


Airconditioning Manufacturers 


FRED R. ATTWOOD has been named 
president of the recently formed Boil: 
er and Air Conditioning Manufactur 
ers Association. Gustave Koven, L. 0. 
Koven & Bro., is vice-president. 
Other officers are Joseph Sweeney: 
Fostroia Pressed Steel Corp., secretary’ 
treasurer, and M. C. Turpin, exe’ 
tive secretary. The executive commit 
tee includes Ray C. Edwards, Paul 
Bunton, Albert Morrison, Jr., Rolan¢ 
Mertz and Martin Beline. . 
Nicholas J, Driscoll, Spi Rol 
Corp., is chairman of the technica! 
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Reduce 
your 


inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 


In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 





. Water and acid resistant element. 


w [Eel S"| = SETS . Uniform density filtering to .0005”. 


orn fe 
Band 64) PF.200 RF 4 


cost pencd lay . No channeling or ‘‘soft’’ spots. 


BandhB8) PFE? RFS 


63 


a boa "i . Will not shrink, distort, stretch, flake 
“gee yah as bes or deteriorate. 


. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


p~-MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 


This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


PUROLATOR 


PRODUCTS, INC. 
“FIRST IN THE FIELD OF FILTERING” 


Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me _______ copies of your Oil Burner Filter 
Element Cross-Reference Chart. 


Name sect ——- 








| 





Address____ ae : ER en ee a 


___Zone___ State_ 


RE ok A 


Rahway, New lersey and Toronto, Ontario, Canada 








Wi KOLBKAST 


COMBUSTION CHAMBER 


Guaranteed long life—best combustion 
results—vuse Universal Kolbkast for high 
er low pressure burners—insulating 
properties equal to insulating brick. Fits 
all boilers and furnaces. 


ENGINEER 
INSPECTED! 


© Flexible © Greater Efficiency 





committee whose members are Roland 
Mertz, Waterfilm Boilers; Benner 
Hunt, Republic Products; and Ray- 
mond Giveler, Penn Boiler Corp. 


Tennessee Oil Men will have 
fall Convention in Memphis 


THE FALL convention of the Tennessee 
Oil Men’s Association will be held at 
the Hotel Peabody, Memphis, October 
17-19, 

Officers for the next year will be 
elected at the meeting. 


KOLB REFRACTORIES co. Cy 


MEADOW and JACKSON STS. 
PHILADELPHIA 48, PENNSYLVANIA 





SAFE-FILL® 
TAPERED NOZZLE PLUG 


mean fast 
deliveries 


SPEEDS UP VENTING, safe fill 
tapered nozzle plug is especially 
developed for use with VENT- 
ALARM Signals, it allows pumping 
speed to be stepped up. 


TIGHT CONNECTION eliminates ex- 
cess air to be sucked in through fill 
pipe while tank is being filled. 


SAFE FILL tapered nozzle plug is the 
only approved and patented tight con- 
nection on the market—it has a safety 
valve that pops off at approximately 5 
Ibs. P.S.I. prevents rupturing oil tank. 


SAVES TIME & LA- 
BOR, permits faster 
filling, drivers are 
able to cut down the 
pumping time by as 
much as 50%. 


DEALER'S PRICES 


1-11/32” Hole in Plug 
for 1-3/8” O.D. Nozzle 
Tube, Plug Only (BI) 
$1.95 Each. Pluq With 
Type BI — Valve (B2) $3.95 


SOLD BY LEADING JOBBERS 
Manufactured by: 


“GASOILAIR EQUIPMENT CO, 


P. ©. Box 768, New Haven, Conn. 


If I used fuel oil meter tickets, 
I'd order from Cromwell for 2 


Call 
or 





Midwestern Old Timers’ Club 
has “Golf’un Day” on Oct. 4 


THE RIVER FOREST Golf Club, Elm- 
hurst, Ill., was the scene of the Old 
Timers Club “Golf’un Day, on Oc- 
tober 4. 

The program included a golf tour- 
nament, putting contest, games and a 
banquet in the evening for members 
in the Chicago area and their friends. 
Charles B. Bendix, regional chairman, 
and H. A. Maccubbin made the ar- 


rangements for the affair. 





ss 
MURRAY Says: 


You can't buy 

a better 

burner at any 
price—and only 
our price is 
competitive! 





<4 Model TB 


75 to 3.0 Gph 
One-Piece Cast 
Aluminum Housing 


Write or phone 
us for: Complete line of quality oilburn- 
ers, sump pumps, circulators, and laun- 
dry tray pumps. 


( SILENT-FLAME—) | 





MANUFACTURING CO. INC. 
Blue Point, L. I., N. Y. EM 3-6201 
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fore) Coy mm oyatetatete Mob elo MEd st-We Lots 7-15, 
delivery in the industry. 


T=} sXe Ob Co) dt 8.029 Solel Col Coles 


CROMWELL PRINTERY 


(INCORPORATED 
BLEECKER ALBANY 1 Ney 


Out Distribution Division 
designs advertising Piece 


A PROMOTION PIECE explaining how 
the automatic delivery system works 
is being offered by the Distribution 
Division, Oil-Heat Institute of Amer: 
ica, Inc., New York. 

The four-page folder can be im 
printed with the dealer’s name, ad- 
dress and phone number. It is the sec- 
ond of six new pieces in the OHI 
Treasury of Advertising and is keyed 
No. 4153. 


SAVE on 
FUEL OIL 
DELIVERY HOSE 


Long-wearing, top-quality hose racks and reels 
easily. Repeat-ordered for years by thousands 
Multiple-braid carcass. 
Static wire Furnished with full-flow 
male & female couplings (unless male & male 
specified), SATISFACTION GUARANTEED or you 
may return hose on receipt for full refund. 


MAIL ORDER NOW—IMMEDIATE DELIV. 


of careful purchasers. 


inserted. 





Lengths Wid. | 1%" 1.0. 


50 ft. $34.70 $51.35 
75 ft. 49.70 74.10 
100 ft. 64.70 96.85 
125 ft. 79.70 119.60 











3% freight allowance on orders of $100 or more. 
Terms: 2%—16¢ days to rated firms. Otherwise €.0.D. 
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BIG PROFITS AHEAD 


For the Man Who Uses Sid Harvey’s 


faa, Rebuilt Replacement Parts 
car a 


7 
+—— 


























He'll get a lot more because he'll have 
more to offer . . . Such as. 


EXACT REPLACEMENTS 

On ALL MAKES, ALL MODELS. . . Pumps, 
Valves, Controls, Relays, Motors, Trans- 
formers, Clocks, etc. Sid Harvey’s Rebuilt 
Replacement Parts fit exactly, No fuss, 
No changes, No headaches. 


IMMEDIATE EXCHANGES 
No waiting, No delay, You get the part 
you want... When you want it. 


COST IS LESS 

Profit is greater because Sid Harvey's 
Rebuilt Parts cost about half in most 
cases, with no sacrifice in Quality, Long 
Life or Performance. 








SID HARVEY’S 
REBUILT PARTS 
CAN HELP YOU 
MAKE A PROFIT. 






APRIL. '58 












GET THE FACTS AVAILABLE AT ALL 
In Sid Harvey’s new SID HARVEY STORES 


Catalog — It’s FREE to the is 3 
A \yI WRRNEN vac. 





your letterhead, today. 

















trade, write for it on 
VALLEN STREAM. NEW NOoRK 
Pricloil 
oilhear, 





NOW SERVING YOU FROM NEW ENGLAND'S MOST ACCESSIBLE ARTERY 


ROUTE 128! (Turn at 


NEW ENGLAND'S LEADING MANUFACTURER 


AND SUPPLIER 


Route 62) 


Blue stove pipe and fittings 

Chromium plated stove pipe and fittings 
Galvanized stove pipe and fittings 
Prefabricated duct and fittings 
Perimeter heating pipe and fittings 
Small-pipe heating pipe-fittings 


STOVE 
RANGE 


REPAIR 


FURNACE 
BOILER 


117 ELLIOTT STREET @ BEVERLY, MASS. 


Telephone: Boston, Prospect 6-9090 


Beverly, Walker 2-0581 





Johnstown, Pa., Chapter gets 
Charter from Heating Society 


OFFICERS of the American Society of 
Heating and Air-Conditioning Engi- 
neers attended the charter meeting of 
the Johnstown, Pa., chapter on Sep- 
tember 20. 

Peter B. Gordon, president of the 
Society, installed the officers and pre- 
sented the chapter with its charter. He 
also delivered the principal address. 

Officers of the new group are Dr. 


Walter L. Ross, president; Karl O. 


Schlentner, vice-president; Joseph K. 
Thornton, secretary; and Sigmond 
Moroh, treasurer. Serving on the 
board of governors are L. Foster Tier- 


ney and Harold F. Lenz. 


Long Island ont has Contest 
to find prettiest Housewife 


A CONTEST to find the housewife “who 
best typifies the claim of Long Island 
as a beautiful place to live and work” 
is being sponsored by the Oil Heat In- 
stitute of Long Island. 





Only-fir 


HAS A COMPLETE 
LINE OF 


HI-RECOVERY ° 
HOT WATER HEATERS 


£ 
t 
é 


$ 


@ GLASS LINED 


30 gallon with 120 gallon hour recovery 


@ COPPER LINED 


30 gallon with 120 gallon hour recovery 
45 gallon with 180 gallon hour recovery 


@ A.S.M.E. GALVANIZED 


30 gallon—35 gallon—and 44 gallon for 
Motels, Apts., State and Government Jobs 


- @TWIN COIL JOBS 
for Launderettes and Big Buildings 
A Coast to Coast Distribution 


33-35 Bloomfield Avenue e¢ 
CHICAGO OFFICE: 1005 W. Belmont Ave. 


HI-RECOVERY 


CT AUTOMA 


OIL FIRED WATER HEA 


QUIET AUTOMATIC BURNER CORP. 


MANUFACTURING ENGINEERS 


Newark 4, N. J. 
EAstgate 2-6684 


IC 


TER 
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up—19 ga. doors) 





DEPEND ON” TO 
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More for your Mo 


MORYS 


LAO LAELIA ID EDEDERLSTTELE 


BEST BODY - BEST BUY 


@14 and 16 ga. Body Steel (14 ga. 
throughout for models rated 1 ton 


@12 ga. Diamond Floor Plate 
@Heavy U-Channel Understructure 
®@Electric Welded throughout 
®Telescoping Roof and Hinged Gate 


IMMEDIATE DELIVERY © Distributors in Principal Cities 


“BODIES YOU CAN 


LAST INDEFINITELY 


Requirements for the title of Mrs 
Long Island state that contestants must 
have been a resident of Nassau or 
Suffolk County for one year and must 
be a homeowner (heated with oil, nat- 
urally). The winner will be crowned 
October 19. 


North Carolina Oil Jobbers 


to have Convention, Oct. 20 


MANY SOCIAL activities have been 
planned for the annual fall conven 


tion of the North Carolina Oil Job 


ney hal 


VILLE 


Morysville U-2 for %,% 


or 1 ton chassis 


@ Full-length Hinges with Brass Pins 

©Solidly Framed Doors and Panels 

© Recessed, Spring-loaded Latches 
with Individual Locks or Master 
Locking Device 

© Fendix Undercoating (No Extra 
Charge) 
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BY QUAKER 
SOUND ENGINEERING AND LIGHTWEIGHT 
CONSTRUCTION ASSURE EXTRA PAYLOAD 


Quaker Truck and Trailer Tanks are designed by engineers 
of highest standing and built to your individual require- 
ments by mechanics of the finest skills. Before construction 
is started on any tank, a blueprint is submitted showing how 
the tank will look, how much it will weigh, and how the 
load will be distributed on each axle in accordance -with 
both the chassis manufacturers’ specifications and State 
highway laws. You can depend on Quaker Tanks never to 
be overweight, never to be over or under capacity; and to 
have the load distributed perfectly. 


For over 30 years Quaker has been the leader in the 
development and improvement of truck and trailer tank 
equipment. Go over any modern piece of equipment and 
see what a large percentage of the improvements in design 
and construction have been developed by Quaker City. 
To take a specific item: you will find lightweight tubing of 
larger inside diameter than piping, with long sweep elbows 
replacing sharp mitered joints, all joints welded and tested. 
Features like these explain why so many large oil com- 
panies ask us to construct pilot models for them before 
they go ahead with a large program. 


Get the benefit of standardization where it will save you 
time and money, but at the same time enjoy the advantages 
of a tank designed to fit your individual requirements by 
specifying Quaker City on your next order. Whether you 
want a simple job like our “William Penn” or a deluxe 
unit like our “Fawn,” we can take care of your needs. 


QUAKER CITY 


3400 GAUL STREET, PHILADELPHIA 34, PA., Telephone: REgent 9-3O000 


ONE OF AMERICA’S LEADING 





MARTHA WASHINGTON TANDEM 


TRUCK TANK 


MARTHA WASHINGTON 









GONDOLA TYPE SEMI-TRAILER 





CUSTOM REFUELER 






A tg: ile Vise 


“FUEL OIL 
































WILLIAM PENN 


IRON WORKS 


BUILDERS FOR OVER 30 YEARS 
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ieheld in Releigh, N.C. © ‘htiman of che Joint Chiefs of Saf, 


FUELOIL DEALERS attended the Sep- Standard, head the list of speakers for 
tember 12 meeting of the Oil Heat | Central Supply Association’s annual MORE THAN 1,000 MEMBERS of Desk 





COLE-SEWELL Draft Controls: Outperform, Outlast Others 


COMMERCIAL DUO-DRAFT 
DRAFT CONTROL 
STABILIZER FOR GAS 


Open check type. All mov- Double-acting Draft KoreK- 
ing parts perfectly counter- tor: factory balanced to 
balanced in all positions. hold extremely accurate 
Extra large blade gives draft. Full range of do- 
maximum control on high mestic sizes: 7” through 
draft. Friction-free bear- 12”. All commercial sizes. 








ings for highest perform- Knife-edge bearings. Indi- 

ance and long life. Heavy vidually cartoned. Finest 

construction. quality construction. 
COLE-SEWELL ENGINEERING CO. 


2288 University Avenue St. Paul 14, Minn. 





bers Association at the Oak Park Inn, whether primarily concerned with built around a “Mobilize for Modern- 


Asheville, October 20-22. home heating, tobacco curing or both. ization” theme and will include: man- 

Business meetings in the mornings agement workshops, special sales 
will leave afternoons and evenings free Central Supply Association seminar for manufacturers, description 
for meeting industry friends. to have Convention, Oct. 23 of a new, industry-wide public rela- 


: tions program aimed at the consumer. 
ADMIRAL ARTHUR RADFORD, retired — 


Desk and Derrick Clubs have 


and Joseph A. Grazier, American- ra ae : 
annual Convention in Chicago 


Council at Raleigh, N. C. convention at the Palmer House, Chi- and Derrick Clubs of North America 
The meeting was for the Eastern cago, Oct. 23-25. met for their sixth annual convention 
and Piedmont Carolina dealers The program for the meeting is in Chicago. 








Until we began using the Blue Heat additive we had been 
bothered with clogged up nozzles on certain makes of 
burners which we are servicing. Blue iieat has eliminated 
this problem. 





Blue Hert has dispelled the offensive fuel ofl odor 
caused at our loading racks. S3efore using Blue Heat the 
odor of the fuel oil was quite obvious throughout our 
terminal, now the same is not noticeable at all. 





As you can see by our letterhead we are featuring “Lue 
tieat in our fuel oil. 


I believe that your ad@itive will increase our fuel 
oil sales considerably, during the coming heating 


Mirror-Finish 
Tip 


FUEL OIL ADDITIVE 


Fuel Oil Business 


| Write today for a franchise in your aréé 


PARKE-HILL CHEMICAL CORP. 


29B Bertel Ave. * Mount Vernon,N.Y. * MOunt Vernon 8-7220 


October 
1957 






WM. STEINEN MFG. CO. 
44 Bruen St., Newark 5.N. J. 


2474 TRADE morn 
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S YOUR SERVICE PROBLEM DUE TO 


Seer MODERN 0) 383:40)4, ba ael dae) | 
Hydrovalve’s Hew NEOPRENE-BINDER 


GASKETS 








,..a size and type Humidifier for every furnace installation. 






SERIES 555 
= = Fits any straight side i 
warm air furnace. if | di ° 









. 


costly call backs 
on your Oil Burner Servicing. 
Modern fuel oils attack 
ordinary Gasket material... 






Corrosion resis- 











tant, stainless steel = 4 r Hydro vol ve s 
por pan 4” x 15. Com- — 
Jern- ely assembled for quick and — Hew NEOPRENE-BINDER 
man easy installation. completely saturates the fibres 


of the Gasket material 
New sensitive and makes them detergent resistant... 
thermostats as- for long-lasting 
sure balanced seepage-free sealing. 
humidity. 






sales 
tion 
rela- 
mer, 


New copper overflow on Model 555C. 











SERIES 577 
Stainless steel. Ad- | 






















ve ‘ Z 
justable to sloping or 
ago straight bonnet furnaces. 
Pre-assembly cuts labor time and 
Desk installing costs. 





rica W WRITE FOR CATALOG FO-I0 


AUTOMATIC HUMIDIFIER CO, Cedar Falls, lowa. §f 


tion 


Hydrovalve Co. 


1319 Utica Ave., Brooklyn 3, N. Y., BUckminster 4-1330 





$$$S$$SSS$SSSS$S59$ | 
waiting for you li. > 
in the BURNER & FUEL Trade 
when you install ; ~ 
"SUPERVENTS” ° | 
‘ The Only SIX-IN-ONE QUICK-VENTS | 
in the Land! 
e ; 
Sameer" oa 
e FoR coLp PEOPLE lili 
© FOR ZONING 































NEUTRALIZES and DEODORIZES 
FUEL OIL & GASOLINE ODORS 
DUE TO FUEL SPILLS, LEAKS, AND STAINS 





Information on request. 


OSTER LABORATORIES ELLENVILLE, N. Y. 






















































TONGUE & GROOVE u“ 
L I T + ® © y.\ cy T JOINTS =| yon anrnanninn® wor-toxie 
® 
HI NEUTRODA SPRAY — Makes fast work of 
fe) M B ) S Tl @) Ny C H AM B 3 4 S SIDE WALLS banishing nage sr i pe yn 
rmits tos e rizi vi 
QUICK HEAT We) (emai ° cntaa ealh Gon NEUTRODA into those 
_ DOUBLE SEAL hard-to-get-at places. 
BETWEEN 
paggmad fase see FLOOR & WALLS NEUTRODA POWDER — Just 
Standard Designs and * sprinkle it on. Odors vanis 
sizes of LITE-CAST Insulating | PRE-CAST FLOOR pom fe po ‘an 
Refractory Combustion Cham- a most oil stains. 
; i bers for ALL Boilers and AIR SPACE wo 
Furnaces. BENEATH FLOOR : ; 
.75 10 12 GALLONS PER HOUR | powoek sven A little NEUTRODA on furnace filter — kills 
7 3 | 1 wanov objectionable odors. 














MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 





THE TANKIT COMPANY, Inc. 


| 560 BELMONT AVE. NEWARK 8, N. J. 
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NEW — IMPROVED 


“GLO-LITE" 


Combustion Chambers 
HEAT UP FASTER 


Installs Faster — (Half as Many 
Pieces). Better Combustion—Proved 
By Thousands of Installations. (BACK 
FILL, BAFFLE TILE included with each 
Chamber.) 


THE 
PROFITA 


NEW YORKER 


BLE 





@ Factory wired and assembled 
@ Serviced in a matter of minutes 


@ Guaranteed 5 


@ Write for complete literature 


ay 


ASME CONSTRUC 
TED AND STAMPED 


years 


See Your Jobber—Or Write, Wire Or Phone Today. 


Mfg. By Refractories & Furnace Supply Co. 
St. Louis 10, Mo. Prospect 3-3233 


and prices 


NEW YORKER coumar, 





Among the speakers at the meetings 
were R. L. Minckler, General Petro- 
leum Corp.; Mrs. Edna Hurry, past 
president of the organization; and 
Keith J. Fanshier, The Oil Daily. 

Association President Irma Cline, 
Wichita Falls, Texas, presided over 


| 
| 


len, Tulsa, Okla., secretary; and Vir- 
ginia Adcock, McAllen, Texas, treas- 
urer. 

Los Angeles has been chosen for the 
site of the 1958 convention. 


Vancouver fueloil Dealers 


STEEL BOILER CO., 


INC PENNA. 


cently. P. A. Jaffary was named 
treasurer. 

Elected to the board of directors 
were the following: A. J. Aird, W. J 
Morrow, D. W. Tays, W. B. Heady, 
and Theo J. Winram. Cyril G. Hay: 


man is executive secretary. 





the two day session. Elected to serve 
during the next year were the follow- re-elect McLeod, Edmondson 
ing officers: Maxine Hacke, Tulsa, 
Okla., president; Ellen Vaughan, 
Shreveport, La., Ist vice-president; 


LaVerne Montgomery, Lubbock, 
Texas, 2nd vice-president; Dorris Al- 


Pennsylvania Petroleum Assn. 


NORM S. MCLEOD and Jack D. Ed- ; ‘ 
— Meeting has Panel on Fueloil 


mondson were re-elected president and 
vice-president respectively when the 
Vancouver, B. C., Fuel Oil Dealers’ 


Association had its annual meeting re- 





ACTIVE MEMBERS and guests attended 
the fall convention of the Pennsyl- 
vania Petroleum Association, Inc., at 


REMOTE 
READING 
GAUGES 


MIDGET LEVELOMETERS 
QUALITY AT LOW COST 


| Ruggedly constructed, easy to install. Provides a 

reliable, trouble-free indication of tank contents on 
an easy-to-read dial type indicator. Designed for 
| home and industrial use in gauging fuel oil, diesel 
| oil, gasoline and other liquids. 


NEW!... Now for the FIRST TIME 


“ACE VENT” 
Guhcly AUTOMATIC ee 


HOT WATER 


AIR VENT 


AT PRACTICALLY 
THE COST OF A 
MANUAL AIR VENT 
The New “ACE VENT” has these 


outstanding advantages: 
extremely fast cycling 


gyal, Wy 
2 409 feluy 
yoo Mle 7; 


OX 
F 


eliminates manual venting 
all brass — nickel-plated 
made with 7 high. grade hygroscopic discs 
%%," long — less than %” after insertion 


whi dnnipedabe _ Levelometers are available in several sizes for var- 


| ious applications. Write for information. 


_ Approved by UL, FM, and BSA, New York 


ideal for hot water heating systems, con- 
vectors, free standing, baseboards, panel 
radiation 

Packed 1 doz. to colorful carton 
DON’T SAY AIR VENT — SAY “ACE VENT” 


Write or call today « 


MANUFACTURING CORP. 


HOLTSVILLE, L. I., N. Y. GRover 5-3620 


4 





--of proven quality 
Since 1920 


THE LIQUIDOMETER 60°F? 


LONG ISLAND CITY 1, NEW YORK 


October 
1957 

































TRUC 
\MPED 





Ctors 


eady, 


/ give Expert Service 
vs and | use... 
43h ArvTHOR? TRUE ALIGNMENT 
> NOZZLES 
——— BOTH ARE PERFECT —"™ 
but one may be BETTER 
for a PARTICULAR BURNER 
than the other 












































HOLLOW SPRAY SOLID SPRAY 


Every burner has a certain air pattern that is governed by the 
design of its particular head. Either an Apthorp Hollow Spray 
or Solid Spray Nozzle will mate best with this air pattern. By 
use of the right type, COz will increase from 2% to 4%. 


"My Customers appreciate the DIFFERENCE!” 


For details, write to: 


|! Heating Supplies Div. 
BOSTON MACHINE OO een ene tREET 
WORKS COMPANY 


LYNN, MASSACHUSETTS 















Statement of Ownership 


Statement of the ownership, management and circulation required by 
the Act of Congress of August 24, 1912, as amended by the Acts of 
March 3, 1933 and July 2, 1946 (Title 39, United States Code, Sec- 
tion 233) of FUELOIL & OIL HEAT, published monthly at Baltimore, 
Md., for October 1956: 


State of New York, County of New York—ss ; 

Before me, a notary public in and for the state and county aforesaid, 
personally appeared Robert Gray, who, having been duly sworn de- 
poses and says that he is the editor of FUELOIL & OIL HEAT and that 
the following is. to the best of his knowledge and belief, a true state- 
ment of ownership and management of the aforesaid publication for 
the date shown, required by the Act ot August 24, 1912, as amended 
by the Acts of March 3, 1933 and July 2, 1946 (Title 39, United 
States Code, Section 233), to wit: 


1. That the names and addresses of the publisher, editor, managing 
editor and advertising manager are: 

Publisher—Heating Publishers, Inc.. New York, N. Y. 

Editor—Robert Gray, New York, N. Y 

Managing Editor—Bert Dunphy, New York, N. Y. 

Advertising Manager—A. G. Winkler, New York, N. Y 


2. That the owner is: (lf owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 

dresses of stockholders owning or holding 1 per cent or more of 
total amount of stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If owned by a partner- 
ship or other unincorporated firm, its name and address, as well as that 

each individual member must be given.) 

Heating Publishers, Inc., 2 West 45th St., New York 36, N. Y. 

Stockholders: Leod D. Becker, Miltord, N. J.; A. E. Coburn, Yon- 
a, N. Y.; Robert Gray, Chalfont, Pa.; A. G. Winkler, Ft. Lauderdale, 


3, That the known bondholders, mortgagees and other security hold- 
fs owning or holding 1 per cent or more of total amount of bonds, 
Mortgages, or other securities are: (If there are none, so state.) None. 

4. That paragraphs 2 and 3 include, in cases where the stockholder 
Or security holder appears upon the books of the company as trustee 
Or in any other fiduciary relation, the name of the person or corpora- 
tion for whom such trustee is acting; also the statements in the two 
Paragraphs show the afflant’s full knowledge and belief as to the circum- 
stances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a bonafide owner; 
and that this affiant has no reason to believe that any other person, asso- 
Cation. cr corporation has any interest direct or indirect in the said 
stock, bonds, or other securities, than as so stated by him. 
$ ROBERT GRAY, Editor 

worn to and subscribed before me this 9th day of September, 1957 
MARGARET V. McINERNEY 
(My commission expires March 30, 1958.) 








Mc GILLIS STONE BASE O/L TANK LINER 


Match these Majestic 
THULMAN CHIMNEY 


EXTRA FEATURES 


with any other chimney 


@ Lengths for all homes—from single story 
with flat roof to two-story homes with basement. 

@ Approved for all fuels—listed by U. L. 
for any fuel — incinerators, too. 

@ Lifetime metal construction—stainless 
steel 7” flue, aluminum outer ducts and housing. 

@ Built-in clearance—listed by U. L. for zero 
clearance from top to bottom of triple casing. 

@ Easy installation—one man can put up a 
chimney in two hours or less. No heavy parts, no 
special bracing, no mortaring. 

® Wide choice of tops—attractive housings in 
red or off-white simulated brick. Sizes are 18” 
one way, and 18”, 27” 36”, 45”, or 54” the 
other.—54” in plain striated only. 











AYU W A AY i Lhe | AY 


® Sound deadening ‘‘Insuliner’’ — housing 
interiors are undercoated to muffle impact noises 
from rain or hail. 

@ Built-in rain cap—made to resemble a flue tile. 

@ Economical price—a deluxe Thulman costs no 

more than many standard pre-fab chimneys— 

much less than masonry. 


Write today or see your Majestic Dealer 


The Majestic Co.,Inc. 


499 Erie St., Huntington, Indiana 












New Style 





ANNOUNCING 
McGILLIS STONE-LINER 


Eliminates 
Drilling 
Pipe Unions 

Washers 


e SIMPLE 
e FAST 
e PERMANENT 


Guaranteed 
at least 
TWICE as good © 
as a NEW 
tank! 


* 


The tank is treated 
from the INSIDE 
where corrosion takes 
place. SEND NOW for 
FREE SAMPLE. See ne. . > 
why corrosion CAN'T One Man Hour 
HAPPEN again! 


Available Only Thru Instructing Distributors 
General Distributor 


L. JAMES DeWOLFE, INC. 


73 Prescott St., Reading, Mass. 


Applied with 
h OIL IN TANK 
® 

Average 
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OIL-FIRED FURNACES 


Floor Mounted 
75,000 to 2,000,000 BTU) 75,000 to 345,000 BTU 


Use PERFECTAIRE 


LARGER .,.. FURNACES 








Perfectaire capacities continue to increase when 
others stop. Larger furnaces give larger profits. 











OPEN TERRITORIES FOR DISTRIBUTORS 


AIR CONDITIONING ENGINEERING CO. camerivce, 41, mass. 


Hi-Boys 


Suspended (Horizontal) 
75,000 to 1,000,000 BTU 


KI 7-2700 
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HY-TEST 303 dealers 

sell more fuel oil because 

they offer more to their 

customers! Not only 

cleaner soot-free burning, 

but dollar savings they 

can count! 

Let us send you full details 

of this exclusive additive, 
dehydrator and merchan- 

dising franchise together 

with reports from outstanding . 
dealers. Match their proven new © 
business gains against any others 
and then decide! And you need 

not change your oil sources nor 
raise your prices to put this 
triple-barreled customer getter in 
your holster! 


Write, wire or call today! 


JOHN VALK Jr., President 
HY-TEST 303 CORP. 
9 Meadow Rd., Rutherford, N. J. 
WEbster 3-0300 





Pocono Manor, Pa., September 22-24. 

Gulf’s manager of home heating oil 
sales, Charles Kramb, and Bill Kenny, 
Meenan Oil Co., conducted a panel 
discussion on fueloil. They described 
how suppliers and distributors could 
promote greater sales of heating oils. 


Our Chapter in Indianapolis 
names Schuster as President 


FRANCIS J, SCHUSTER, Troy Oil Co., 
has recently been elected the first 
president of the Oil-Heat Institute of 
Indianapolis, Ind. 


The chapter originally had been a | 


part of the Electric League of Indian- 


| apolis which was a member of the Dis- 
| tribution Division, OHI. This member- | 
| ship has been transferred to the new | 
| organization. 


Portland Oil & Burner Dealers | 
appoint Directors at Meeting | 


| AT A RECENT annual meeting, mem- 


bers of the board of directors were 


| named by the Portland (Ore.) Oil & 
| Burner Dealers’ Association. 


The directors are: Andrew J. Cook, 
Lloyd Meisen, Jr., Jim Drieling, Jim 
Coon, Jay Flippo, Bob Chappell, Paul 
Priest, Ken Robertson, and Bob Hol- 


man. 


New York Desk and Derrick 
holds Fall dinner Meeting 


THE DESK and Derrick Club of New 
York held its monthly meeting on 
September 17. Officers for 1958 were 
nominated. 

Mrs. Carol Eberhart Fykerud, The 
Texas Co., presented “The Magic 
Cottage,” the house that oil built. 


—— $$... 


William D. Boswell, Troy, N. Y, 
named sales representative for Gorton 
Heating Corp., Cranford, N. J, in 
certain counties of New York, Massa- 
chusetts and Vermont. 


Raymond Rosen Equipment Co, 
Philadelphia, has been appointed ex: | 
clusive wholesaler for Perfection warm 
air residential furnaces in eleven coun 
ties of New Jersey, eight in Pennsyl- 
vania, nine in Maryland, two in Vir 
ginia and three in Delaware. 
































IRCO 
COMBUSTION 
CHAMBERS 


IRCO process insures you @ 
never-before-achieved accu- 
racy in insulating-type fire- 
brick. An IRCO Mirro-Glo 
chamber is so easy to install 
because it FITS so well. 


Standard Chambers—Book Tile—Bafes 
Distributors in principal cities. 


Insulating Refractories Compan) 
SAN RAFAEL CALIF. . 





October 


1957 





